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FOREWORD 

The  foreign  trade  of  this  country,  just  as  its  domestic  trade,  must 
be  transacted  to  a  very  large  extent  by  the  seller  granting  credit 
accommodation  to  buyers  entitled  to  and  worthy  of  such  accommoda- 
tion. Uniformity  of  foreign  selling  terms  is  being  sought  by  many 
groups  of  exporters  m  order  to  avoid  competition  in  the  field  of  credit 
Ihis  does  not  mean  standardization  nor  rigidity;  rather,  it  imohes 
recognition  of  existing  practices,  and  the  difficulties  resulting  from  too 
much  variance.  ^ 

The  foreign  traders  of  this  country  are  fortunate  in  having  many 
reliable  sources  of  foreign  credit  information  available  to  them      The 

/ff'iao  F^^^i^,  and  Domestic  Commerce  publishes  a  bulletin 
entitled  Sources  of  Foreign  Credit  Information  "  which  gives  valuable 
data  m  pointing  out  sources  which  our  traders  can  make  use  of  in 
rating  the  foreign  buyer  as  a  credit  risk.  The  present  bulletin,  a 
companion  to  the  one  just  named,  will  probably  be  of  even  greater 
assistance.  This  bulletm,  prepared  as  the  result  of  pereonal  study 
on  the  part  of  the  foreign  field  men  of  the  staffs  of  the  Department 
of  btate  and  the  Department  of  Commerce,  sets  forth  the  methods  of 
payment  usual  in  each  of  the  foreign  countries  and  terms  usual  in  the 
granting  of  credit,  m  order  to  emphasize  the  differences  in  respect  to 
various  countnes  and  localities  and  in  respect  to  the  purchase  of 
different  commodities  A  publication  of  this  character  should  be  of 
great  value  to  every  American  foreign  trader. 

Frederick  M.  Feiker,  Director, 
July   1931  ^'^^^^'^  of  Foreign  and  Domestic  Commerce. 
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CREDIT  AND  PAYMENT  TERMS  IN  FOREIGN 

COUNTRIES 


INTRODUCTION 

E.  E.  Schnellbacher,  Assistant  Chief,  Commercial  Intelligence  Division 

A  sound  policy  in  respect  to  the  extension  of  credit  accommodations 
to  oversea  buyers  of  American  products  is  essential  to  successful  and 
permanent  trade.  All  sales  by  American  suppliers  to  buyers  ovei-seas 
are  not  on  a  credit  basis,  but  just  as  a  large  volume  of  selling  in  this 
country  is  to  dealers  who  expect  credit  accommodations,  and  it  is 
found  mutually  profitable  to  buyer  and  seller  to  operate  on  a  credit 
basis,  so  also  does  this  condition  exist  in  trading  with  buyers  abroad. 

Competition  with  trade  rivals  on  credit  terms  is  rarely,  if  ever, 
justified,  and  American  exporters  should  investigate  with  considerable 
care  recommendations  of  their  foreign  sales  agents  to  meet  long-term 
credit  offerings  of  European  sellers  in  the  world's  markets,  unless 
there  can  be  shown  a  justification  for  long  unsecured  credit  terms 
based  on  a  definite  knowledge  by  the  grantor  as  to  why  long-tenn 
accommodation  is  required  by  the  buyer,  as  well  as  his  ability  to 
meet  the  obligation  when  due. 

Lack  of  attention  on  the  part  of  the  American  exporter  to  this 
important  feature  of  selling  in  the  markets  abroad  not  only  works  to 
the  disadvantage  of  the  individual  exporter,  but  makes  it  difficult  for 
the  experienced  and  careful  exporter  to  sell  freely,  as  such  conditions 
produce  competition  in  credit  terms  not  justified  and  extremely 
unsound. 

TERMS  USUAL  IN  SALES  ABROAD 

It  is  important  to  know  what  terms  are  usual  in  the  sale  of  American 
products  abroad  and  what  factors  influence  such  terms.  An  exporter 
who  has  firmly  established  his  product  in  a  particular  foreign  country 
has  probably  established,  along  with  his  sales  work,  certain  definite 
terms  to  be  granted  to  customers  of  the  same  branch  of  business  and 
of  the  same  standing.  He  recognizes  that  the  granting  of  certain 
terms  to  one  importer  obUgates  him  to  give  the  same  consideration 
to  another  importer  in  the  same  market,  although  it  may  seem  likely 
that  one  importer  might  be  regarded  as  a  more  important  medium  of 
distribution  than  the  other.  Assuming  that  there  are  good  reasons 
why  exporters  must  be  prepared  to  give  credit,  there  are  equally  good 
reasons  why  similar  firms  trading  in  the  same  branch  of  business 
should  be  accorded  similar  treatment. 

DETEKMINING  THE  USUAL  TERMS 

In  attempting  to  arrive  at  the  '* usual"  terms  prevailing  in  a 
market,  one's  deductions  must  be  drawn  from  transactions  based  on 
long  experience.  There  is,  in  fact,  no  rule  that  can  be  applied  in 
determining  the  terms  that  are  to  be  granted  to  a  certain  buyer  of  a 
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2  CREDIT  AND  PAYMENT  TERMS  IN  FOREIGN  COUNTRIES 

certain  commodity  in  a  given  market.  Firms  of  inferior  standing  are 
likely  to  demand  long  credit— frequently  on  the  argument  that 
foreign  competitors  are  offering  more  favorable  credit  treatment 
American  exporters  are  generally  regarded  as  opposed  to  granting 
extended  credit.  Individual  transactions  must  be  considered  as  such 
from  a  credit  standpoint,  and  in  order  to  meet  economic  conditions 
m  the  land  of  the  buyer  it  may  at  times  be  necessary  for  the  exporter 
to  deviate  from  a  definitely  estabUshed  credit  pohcy 

From  an  individual  as  well  as  from  a  national  standpoint,  the 
measure  ot  credit  takes  into  consideration  the  average  rate  of  turn- 
over m  a  particular  business  and  the  time  involved  in  shipping 
merchandise  from  the  point  of  manufacture  or  origin  to  the  foreign 
distributor  s  door.  Exporters  may  also  mak(>  their  deductions  from 
the  usual  terms  generally  granted  to  firms  in  the  same  branch  of 
business  and  of  the  same  relative  financial  standino- 

THE    INDIVIDUAL   IMPORTER 

Consideration  of  the  individual  importer  is  exemplified  in  the  case 
of  the  large  importing  houses  which  have  been  long  estabUshed.  are 
hrmly  entrenched  commercially,  and  are  of  high  reputation  locally. 

Ihese  houses  prefer  to  be  sold  on  an  open-account  or  cash  basis,  with 
documents  sent  directly  to  them  instead  of  to  banks.     Such  firms 
expect  and  are  granted  regular  discounts,  and  there  is  probably  no 
doubt  that  this  method  prevents  delays  in  the  dehvery  of  documents 
avoids  storage  charges,  and  saves  collection  fees.  ' 

The  commodity  itself  is  of  prime  importance  and  is  one  of  the 
chief  determimng  factors  in  the  measure  of  credit.  Agricultural 
eqmpment,  for  example,  is  frequently  regarded  as  a  commodity 
necessitating  the  granting  of  liberal  and  long  terms.  On  the  other 
hand,  perishable  commodities  such  as  certain  foodstuffs,  are  never  the 
subject  of  extended  terms,  payment  usuaUv  being  arranged  for  on  a 
cash-in-advance  or  letter-of-credit  basis:  Machinery  or  special 
equipment  built  according  to  specifications  is  usuaUy  sold  only 
against  the  most  secured  basis  of  payment  possible  under  the  cir- 
cunistances;  the  distinction  between  capital  goods  and  consumer 
goods  must  be  considered. 

,  The  law  of  supply  and  demand  is  a  potent  factor  in  fixing  terms 
given  and  received.  If  there  is  a  great  demand  for  a  particular  arti- 
cle, importers  are  generally  willing  to  agree  to  strict  terms.  If  the 
commodity  IS  practically  the  product  of  a  monopoly,  cash  in  advance 
might  well  be  demanded  and  received. 

On  the  other  hand,  highly  competitive  goods  must  meet  the  terms 
usual  m  the  foreign  market;  if  that  market  is  a  price  market,  which 

IL  r  7/¥  ^?^"^V^f  extreme  competition,  credit  terms  are  often 
the  chief  factor  m  getting  business. 

crli^lu  P^^^^^^  *^^*  ^s  well  known  on  a  foreign  market  and  has  been 
sold  there  for  many  years  there  may  be  sufficient  demand  to  enable 
the  importers  to  purchase  on  a  cash  or  short-term  basis,  long  credit 
fn rn  ^T  ""^^^A^  or  demanded.  However,  if  the  pmducer  is  able  to 
turn  out  considerably  more  of  this  product  than  a  market  can  con- 

Sv^flv^f  .1  ^T'^  ^1!^^^*'  extensively,  his  eagerness  and 
ability  may  place  the  foreign  buyer  m  a  position  to  demand  long 
SiM'  ffi  ^'  d^fcoiints.  Commodities  which  by  their  very  naturl 
imght  be  sufficiently  m  demand  to  be  sold  on  a  cash  basis  could  be 
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produced  so  extensively  that  credit  terms  must  be  given  to  foreign 
dealers;  the  importer  will  demand  terms  because  he  knows  the  sellers 
or  producers  must  maintain  a  certain  production  record  in  order  to 
utilize  their  equipment. 

There  is  much  to  be  said  about  the  degree  of  confidence  existing 
between  the  buyer  and  seller,  and  this  does  not  necessarily  depend 
upon  the  actual  financial  standing  or  commercial  reputation  of  the 
buyer.  Long-established  relationship  between  these  two  entities 
have  their  influence.  Many  American  companies  periodically  send 
representatives  to  call  on  foreign  agents  and  strengthen  the  friendship 
already  well  developed.  These  representatives  not  only  function  as 
salesmen  and  instructors  for  the  foreign  distributors  but  often  are  in  a 
position  to  recognize  that  the  foreign  distributor  must  meet  a  situation 
which  calls  for  a  lengthened  credit,  which  the  representative  recom- 
mends and  which  might  otherwise  be  refused  by  the  American  seller. 

In  this  connection,  consider  also  the  selection  of  a  thoroughly 
reliable  resident  sales  agent  or  representative  who  plays  the  dual  part 
of  developing  business  in  his  particular  market  as  well  as  enhancing 
the  sales  of  his  American  principal.  The  advice  of  a  competent 
representative  commission  agent  in  the  matter  of  terms  is  generally 
as  valuable  as  information  obtained  from  regular  credit  sources,  as  it 
has  been  definitely  shown  that  the  financial  strength  of  the  foreign 
buyer  is  only  one  factor  to  be  considered  in  the  granting  of  terms. 
The  foreign  sales  agent  may  be  directly  responsible  for  losses  sustained 
by  American  firms  or  he  may  be  in  a  position  to  protect  his  principals 
from  credit  losses  and  also  save  the  American  firm's  interest  by  elimi- 
nating doubtful  accounts,  recommending  extension  of  credit  where 
credit  is  deserved,  and  maintaining  a  high  sales  volume  for  the  Ameri- 
can exporter.  The  American  manufacturer  must  adapt  himself  to 
the  local  requirements,  practices,  and  usages  of  a  foreign  market. 
The  foreign  agent  or  distributor  should  be  one  who  is  not  only  familiar 
with  the  commercial  customs  of  his  territory  but  who  is  also  sympa- 
thetic with  the  problems  of  his  principal,  especially  the  latter's  igno- 
rance of  certain  factors  which  can  be  made  known  to  the  exporter 
only  by  a  competent  representative. 

Whenever  possible,  in  the  succeeding  pages  terms  offered  by  foreign 
competitors  have  been  shown,  as  well  as  those  granted  by  American 
exporters.  In  one  or  two  areas  participation  by  American  exporters 
is  so  limited  that  the  example  of  American  terms  is  not  a  criterion  of 
the  true  situation,  and  only  the  terms  granted  by  the  leading  foreign 
exporters  to  those  areas  are  shown. 

Several  years  ago  a  report  on  terms  was  compiled  after  exhaustive 
research  in  this  country,  the  information  based  largely  on  data 
supplied  by  American  exporters.  Since  that  time  additional  material 
has  been  obtained,  and  each  of  the  field  officers  listed  herein  was  re- 
quested to  prepare  a  report  for  his  territory.  The  results  were  further 
tabulated  and  checked,  and  are  now  published  as  the  representative 
opinions  of  the  officers  of  the  Consular  Service  of  the  State  Depart- 
ment, the  Foreign  Service  of  the  Department  of  Commerce,  and 
American  export  trade. 

In  conclusion,  it  must  be  kept  in  mind  that  credit  "practice" 
implies  standardization,  and  that,  in  turn,  impHes  rigidity.  The 
proper  conduct  of  credit  is  based  on  the  knowledge  of  the  usual,  the 
generally  accepted,  terms;  but  strict  adherence  to  the  "usual"  may 
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mean  the  quitting  of  the  offensive,  and  a  weak  or  no  policy  means 
Confusion  and  inconsistency.     The  best  credit  pohcy,  then,  must  be 
s£nSy  fle^^^^^^      meet  individual  cases,  or  uncommon  conditiouH 
'^fh3^  it  must  incUne  to  the  necessx^^^^^^^^^^^^^^ 

to  meet  a  different  or  unusual  situation,  yet,  withal,  it  shouia  ever  oe 
s?r5y  influenced  by  the  usual  terms,  under  normal  conditions. 

BRITISH  EAST  AFRICA 

.  Consul  K.  de  G.  MacVitty,  Nairobi 


Commodity 


Agricultural  implements. 
Automotive  accessories.  - 

Building  material... 

Druggists'  sundries 

Footwear ; 

Groceries  and  provisions- 
Hardware - 

Hides  and  leather -- 

Motor  Vehicles... 

Office  equipment 

Piece  goods — 

Radio  apparatus 

Stationery,  books,  etc.... 
Wearing  apparel 


Terms 


60  to  90  days  after  sight,  documents  against  acceptance. 

60  dS^' after  sight,  documents  against  acceptance. 
Do. 
Do. 

60  to^W  days  after  sight,  documents  against  acceptance. 

Sight  draft.  diKuments  against  payment. 

gi  to  180  days  after  sight,  documents  agamst  acceptance. 

60  day^after  sight,  documents  against  acceptance. 

90  da?l  after  silht,  documents  again.^t  acceptance. 

Sight  draft,  documents  against  payment. 

60  da\S  after  sight,  documents  agamst  '^cceptanc*. 

60  to  90  days  after  sight,  documents  ugunst  acceptance. 


T>,P  iK^nal  terms  granted  by  American  exporters  to  East  African 
to  90  day  sfght  drafts  to  well-estabUshed  and  reputable  firn.s. 

TERMS  GRANTED  BY  FOREIGN  ORMS 

Germanv  erants  the  longest  credit  terms  to  the  merchants  and 
Oermany  granis  i  b  months'  credit  bemg  common. 

E5ndVant!?^m1r6  months;  Japan,  3  months;  and  Italy  and 

^TrWsh  exDorTand  import  houses  carry  on  the  trade  with  the  natives 
and  rive  dLtribut^onXough  their  trading  stations;  these  firms  are 
ii!y  granted  credit  because  of  their  reputation  and  «ta?.dmg  in  the 

^V^TeSitTot;^^^^^^^^^^^ 

Territory,  and  Zanzibar. 

BRITISH  WEST  AFRICA 

Trade  Commissioner  Leonard  J.  Schwarz,  Accra,  Gold  Cowl 

;«  +V.O  Hnlrl  Pnflst  Colonv  may  be  classed  under  two  prm- 

^"?rl;\rimporS  [J JLerr  usually  in  the  form  of  British  or 
ContrnentaUradW  con^panies.  All.  the  larger  Wmg  firms  m  th^ 
r^lH  rn«^t  Colony,  and  in  the  adjoimng  coloiiies  ot  JNigeria,  ivmy 
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An  exception  to  the  above  is  the  small  element  of  alien  traders 
operating  in  West  Africa.  Banks  usually  recommend  either  a  strictly 
cash  basis  or  25  per  cent  cash,  the  balance  arranged  on  a  basis  of 
documents  against  acceptance.  Most  of  their  purchasing  is  done 
through  the  wholesale  branches  of  the  local  trading  firms  rather  than 
directly  with  foreign  shippers.  There  is  also  a  small  proportion  of 
European  and  native  merchants  who  are  not  buyers  of  colonial  pro- 
duce. These  are  anxious  to  get  the  most  favorable  terms  obtainable, 
which  in  practice  usually  amounts  to  documents  against  payment  or 
documents  against  acceptance. 

Local  native  traders  are  dealt  with  on  a  cash  basis. 

ALBANIA 

Secretary  of  American  Legation,  Julius  C.  Holmes,  Tirana 

American  exporters  have  usually  adopted  a  policy  of  demanding 
that  an  irrevocable  credit  be  opened  in  a  bank  in  the  United  States 
before  shipment  is  made.  In  some  cases  goods  are  shipped  against 
documents  after  careful  investigation  of  the  purchaser.  A  different 
policy  is  followed  in  the  case  of  firms  which  have  become  established 
connections. 

Credit  terms  granted  Albanian  importers  by  European  firms  vary 
considerably  and  there  is  no  standard  followed  by  sellers  of  similar 
products.  Automobiles,  for  example,  are  sold  by  one  concern  on  a 
cash  basis,  by  another  with  30,  60,  or  even  90  days'  credit,  and  by 
another  on  consignment.  The  most  common  terms  offered  by 
Italian,  German,  and  Czechoslovak  firms  are  60  to  90  days. 

European  manufacturers  have,  as  a  rule,  been  much  more  liberal 
in  granting  credit  terms  than  have  American  houses.  This  is  possible 
because  the  German,  Czechoslovak,  or  Italian  shipper  has  traveling 
representatives  who  make  regular  visits  to  local  concerns  and  are  able 
to  enforce  collections. 

ALGERIA 

Consul  Oscar  S.  Heizer,  Algiers 


Commodity 


Agricultural  equipment... 

Automoti  ve  accessories 

Construction  machinery.. 


Druggists'  sundries- 
Electrical  supplies.. 
Foodstufls 


Fuel 

Furniture 

Groceries  and  provisions. 

Hardware.. 


Industrial  chemicals.. 
Industrial  machinery. 

Jewelry 

Motor  vehicles 


American  terms 


90  to  180  days  afterdate 

60  to  90  days  after  date 

Sight  draft,  documents  against  pay- 
ment. 

60  to  90  days  after  date 

70  to  90  days  after  date 

Sight  draft,  documents  against  pay- 
ment. 

Letter  of  credit 

90  days  after  date 

60  to  90  days  after  date 


Notions  and  novelties.  ^. 

Office  equipment..- 

Packing-house  products. 


Piece  goods 

Radio  apparatus. 
Railway  meterial. 
Sporting  goods.. . 


Tobacco. 


Wearing  apparel. 


Sight  draft, 
ment. 

....do 

do 


documents  against  pay- 


Sight  draft,  documents 

ment. 
do 


against   pay- 


90  days  after  date 

Sight  draft,  documents 

ment. 
do 


against  pay- 


.do. 
do. 
do. 

.do. 

-do. 


Foreign  terms 


German,  1  year. 


English,  60  to  90  days  after  date. 
Italian,  60  days  after  date. 
Sight  draft,  documents  against  pay- 
ment 50  i)er  cent. 
Letter  of  credit. 

Sight  draft,  documents  against  pay- 
ment 50  per  cent. 
German,  6  months. 

30  days  after  sight. 

German,  1  year. 

Cash. 

3  to  6  months. 

Sight  draft,  documents  against  pay- 
ment. 

German,  6  months. 

Sight  draft,  documents  against  pay- 
ment. 

English,  open  account. 

German,  6  months. 

German,  up  to  2  years. 

English,    sight    drafts,    documents 
against  payment. 

Sight  diaft,  dwumeiits  against  pay- 
ment. 
Do. 


V.     <- 


Ill  '"fill 


* 


[  f   -    iji 


6  CREDIT  AND  PAYMENT  TERMS  IN  FOREIGN  COUNTRIES 

There  is  also  to  be  considered  the  combination  of  time  and  cash 
(or  sight  draft),  which  appears  to  be  suitable  in  many  cases  where 
goods  are  to  be  shipped  c.  i.  f.  The  purc^haser  pays  a  })ercentage  from 
25  per  cent  upward,  either  in  cash  with  order  or  through  a  bank 
against  documents.  At  the  port  of  arrival  he  receives  from  the  local 
bank  the  necessary  documents  against  an  accepted  bill  for  the  agreed 
date  of  payment.  This  course  has  much  to  recommend  it  from  the 
point  of  security  and  has  found  considerable  favor  locally. 

In  Algeria  most  of  the  import  trade  is  done  with  France,  whose 
terms  are  not  shown  in  the  above  table.  For  all  ordinary  commodities 
they  are  the  equivalent  of  30  days  after  sight,  after  the  arrival  of  the 
goods.  For  the  goods  with  a  slow  turnover  60  days  after  sight  is  the 
rule;  90  days  after  sight  is  more  rarely  given,  because  when  credit 
arrives  at  that  point  consignment  is  often  practiced.  As  a  general 
rule,  consignment  is  not  counseled  for  American  firms,  though  there 
are  exceptional  cases  where  it  might  be  used  to  the  benefit  of  American 
trade.  With  French  firms  it  is  a  frequent  practice,  and  trouble  rarely 
occurs. 

In  an  undeveloped  country  such  as  Algeria,  the  question  of  credit 
is  bound  to  be  exceedingly  intricate.  Moreover,  in  Algeria  it  can  not 
be  dissociated  from  the  same  question  in  tfie  neighboring  territories 
of  Tunisia  and  Morocco,  which  with  it  constitute  French  North 
Africa — a  region  1,000  miles  in  width  and  of  uncertain  depth. 
Commercially  it  is  from  many  points  of  view  a  single  area,  of  which 
Algiers  is  the  capital  and  economic  center.  But  the  white  population 
is  less  than  1,500,000,  and  with  few  exceptions  the  natives  do  not 
possess  the  quaUfications  which  would  entitle  them  to  do  business 
direct  with  American  firms. 

The  estimated  division  of  imports  according  to  methods  of  payment 
is  as  follows: 

Per  cent 

Open  account 0.  5 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment.  6.  0 

Sight  draft 10.  5 

Time  draft ii5.  0 

Credit  or  letter  of  credit S,  Q 

Consignment XO.  0 

ARABIA 

Vice  Consul  Cloyce  K.  Huston,  Aden 

In  the  majority  of  cases  American  manufacturers  and  exporters 
demand  cash  against  documents  for  goods  shipped  to  Aden  and  the 
surrounding  territory.  Practically  the  only  exceptions  to  this  gen- 
eral rule  are  found  in  automobile  shipments,  in  which  case  local 
importers  are  usually  required  to  open  credits  in  New  York. 

American  firms  are  generally  considered  in  this  market  to  be  more 
exacting  in  credit  and  payment  terms  than  any  other  country.  All 
importations  from  Germany  and  Austria  are  paid  for  at  30  days  after 
sight,  interest  being  charged  at  the  rate  of  6  per  cent.  Other  Euro- 
pean countries  ship  their  goods  for  payment  at  15  to  30  days  after 
sight. 

China  and  Japan  seem  to  offer  the  best  terms  of  payment.  Goods 
are  shipped  on  consignment  to  local  concerns,  the  g<)ods  to  be  sold 
and  payment  to  be  made  within  one  month,  without  interest.  Pay- 
ment is  made  through  a  local  shipping  firm  engaging  in  certain 
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unofficial  banking  operations.  Local  importers  are  much  pleased 
with  this  arrangement  and  say  that  no  other  country  affords  such 
easy  conditions  of  payment.  It  is  significant  that  the  great  bulk  of 
the  importations  of  textiles,  which  head  the  fist  of  local  imports,  now 
comes  from  China  and  Japan. 

The  percentage  of  the  importing  into  this  territory  that  is  done  on 
the  basis  of  each  of  the  various  terms  of  sale  in  general  use  is  difficult 
to  estimate.  General  observation  suggests  that  they  might  be  given 
as  follows: 

Per  cent 

Own  account 2 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment  __  8 

Sight  draft 22 

Time  draft - 40 

Letter  of  credit 10 

Consignment 18 

ARGENTINA 

Assistant  Commercial  AttacM  James  G.  Burke.  Buenos  Aires 


Commodity 


Agricultural  equipment. 


Automotive  accessories.  . 

Building  material 

Construction  machinery. 

Druggists'  sundries 

Electrical  supplies 

Foodstuffs 


Terms 


Footwear 

Fresh  fruits  and  vegetables 

Fuel  oil,  ores,  etc - 

Furniture - 

Groceries  and  provisions.— 

Hardware 

Hides  and  leather.. 

Industrial  chemicals 

Industrial  machinery 

Jewelry 

Motor  vehicles 

Notions  and  novelties 

Office  equipment.. 

Paint  and  varnish.. 

Piece  goods 

Plumbing  and  heating  equipment 

Printing  machinery  and  supplies 

Railway  material  and  supplies 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instruments — 

Theater  equipment 

Thread  and  yam 

Tobacco 

Wearing  apparel 


Long  term  with  agricultural  mortgage   (Prenda  Agraria)   m 

collateral. 
60  to  90  days  after  sight,  documents  against  acceptance . 
30  days  after  sight,  documents  against  acceptance. 
Letter  of  credit  previous  to  shipment. 
90  days  after  sight,  documents  against  acceptance. 

Do. 
00  to  90  days  after  sight,  documents  against  acceptance,  with 
exception  of  perishables. 

Do. 
Cash  in  the  United  Stales. 

90  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptanctt. 
C.-xsh  against  documents. 
90  days  after  sight,  documents  against  acceptance. 

Do. 
30  days  after  sight,  documents  against  acceptance. 
Cash  in  United  States  or  cash  against  documents. 
60  to  90  days  after  sight,  documents  against  acceptance. 
Cash  against  documents. 
60  to  90  dajrs  after  sight,  documents  against  acceptance. 

Do. 
90  to  120  days  after  sight,  documents  against  acceptance. 

Do. 
90  days  after  sight,  documents  against  acceptance. 
120  days  after  sight,  documents  against  acceptance. 
90  to  120  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
90  to  120  days  after  sight,  documents  against  acceptance. 
30  days  after  sight,  documents  against  acceptance. 
90  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 

Do. 


AUSTRALIA 

In  the  more  important  trades,  letters  of  credit  are  established  in 
the  United  States.  In  those  cases  where  a  well-established  connec- 
tion has  existed,  terms  of  30  and  60  days  after  sight,  documents 
against  acceptance,  are  granted.  Considerable  business  is  done  on  a 
sight-draft  basis,  and  some  preference  is  shown  for  cash  against 
documents  arrangements  because  of  the  inducement  offered  by  dis- 
count, and  a  large  part  of  the  busmess  is  done  on  that  basis.  American 
exporters  have  found  it  desirable  to  be  liberal  in  their  terms  to 
Australian  importers. 
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AUSTRIA 

Commercial  Attach^  Gardner  Richardson.  Vienna 


Commodity 


Agricultural  equipment. 


Terms 


Automotive  accessories. 


Construction  machinery 
Druggists'  sundries 


un- 


Electrical  supplies. 


Foodstuffs. 
Flour 


Fresh  fruit. 


F^ei  and  ores --[V    0^1^:14  days 

uaJ  { 

itlyl 

lays 

t;  al 

d  la 

aries  up  to  f,  per  cent 


V)^IXZ^  consid,.rably;  long  credits,  up  to  24  months,  are  allowed 
'VoL'?o'nSsfp^^3^;n^V"""^"^  «^""^*  acceptanc^-TpS'^nldis- 

""instalSSs^^^aa'  bJ^SrW^i^nf^lf?^  12  to  20  xnonthly 
(power  plants).  m^SSfX^^r^^Txhllu^Z^nl^uTh^^^^ 

Canned  goods,  30  days  after  sight,  documeots  SS  acceDtfnl 
couS '"''  ''^^*'  *i^^«^ts  against  aca^ptanXT^'  ^?SnTSsh  dla- 

Mostly  cash. 


Hardware 

Hides  and  leather... 
Industrial  chemicals 
Industial  machinery 


Siifn'^T  ^°^  ^  '^*y^  a^er  sight,  documents  against  accei.tanre-  al«» 
mdividual  arrangements  between  producers  anT ST^Ji?*°-^'  ^ 
,  f^^^^f  ^^  ^iP  in  financing  output  of  foreign  n 
I  to  80  days  after  sight,  documents  against  accei 
^'if°?J?i\?iLso  ^  days  and.a  cash  discount  of  fiie  per  cent 


Motor  vehicles 

Office  equipment. 


Packing-house  products. 


Paint  and  varnish. 
Pneumatic  tires.... 
Radio  apparatus... 
Rubber  goods 


Sporting  goods 

Stationary  and  books I"' 

Surgical  and  precision  instru- 
ments. 
Wearing  apparel 


iPcM*^^  after  Sight,  documents  against  ^cjeptan  >e  and  2  to  5  ner  S 
cash  discount;  frciuent  terms  are  30  per  (vnt  cash  on  delivJrV^^»i 

io^tn  m^^JJ  ?/t^^  percentage  of  retail  sales  handled  by  financing  houses 
d'scSi^r      ''  "*^*'  d^^«°ts  against  acceptan^,  2  pe.  c^eSt  S 

^'&^diT'J^7lSr^''f^'  ^  days  against  wholesalers'  acceptance. 
JA^S^it^^Zt'^X^^^^^  ^'y-P-ducts,  30  to  90  day^s  aft?r 

cKisSuJf''  '^*'*'  d^"^^^^  against  acceptance;  up  to  3  per  cent 

"^d&nt."'  ''^^''  ^^»^«°^  against  acceptance;  up  to  3  per  cent  cash 

'  retaiUoSs'Sfeen  """"^  "^  manufacturers  finance  installment  sales  to 

^pefcent^'  ''^^*'  ^^^«°ts  against  acceptance;  cash  discount.  2  to  3 

''Afs  St  tSj'dS^and'^r^"^^  ^^^°^*  ^^«P**^^-    ^"«*"an  ex- 
180  days  after  sight,  documents  against  acceptance. 


greIt'kSTfTn&f°^  P'^^J''" -i  "T  P'«^*le"t  ia  Austria  show  a 
ines  of  businP,f  ^  ^'  ^'"^  ,^'^''/^^<^^^P>^ncie^  between  different 
unes  01   business      They  clearly  reflect  the  lack  of  canital  in  th« 
Austrian  wholesale  trade,  a  greatly  reduced  capacity  of  &  wket 
and  a  constant  increase  of  competition  on  the  part  of  both  A^  X;!!.' 

mrWorh""^  ^'''^  ^P'^'t'-'-^-     Actuarc^Lht    ondU  ons  m 
most  Imes  of  business  are  even  more  elastic  than  those  shown  nth^ 

o?  th:.'""^J°*  ""^"^  ''if  ^'  *^«  wholesaler  demands  a  further  It<^sion 

to  12  ZAZ^"^^^  ^"''"^'f  *?  *'™'  ^"''h  extensions  amounng 

-lifu  '    "^  3  months  over  and  above  the  original  time  """"°g 

Where  the  financial  situation  of  the  wholesS  isTasicaUv  sound 

most  manufacturers  agree  to  such  requests,  and  on  the  day  of  maSj 

davs   inT.^'"''/  "'T  ''"  ^'"''^g  *"  «»"««*  »  draft  on  30,  45   and  60 

Smeut  o    inter^^^t  "^^T.-    Z'''"'  '"^  '"^'^^  ''"^  <^^  "'-  thS 
payment  ol  mterest  on  outstanding  amounts  is  waived,  and  the 
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manufacturer  is  satisfied  in  most  cases  to  collect  the  amount  of  his 
invoice. 

American  firms  as  a  rule  are  unwilling  to  grant  credits  above  60 
days  for  most  commodities  and  usually  try  to  arrange  sales  to  new 
accounts  on  a  basis  of  cash  or  cash  against  documents.  However,  a 
considerable  number  of  American  firms  have  adopted  a  more  liberal 
credit  policy  in  Austria  and  have  extended  credits  to  a  length  which 
more  or  less  approaches  the  credits  granted  by  their  Austrian  or 
foreign  competitors.  No  hard  or  fast  rule  can  be  established  in  this 
respect,  and  it  is  probably  necessary  to  treat  each  case  individually 
and  to  fix  credit  terms  in  relation  to  the  importance  of  the  deal, 
competitive  situation  of  the  merchandise,  and  financial  standing 
and  business  reputation  of  the  firm.  In  many  cases  where  long  terms 
are  asked  for,  bank  guaranties  can  be  obtained  whereby  payment  of 
the  amount  due  at  the  prearranged  time  can  be  secured. 

AZORES 

Consul  William  H.  Hunt.  St.  Michael's 

American  exporters  generally  require  opening  of  letters  of  credit, 
and  sometimes  one-third  cash  and  the  balance  on  presentation  of 
shipping  documents.  These  terms  apply  to  building  material, 
druggists'  sundries,  electrical  supplies,  feedstuffs,  fuel  (coal  and  oil), 
groceries  and  provisions,  hardware,  hides  and  leather,  motor  vehicles, 
notions  and  novelties,  paint  and  varnish,  piece  goods,  plumbing, 
radio  equipment,  thread  and  yarns,  and  tobacco.  Automobile  manu- 
facturers require  irrevocable  credits.  American  exporters  of  automo- 
bile accessories  generally  arrange  their  transactions  with  Azorean 
importers  on  a  basis  of  one-third  cash  with  order  and  the  balance 
documents  against  acceptance.  On  the  other  hand,  American  export- 
ers of  industrial  machinery  are  more  liberal,  and  generally  grant 
credits  60  days,  which  are  sometimes  extended  to  12  months. 

Foreign  exporters  of  the  items  named  generally  grant  the  foregoing 
credit  and  payment  terms  to  local  importers  in  good  standing.  The 
only  exceptions  are  that  the  EngUsh  and  French  automobile  exporters 
are  now  selling  automobiles  on  the  installment  plan,  based  on  the 
financial  responsibility  of  the  purchaser  (with  a  bank  guaranty). 

English,  French,  German,  and  Portuguese  firms  grant  credit  terms 
ranging  from  60  to  90  days  after  sight,  documents  against  acceptance, 
sometimes  with  Uberal  extensions.  These  terms  are  of  long  tenure 
and  somewhat  interwoven  into  the  local  credit  situation,  which 
accounts  for  99  per  cent  of  the  import  business  with  European 
countries. 

German  and  English  exporters  do  business  to  a  limited  extent 
with  certain  firms  on  the  open  account  (currency  account)  basis. 

BAHAMA  ISLANDS 

Consul  Fred  D.  Fisher,  Nassau,  Bahamas 

American  exporters  shipping  their  products  to  the  Bahamas  expect 
payment  against  delivery  of  documents,  or  at  least  within  30  days. 
These  products  include  automotive  accessories,  building  material, 
druggists'  sundries,  electrical  supplies,  feedstuffs,  flour,  footwear, 
fresh  fruits  and  vegetables,  furniture,  groceries  and  provisions,  hard- 
ware, motor  vehicles,  notions  and  novelties,  paint  and  varnish,  piece 
goods,  radio  and  sporting  goods,  stationery  and  books,  tobacco,  and 
wearing  apparel. 


^  I 
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CaS!"and  &  IrL^T  f"^?T  ^'^  ^reat  Britain, 
and  payment  during'the  summer  tTff  ^  '^f^?''  ""  consignment 
out  over  long  periods  months,  or  slack  season,  often  drag 

thjSfitatst  s?^^^^^^^^^  Bahamas  from 

ville  New  York  being  ^y^ar  theTai^esT  slppU'e;      ™'  '""^  '^'""^^""- 

British  and  qt&er  foref^  exporte!^  '^     ^""''"  '''""'  ''''  ^^'^^  by 

JKatrfig"  £Ta^o°ultatr^  '""^  "^'^^  ™p-»«  -^o 

m  foreign  trade:  ^^anous  methods  of  payment  m  general  use 

Open  account  ^^r  cent 

Time  draft,  30  to  60  days  5 

-Letter  of  credit 22>^ 

Consignment ^"-"-'11111  —  None. 

resort  for  wealthf  Americans  and  o!'*^'  P°P"'»rity  ««  a  winter 

asting  from  December  to  April  Zd  ftuf^T'   "l'  ^*^*"'  "^"»"y 

tourist  element  that  consumntion  nf  ,!,V.  *?  a  great  extent  upon  the 

Merehantsin  Nassa^oX  thdrstoXJ.  11 -""V^  '"'P""*  -^^Pe^ds. 
season  and  have  no  means  of  antiHn«?L        lu''  "^''f^'^^  of  the  tourist 

the  volume  of  their  Xs      If  at  the  enK^   ""'^    ^^'-^  °^ '""'"''"y 
not  run  up  to  expectations   thev  are  wl     ^f'T  *'^"''"  ^'''^^  have 

they  will  have  to  Lny  ov^r'orXo"  of  atTsac^T  ^'"^"^  "^^^'^ 


BARBADOS 

Consul  William  W.  Bru^wick.  Bridgetown 


Commodity 


Terms 


Automotive  accessories  ra<ih 

Druggists'  sundries. . ..:: giX"  ^r^* .  h 

Electrical  supplies  ""   cS°^  Hg^ai^sTr^llfarS''"'  ^^^"^-^  --^  30  days  after  .ight;  docu- 

Do. 
Do. 
Do. 

Sight  draft,  documents  against  oavrnpn^ 

S:K^  r^r  Spiln^^^^^^^  P^>'^-^'  -"'  30  days  after  sight,  docu- 
Sight  draft,  documents  against  payment. 

Packing.house  products  I     ^^^t^'^^^ain^^c^"^^^^        ^^^™'°'=  ^"^  ^0  days  after  sight,  docu. 

Paint  and  varnish  on  ^         , 

Piece  goods...        " |  ^  ^^^  ^^^  sight,  doci 

Printing      machinery" ""  and 


Feedstuffs 

Flour 

Fresh  fruits.       

Fuel  (coal) 

Oroeeries  and  provisions 
Hardware.. 


Industrial  machinery 
Motor  vehicles 
OflBce  equipment 


Do. 


supplies. 
Wearmg  apparel 
Tobacco 


Sight  draft,  documents  against 


•uments  against  acceptance. 


payment. 


r^SS'^lTil'^^'Sl^:^^^  ^-  -1^  on  arrival  of  n^rch*;^ 


dim 
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The  terms  granted  by  English  and  Canadian  firms  do  not  differ 
from  those  granted  by  American  concerns,  but  German  exporters 
give  credits  running  from  six  months  to  one  year. 

The  approximate  percentage,  according  to  terms  of  sale,  of  imports 
into  the  Bridgetown  district  is  as  follows :  Cash  with  order,  25  per 
cent;  sight  draft,  25  per  cent;  time  draft,  50  per  cent. 

Bridgetown,  Barbados,  is  the  most  important  city  and  distributing 
center.  Agents  are  appointed  in  that  city  to  cover  St.  Vincent, 
Grenada,  St.  Lucia,  and  Dominica. 

BELGIUM 

Assistant  Commercial  Attach^  Leigh  W.  Hunt.  Brussels 


Commodity 


Automotive  accessories 


Druggists'  sundries . . 


Electrical  supplies 

Fresh  fruits  and  vegeta- 

ables. 
Footwear 

Groceries  and  provisions . 
Hides 

Leather 

Notions  and  novelties 

OflBoe  equipment 

Piece  goods 

Plumbing  and  heating 
equipment. 

Paint  and  varnish, 


Printing  machinery  and 
supplies. 


Sporting  goods 


Stationery  and  books 

Surgical  instruments  and 
precision  instruments. 

Thread  and  yarn 

Tobacco 

Theater  equipment 


American  terms 


Cash  against  documents,  up  to  90  days 
after  sight,  documents  against  ac- 
ceptance. 

60  to  90  days  after  sight,  documents 
against  acceptance;  some  up  to  120 
days  sight,  documents  against  ac- 
ceptance. 

90  days  after  sight,  documents  against 
acceptance. 

Usually  consigned  to  agents  for  auc- 
tion for  the  account  of  the  shipjier. 

Sight  draft,  documents  against  pay- 
ment, to  90  (lays  after  sight,  docu- 
ments against  acceptance. 

60  days  after  sight,documents  against 
acceptance. 

Documents  against  payment.  (These 
conditions  are  fixed  according  to 
regulations  of  the  public  auction 
of  hides  and  skins  in  Antwerp.) 

Cash,  documents  against  payment.  5 
per  cent  discoimt;  often  50  per  cent 
cash  and  50  per  cent  90  days  after 
sight,  documents  against  acceptance; 
less  frequently  90  days  after  sight, 
documents  against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, to  90  days  after  sight,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, to  120  days  after  sight,  dotm- 
ments  against  acceptance  (more 
than  90  days  is  exceptional,  how- 
ever). 

60  days  after  sighf,  documents  against 
acceptance. 

Sight  draft,  documents  against  pay- 
ment, to  120  days  after  sight,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, to  90  days  after  sight,  docu- 
ments against  acceptance;  infre- 
quently 120  days  after  sight,  docu- 
ments against  acceptance. 

Terms  conservative. 


Sight  draft,  documents  against  pay- 
ment, to  90  days  after  sight,  docu 
ments  against  acceptance. 

Sight  draft  to  90  days  after  sight,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, to  120  days  sight,  documents 
against  acceptance. 

GO  days  after  sight,  documents  against 
acceptance. 

American  tobacco  is  usually  paid  for 
80  per  cent  against  documents  and 
20  per  cent  after  receipt. 

90  days  after  sight,  documents  against 
acceptance. 


Foreign  terms 


German,  up  to  180  days  after  sight; 
documents  against  acceptance. 

German,  180  days  after  sight,  docu- 
ments against  acceptance. 

German,  up  to  180  days;  French  firms 
do  some  trade  on  a  consignment 
basis. 

Usually  consigned  to  agents  for  auc- 
tion for  the  account  of  the  shipper. 

Sight  draft,  documents  against  pay- 
ment, to  90  days  after  sight,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  ac- 
ceptance. 


German,  French,  and  British  firms 
currently  grant  90  days  after  sight, 
documents  against  acceptance. 


Up  to  180  days  after  sight.documents 
against  acceptance.  Office  furni- 
ture is  usually  sold  on  terms  of  60 
to  90  days  after  sight,  document! 
against  acceptance. 


180  days  after  sight,  documents  aginst 
acceptance,  with  possible  exten- 
sion. 

Up  to  180  days  after  sight,  documents 
against  acceptance. 


Up  to  180  days  after  sight,  documents 
against  acceptance. 


The  same  terms  apply  to  Chinese  and 
South  American  tobacco,  but  ir- 
revocable letters  of  credit  ai«  re- 
quired. 


60888°— 31- 


yr^'T-'-^  %r 
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Though  a  period  of  more  than  90  days  is  frT^''*^\ ""  rp^lJ 
inougn  a  penuu  ui  x  i^^o-pr  fpmis  are  infrequent,     liermau 

TlKays  after  ^ig^t  documents  a?«.«a^^^^  ,^  ^^^ 

Nearly  all  American  firms  ^eaUng  m  Helgium  gi  _ 

form.    Similar  terms  are  ««^«;"y  g^ji^^ ^^^^^^  days' 

facturers.     German  ^'.^^'^f^/^^'^r/.f  tn  reSrcredit,  frequently 
credit,  but  are  generally  ,'^''7„'|f/'^'iVe^^^^^^^  (iO  or  90  days, 

allowing  90-day  time  drafts  to  be  ^^J^^^  ^^^'^^^  ^..^ount.     Cash 
Very  little  business  is  done  in  Belguun  on  o^^^^^^        ^^  ^^^ 

with  order,  or  cash  at  the  time  "l^f'^-P'^^nufacturor  or  exporter 
small  initial  shipments,  when  an  A"*®"*  ^V"?^^^ -^  ^„^  acquainted, 
is  contracting  with  a  f^^S^^^^^^^^f'J^X^XA^oiv^.yrnent 
The  estimated  division  of  imports  accuium^ 

is  as  follows:.  Percent 

45 

?Se^"(^iall^^to^dayrafter.iate)::::::-----^  36 

Letter  of  credit '_ 6 

Consignment 

BERMUDA 

vice  Consul  E.  Clay  Merrell.  Hamilton 

of  dealers  to  pay  ^^^h  *atog  the  disc..u^^^^  ^^j^^^^^^ 

grocery  business  with  the  Lmted  States  IS  transac^^^^  ^^^  ^^_ 

for  American  houses,  and  collections  are  generally  n  j^^^.^^^^^ 

venience  of  the  local  merchant  ^J^^^^^l^^^  ^hom  they  buy, 
SKrSrpT^oi^f  a&t  o^^^^^^  hi  order  to  get 
discomit,  although  datings  are  gefffy  f^"  fo^tithin  10  days  after 
deSri?Srckra?k'Ss"'Th^:ttSt;^  is  paid  for  in 

30  to  60  days.  .  ,     .     Tj^^Tmida   and  a  draft  should 

"f  tSn"  r«iil  .r.  not  u«d.  «>d  !««  «  W  S»<><"  >»  "™"«'  <'° 
consignment. 
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Vice  Consul  Edward  G.  Trueblood.  La  Paz 
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Commodity 


Automobiles    and    acces- 
sories. 
Books  and  paper  goods.. . 


Construction  material. 
Cotton 


Drugs  and  drug-store  sup- 
plies. 
Electrical  goods 


Flour- 

Fuel,  oils,  etc- 

Furniture 

Groceries 


Hardware. 
Jewelry... 


Leather  and  hides.. 

Lubricating  oils 

Office  equipment... 


Paint  and  varnish. 
Piece  goods. 


Plumbing  supplies 

Printing  machinery  and 

supplies. 
Radio  apparatus 


Railway  equip.-nent. 
Shoes 


Sports  articles. 


Surgical     and     scientific 

goods. 
Tobacco — - 


Toys 

Underclothing. 


Wearing  apparel. 
Woolen  thread... 


American  terms 


120  days  after  sight,  documents  against 

acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
90  days  after  sight,  documents  against, 

acceptance, 
C.  D.  O.,  or  30  to  180  days  after  sight. 

documents  against  acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
90  to  120  days  after  sight,  documents 

against  acceptance. 
90  days  after  sight,  documents  against 

acceptance. 
C.  O.  D.,  or  30  to  90  days  after  sight, 

documents  against  acceptance. 
180  days  after  sight,  documents  against 

acceptance. 
90  days  after  sight,  documents  against 

acceptance. 
do 


90  to  180  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, or  90  days  after  sight,  docu- 
ments against  acceptance. 

C.  O.  D.,  or  30  to  90  days  after  si.?ht, 
documents  against  acceptance. 

90  days  after  sight,  documents  against 
acceptance. 

do... 

30  to  90  days  after  sight,  documents 
against  acceptance. 

do.. 

180  to  360  da3^  after  sight,  documents 
against  acceptance. 

30  to  180  days  after  sight,  documents 
against  acceptance. 

Credit  through  local  banks 

Sight  draft,  documents  against  pay- 
ment; or  90  days  after  sight,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  pay- 
ment; or  30  to  90  days  after  sight, 
documents  against  acceptance. 

30  to  180  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment; or  30  to  90  days  after  sight, 
documents  against  acceptance. 

do 


30  to  90  days  after  sight,  documents 
against  acceptance. 

do-- - 

Sight  draft,  documents  against  pay- 
ment; or  90  days  after  sight,  docu- 
ments against  acceptance. 


Euroi)ean  terms 


30  to  90  days  after  sight,  documents 

against  acceptance. 
90  days  after  sight,  documents  against 

acceptance. 

30  to  90  days  after  sight,  documents 

against  acceptance. 
90  to  120  days  after  sight,  documents 

against  acceptance. 


C.  O.  D.,  or  30  to  90  days  after  sight, 
documents  against  acceptance. 

180  days  after  sight,  documents 
against  acceptance. 

90  days  after  sight,  documents  against 
acceptance. 
Do. 

90  to  180  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  dociiments  against  pay- 
ment, or  90  days  after  sight,  docu- 
ments against  acceptance. 

C.  O.  D.,  or  30  to  90  days  after  sight, 
documents  against  acceptance. 

90  days  after  sight,  documents  against 
acceptance. 
Do. 

30  to  90  days  after  sight,  documents 
against  acceptance. 
Do. 

180  to  360  days  after  sight,  documents 
against  acceptance. 

30  to  180  days  after  sight,  documents 
against  acceptance. 

Credit  through  local  banks. 

Sight  draft,  documents  against  pay- 
ment; or  90  days  after  sight,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  pay- 
ment; or  30  to  90  days  after  sight, 
documents  against  acceptance. 

30  to  180  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment; or  30  to  90  days  after  sight, 
documents  against  acceptance. 

Sight  draft,  documents  against  pay- 
ment. 

30  to  90  days  after  sight,  documents 
against  acceptance. 
Do. 

Sight  draft,  documents  against  pay- 
ment; or  90  days  after  sight,  docu- 
ments against  acceptance. 


It  will  be  noted  that  these  quotations  show  Uttle  variation  between 
terms  granted  by  American  and  by  European  and  other  exporters, 
although  European  exporters,  especially  the  Germans,  often  grant 
longer  credits  in  Bolivia  than  American  exporters.  German  exporters 
often  grant  an  open  credit  of  six  months. 

At  least  90  per  cent  of  the  goods  sold  in  Bolivia  are  sold  on  the 
time-draft  basis.     Probably  the  largest  share  of  this  trade  is  on  the 

basis  of  drafts  at days  after  sight,  although  terms  with  drafts 

at days  after  date  are  frequently  arranged. 
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BRAZIL 

Assiatant  Trade  Commissioner  J.  Winsor  Ives,  Rio  de  Jsneiro 


Commodity 


Agricultural  implements.. 


A 


Automotive  accessories... 


Building  materials. 


Construction  machinery. . 

Druggists'  sundries 

Electrical  supplies 

Flour 

Footwear 

Fresh  fruits  and  vegetables. 

Fuel,  ores,  etc 


Furniture:  Steel  office  fur- 
niture. 

Groceries  and  provisions. . 
Hardware 


Hides  and  leather. 


Industrial  chemicals... 
Industrial  machinery  i. 

Jewelry 


American  terms 


From  cash  (open  credit  New  York)  to 
120  days  after  date  of  shipment,  doc- 
uments against  acceptance. 


Motor  vehicles- 


From  90  days  after  sight  to  120  days 
after  date,  documents  against  accept- 
ance. 

From  cash  to  from  90  days  after  sight 
to  120  days  after  date,  documents 
against  acceptance. 

From  cash  to  25  per  cent  with  order, 
balance  in  monthly  installments 
over  period  up  to  6  months. 

From  90  days  after  sight  to  120  days 
after  date,  documents  against 
acceptance. 

120  days  after  date,  documents  against 
acceptance. 


From  cash  to  60  days  after  date,  docu- 
ments against  acceptance;  some  con- 
signment. 

From  cash  to  120  days  after  sight, 
documents  against  acceptance. 

From  cash  to  60  days  aft  t-r  date  (fresh 
fruit  only),  documents  against 
acceptance. 


Coal,  for  the  most  part, 
York. 


cash  in  New 


120  days  after  date,  documents  against 
acceptance. 


90  to  120  days  after  date,  documents 
against  acceptance  (pat;kaged  and 
canned  goods) . 

90  to  120  days  after  date,  documents 
against  acceptance. 

90  to  120  days  after  date,  documents 
against  acceptance  (finished  leather). 


90  to  120  days  after  sight,  documents 

against  acceptance. 
From  cash  to  25  per  cent  with  order, 

balance  in  monthly  installments. 


From  cash  to  60  days  after  sight,  and 
from  90  to  120  days  after  date,  docu- 
ments against  acceptance. 


Foreign  terms 


British,  from  cash  (open  credit,  Lon- 
don) to  from  90  to  120  days  after 
date  of  shipment. 

German,  Belgian,  and  French,  from 
90  to  130  days  after  sight  to  open 
account  with  privilege  of  extension 
for  unlimited  period;  also  consign- 
ment. 

Some  c(msignmeAt  (principally  Ger- 
man). 

Swedish,  British,  and  German 
(principally  cement),  fr(»m  cash  to 
from  90  to  120  days  after  sight,  doc- 
uments against  acceptance. 


From  90  to  120  days  after  sight  to  con- 
signment (German  and  French). 

European,  from  90  to  120  days  after 
sight  to  consignment;  Argentinian, 
from  cash  to  30, 60,  and  90  days  after 
sight. 


Finance  companies  maint  Hining  offices 
in  Rio  and  Sao  Paulo  pay  for  auto- 
mobiles imported  for  resale  to  dealers 
at  terms  of  120  to  180  days  after  date. 
Resale  terms  to  dealers  and  distribu- 
tors vary  in  accordan<'e  with  the 
financial  and  moral  standing  of  firms 
acting  in  these  capacities. 

>  Terms  granted  by  machinery  manufacturers  vary  greatly,  and  for  this  reason  it  is  difficult  to  mention 
a  single  set  of  terms  which  would  cover  the  many  different  sales  arrangem«'nts  continually  iM-iug  made 
between  foreign  manufacturers  and  local  buyers.  There  are  probably  as  many  exceptions  to  deals  made  on 
the  terms  given  above  as  there  are  actual  transactionti  closed  at  such  terms. 


South  A  frican,  from  cash  to  69  days  af- 
ter date  (fresh  fruits  only).  Argentin- 
ian, from  cash  to  from  30  to  60  days 
after  sight  (fruit  and  vegetables). 

British  mines  quote  terms  ranging 
from  cash  in  I<ondon  or  Cardiff  to 
from  90  to  120  days  after  sight. 

British  from  90  to  120  days  after  sight; 
German,  from  90  to  120  days  after 
sight  to  open  account  and  consign- 
ment 


German  and  Swedish,  from  open 
account,  6  mouths,  with  privilege 
of  extension  for  unlimited  period,  to 
consignment. 

German,  from  90  to  120  days  after 
sight  (finished  leather);  Argen- 
tinian and  Uruguayan,  from  cash  to 
30,  60,  and  90  days  after  sight  (pre- 
pared bides). 

German  from  90  to  120  days  after 
sight  to  consignment. 

European  (prini^i pally  German  and 
British),  from  t^ash  to  10  per  cent 
with  order,  balance  in  monthly  in- 
stallments, up  to  period  as  long  as 
5  years,  also  cuosignmeut. 
Do. 
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Commodity 


Notions  and  novelties 

Office  equipment 

Paint  and  varnish 

Piece  goods 


Plumbing    and    heating 
equipment. 


Printing  machinery  and 
supplies. 


Radio  apparatus 

Stationery,  books,  etc 


Surgical  and  precision  in- 
struments. 


Theater  equipment 

Thread  and  yarn... 
Tobacco 


American  terms 


From  cash  to  90  and  120  days  after  date , 
documents  against  acceptance. 

120  days  after  date,  documents  against 

acceptance. 
From  cash  to  from  90  to  120  days  after 

date,  documents  against  acceptance; 

some  consignment. 
90  to  120  days  after  date,  documents 

against     acceptance     (principally 

voiles). 
120  days  after  date,  documents  against 

acceptance. 


From  cash  to  90  to  120  days  after  date, 
documents  against  acceptance,  to  25 
per  cent  with  order  and  balance  over 
period. 


Cash  in  New  York. 


Foreign  terms 


90  to  120  days  after  date,  documents 
against  acceptance. 


.do. 


10  per  cent  with  order;  15  per  cent  on 
installation,  and  balance  in  equally 
divided  monthly  installments  ex- 
tending from  1  year  to  18  months. 

90  to  120  days  after  date,  documents 
against  acceptance. 

30  to  90  days  after  sight,  documents 
against  acceptance. 


European,  from  90  to  120  days  after 
sight,   documents  against  accept- 
ance. 
Do. 

European,  from  90  to  120  days  after 
sight,  documents  against  accept- 
ance, to  consignment. 

European.  90  to  120  days  after  sight, 
documents  against  acceptance; 
small  amount  of  consignment. 

European  (principally  British  and 
German),  from  90  to  120  days  after 
sight,  document  against  "accept- 
ance, to  consignment. 

German  and  French— terms  are  more 
liberal  than  those  granted  by  .\mer- 
ican  manufacturers.  On  sales  of 
large  installments,  such  as  rotary 
presses  for  newspapers,  terms 
quoted  by  German  and  French 
manufacturers  have  been  more  of 
less  as  follows:  10  per  cent  with 
order,  10  per  cent  in  installments 
over  periods  from  2  to  4  ye^rs. 

German  and  Dutch  maintain  their 
own  factory  sales  offices  in  Brazil. 

European,  90  to  120  days  after  sight, 
documents  against  acceptance; 
small  amount  of  consignment. 

European,  from  90  to  120  days  after 
sight,  documents  against  accept- 
ance, to  open  account  and  consign- 
ment. 

European,  from  5  per  cent  with  order, 
5  per  cent  on  installation,  and  bal- 
ance in  equally  divided  monthly 
payments  extending  over  period  ot 
1  to  4  years,  to  consignment. 

European,  from  90  to  120  days  after 
sight,  documents  against  accept- 
ance, to  consignment. 

European,  90  to  120  days  after  sight, 
documents  against  acceptance. 


Generally  speaking,  American  and  British  e.xporters  are  inclined 
to  follow  well-defined  policies  in  regard  to  terms,  with  the  result  that 
there  is  comparatively  Uttle  variation  from  year  to  year  in  the  terms 
quoted  by  exporters  in  these  countries.  A  somewhat  different  and 
certainly  more  flexible  poUcy  is  followed  by  manufacturers  in  Germany 
and  other  continental  European  countries.  During  recent  years, 
German  exporters  have  increased  their  volume  of  consignment 
business  and  display  a  willingness  to  grant  long-payment  terms. 

BRITISH  GUIANA 

Vice  Consul  Harold  E.  Rigcs,  Georgetowa 

Terms  for  all  commodities  are  30  days  after  sight,  documents  against 
acceptance.  Much  business  is  done  in  British  Guiana  on  the  basis  of 
sight  draft,  documents  against  payment,  and  on  a  basis  of  10  and  15 
days  after  sight,  documents  against  acceptance.  Drafts  at  60,  90, 
and  120  days  after  sight,  documents  against  acceptance,  are  becoming 
rare.  Their  use  involves  additional  expenses  which  reflect  on  the 
selling  price  of  the  merchandise,  as  buyers  are  not  keen  to  obtain 
merchandise  shipped  on  long  tenns.  Shipments  on  open  account  are 
sometimes  made  to  established  houses  and  connections  but  are  by 
no  means  generally  used. 
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Canadian  firms  sometimes  ship  goods  on  terms  of  60  davs  after 
date,  documents  against  acceptance,  but  unless  the  shipments  are 
promptly  made,  the  terms  revert  by  lapse  of  time  to  about  30  days 
after  sight. 

The  approximate  percentage  of  the  importing  into  British  Guiana 
done  under  the  methods  of  payment  in  general  use  are  as  follows: 

Per  cent 

30-day  sight  draft,  documents  against  acceptance 75.  0 

Sight  draft,  documents  against  payment 15.  0 

15-day  sight  draft,  documents  against  acceptance I  5.0 

60-day  sight  draft,  documents  against  acceptance 4.  0 

90  to  120  day  sight  draft,  documents  against  acceptance  5 

Letter  of  credit _  g 

Consignment , llUlllllllllllllllllll  Rare. 

BRITISH  HONDURAS 

Consul  G.  Russell  Taggart,  Belize 

The  usual  credit  terms  in  British  Honduras  are  open  account, 
either  cash  by  return  steamer  (the  usual  procedure  bv  the  largest 
firms)  or  30  to  90  days;  or  a  30,  60,  or  90  day  time  draft,  documents 
dehvered  agamst  acceptance;  or  sight  draft  with  bill  of  lading  attached, 
drawn  on  consignee  when  he  re(|uests  or  when  his  financial  standing 
is  unknown  or  doubtful;  discount  for  cash,  2  to  3  per  cent. 

The  United  Kingdom  and  Canada  are  the  largest  competitors  with 
the  United  States  for  the  trade  of  British  Honduras,  and  with  them 
busmess  is  usually  conducted  on  a  cash  basis,  special  discounts  for 
payment  at  time  of  shipment  being  oflPered.  The  small  percentage  of 
draft  business  follows  the  standard  practice  for  American  exports 
The  British  preferential  tariff  (usually  10  per  cent  ad  valorem  com- 
pared with  the  general  tariif  of  20  per  cent)  is  helpful  to  the  exporters 
m  the  United  Kindgom  and  in  Canada  in  getting  cash  before  shipping 
to  British  Honduras. 

British  Honduras,  the  only  British  possession  in  Central  America 
has  as  area  of  8,600  square  miles  and  a  population  of  51,000.     Belize' 
the  capital  and  largest  town  (13,000  inhabitants),  is  the  distributing 
center.  ^ 

The  following  are  the  approximate  percentages  of  credit  business 
done  under  the  various  methods  of  payment: 

Per  cent 
Open  account  (often  cash  by  return  steamer) 45 

Cash  (principally  cash  at  time  of  shipment)  -^5 

Sight  draft *g 

Time  draft  (includes  drafts  of  30,  60,  and' 90' days'after  sight 
and  days  after  date,  documents  against  acceptance) 14 

The  use  of  letters  of  credit  in  British  Honduras  is  practically 
negligible  Consignments  are  not  favored  bv  exporters.  Cash  at 
time  of  shipment  is  often  paid  by  the  larger  Belize  firms  who  have 
agents  stationed  abroad,  especially  in  New  York  and  London,  and 
maximum  discounts  are  usually  taken  advantage  of. 
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Assistant  Trade  Commissioner  Carl  H.  Boehringer,  Singapore 
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Commodity 


Agricultural  equipment. 
Automobile  accessories. . 


Building  material 

Construction  machinery 

Druggists'  sundries 

Electrical  supplies 

Flour 

Footwear 

Fresh  fruits  and  vegetables- 
Groceries  and  provisions 

Hardware .-  - 


Hides  and  leather 

Industrial  chemicals. 


Industrial  machinery. 


Jewelry. 


Motor  vehicles 

Notions  and  novelties 

GflBce  equipment... 

Paint  and  varnish 

Piece  goods 

Plumbing  and  heating  equip- 
ment. 

Printing  machinery  and 
supplies. 

Radio  apparatus 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instru- 
instruments. 

Theater  equipment 

Thread  and  yam... 

Tobacco ■ 

Wearing  apparel 


Terms 


Letter  of  credit. 

60  to  90  days,   documents  against  acceptance  or  dociunents  against 

payment. 
60  to  90  days,  documents  against  acceptance. 

Do. 
30  to  60  days,  documents  against  payment. 

Do. 
Letter  of  credit, 

30  to  60  days,  documents  against  acceptance. 
Letter  of  credit. 

Letter  of  credit,  or  30  to  60  days,  documents  against  payment. 
30  to  60  days,  documents  against   acceptance  or  documents  against 

payment. 
30  to  60  days,  documents  against  payment;  or  90  days,  documents  against 

acceptance. 
Docimients  against  acceptance  or  documents  against  payment,   60  days 

after  sight. 
One-third  with  order,  one-third  on  arrival,  one-third  when  machinery  is 

set  up  and  in  operation. 
30  to  60  days,  documents  against  payment;  and  90  days,  documents 

against  acceptance. 
Letter  of  credit;  majority  30  days  after  sight,  some  90  days  after  sight. 
60  days,  documents  against  payment. 

Letter  of  credit;  and  90  days  after  date,  documents  s^ainst  acceptance. 
Letter  of  credit;  and  60  to  90  days,  documents  against  acceptance. 
90  days,  documents  against  accoj)tance  or  documents  against  payment. 
60  to  90  days,  documents  against  acceptance;  and  letter  of  credit. 

Letter  of  credit. 

Do. 
30  to  60  days,  documents  against  acceptance. 

Do. 
30  days,  documents  against  acceptance. 

Letter  of  credit. 

Mostly  European,  consignments. 

60  days,  docmuents  against  acceptance. 

60  days,  documents  against  payment. 


The  usual  terms  of  credit  range  from  60  to  90  days  on  a  draft 
acceptance  basis.  Confirmed  letters  of  credit  are  customary  for  such 
foodstuffs  as  flour  and  fresh  fruits  and  vegetables,  as  well  as  for 
manufactured  products  of  a  specialized  nature,  such  as  agricultural 
equipment,  motor  vehicles,  office  equipment,  printing  machinery, 
radio  and  theater  equipment. 

In  lines  which  are  more  competitive  and  in  which  quality  is  practi- 
cally the  same,  American  firms  tend  to  grant  more  liberal  terms  than 
was  the  case  several  years  ago.  The  credit  terms  granted  to  local 
firms  are  dependent  upon  the  reputation  and  standing  of  the  firm 
and  vary  with  different  commodities. 

Terms  granted  by  the  leading  foreign  competitors  are  usually  more 
hberal  than  those  granted  by  American  exporters.  In  many  lines  it 
is  customary  to  ship  on  consignment  to  reputable  firms;  in  others 
terms  may  be  as  high  as  180  days,  documents  against  acceptance, 
while  a  basis  of  90  days,  documents  against  acceptance  terms  is  very 
common. 

The  following  table  gives  approximate  percentage  distribution  of 
the  importing  into  British  Malaya,  according  to  the  terms  of  sale  in 
general  use: 

Per  cent 

Open  account 5 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment- _  10 

Sight  draft 15 

Time  draft 40 

Letter  of  credit 15 

Consignment 15 


I 
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BULGARIA 

vice  Consul  Thomas  F.  Sherman,  Sofia 


Commodity 


Agricultural  equipment _, 

Automotive  accessories I 

Building  material " 

Construction  machinery 

Druggists' sundries "I 

Electrical  supplies _. 

Fibers,  raw ..l" 

Groceries  and  provisions..."""" 

Hardware 

Hides  and  leather III""II1 

Industrial  chemicals II 

Industrial  machinery 

Jewelry " 

Motor  vehicles "IIIIIIIII 

OflBce  equipment '.."'.. 

Paint  and  varnish 

Plumbing  and  heating  equipment  I 
Printing  machinery  and  supplies.. 

Radio  apparatus 

Railway  material  and  supplies."" 
Surgical  and  precision  instruments. 
Thread  and  yarn 


European  terms 


1  to  4  years. 
3  to  6  months. 

Do. 
6  months  to  2  years. 

1  to  3  months. 

3  to  6  months. 

Do. 

2  to  3  months. 
6  months. 

4  to  6  months. 

3  to  6  months. 

6  months  to  4  years. 

3  to  6  months. 

Cash.    (Some  grant  from  6  to  9  months' credit  J 
6  months.  ^ 

4  to  6  months, 
ft  to  12  months. 

6  months  to  2  years. 
6  months. 

Special  terras  according  to  governmental  specifications. 
4  to  12  months. 
6  to  18  months. 


American  credit  terms  are  from  30  to  50  per  cent  less  then  those 
stated  above  for  the  European  concerns. 

The  most  important  sales  are  conducted  on  a  cash  basis  (with  the 
order  or  upon  arrival  of  the  merchandise) ;  next  come  credit  sales 
agamst  time  drafts  (usually  from  3  to  6  months).  During  the  last 
few  years  goods  were  shipped  on  consignment,  especially  from  Ger- 
many and  Austria.  Other  terms  used  are  part  cash  with  the  order 
or  upon  arrival  of  goods  (usually  one-third  or  one-fourth  cash,  and 

tJum*  ^^  quarterly  payments  against  time  drafts). 

While  most  credit  business  is  carried  against  bank  guaranty  a 
small  business  is  conducted  on  ordinary  (personal)  credit.  Very 
little  business  is  done  on  open  account  in  Bulgaria. 

It  is  impracticable  to  approximate  the  percentage  of  the  various 
terms  of  credit  for  imports  into  Bulgaria,  but  about  50  per  cent  of 
the  total  import  trade  is  effected  on  credit. 

CANADA 

Assistant  Commercial  Attach^  Oliver  B.  North,  Ottawa 


Commodity 


Agricultural  equipment. 


Automotive  accessories 

Building  Material 

Drugs  and  druggists'  supplies. 

Dry  goods 

Electrical  supplies 

Feedstufifs-. 

Footwear I 

Fresh  fruits  and  vegetables!" 

Fuels,  ores,  etc... 

Furniture. 

Groceries  and  provisions 

Hardware _. 

Industrial  chemicals. ". 

Jewelry 

Leather  manufactures 

Machinery 


Terms 


Meats. 


Up  to  1  year;  distributors  st-ll  for  about  25  per  cent  cash,  balance 
m  uistallments.  «»m»"vo 

30  to  »W  days  after  sight. 
2  per  cent  30  days,  net  60  days. 
2  per  cent  10  days,  net  30  d»y«. 
Usually  30  to  60  days. 
30  to  m  days. 

30  to  m  days  after  sight,  do«-uments  against  acceptance. 
fiO  days  from  date  of  shipment. 
Cash  on  dehvery. 

Do. 
30  days. 

Do. 
60  days. 
30  days. 

30  days  after  sight,  document*  against  acceptance. 
60  days  after  sight,  document.'*  against  acceptance. 
Sight  draft,  documents  agaiu^t  payment,  to  30  to  60  days  after 

sight,  documents  against  acceptance. 
7  days. 
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Commodity 


Motor  vehicles 

Notions  and  novelties 

OflBce  equipment 

Paint  and  varnish 

Piece  goods 

Plumbing  and  heating  equipment 

Radio  apparatus _ 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precison  instruments 

Theater  equipment 

Tobacco 

Wearing  apparel 


Terms 


Generally  12  equal  monthly  installments;  sometimes  18  equal 
monthly  installments. 

Cash  to  30, 60,  and  90  days  after  sight,  documents  against  accept- 
ance. 

30  days  after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 

Cash  or  sight  draft,  documents  against  payment. 

30  to  60  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 
Do. 

Cash  to  10  days  after  sight. 

30  to  60  days  after  sight,  documents  against  acceptance. 


Credit  information  concerning  Canadian  firms  is  readily  available 
to  American  exporters  either  through  the  usual  mercantile  agencies, 
such  as  Dun's  and  Bradstreet's,  or  from  Canadian  banks.  Requests 
for  credit  information  from  Canadian  banks  should,  in  all  cases,  be 
made  through  local  banking  connections. 

The  approximate  percentages  of  the  importing  into  Canada  done 
under  the  various  methods  of  payment  are  as  follows : 

Per  cent 

Open  account 15 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment.  .     10 

Sight  draft 60 

Time  draft_. _ _._     10 

Consignment 5 

CANARY  ISLANDS 

Compiled  in  the  Commercial  Intelligence  Division 


Commodity 


Agricultural  equipment. 

Automotive  accessories 

Building  material 

Construction  machinery 

Druggists'  sundries 

Electrical  supplies... _. 

Flour 

Footwear 

Groceries  and  provisions 

Hardware 

Hides  and  leather 

Industrial  chemicals 

Motor  vehicles 

Notions  and  novelties 

Paint  and  varnish 

Piece  goods 

Printing  machinery  and  sup 

plies. 
Radio  equipment... 

Stationery  and  books 

Surgical  and  precision  instru' 
ments. 

Thread  and  yarn 

Tobacco 

Wearing  apparel 


Terms 


Cash  with  order,  with  discount;  some,  60  per  cent  cash  with  order  and  50 

per  cent  upon  presentation  of  documents. 
60  to  90  days  after  sight,  documents  against  acceptance. 
Irrevocable  confirmed  credit,  with  terms  up  to  30  days. 
Irrevocable  credit,  payable  cash  against  documents  on  arrival. 
Cash  with  order  to  90  days  after  sight,  documents  against  acceptance. 
30,  60,  and  90  days  after  date,  documents  against  acceptance. 
Cash  against  documents;  some,  30  and  60  days  after  sight,  documents 

against  acceptance. 
30,  60,  and  90  days  after  sight,  documents  against  acceptance. 
Cash  against  documents,  to  30  and  60  days  after  sight,  documents  agamst 

acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 
Cash  against  documents,  to  60  and  90  days  after  sight,  documents  against 

acceptance. 
Irrevocable  confirmed  credits;  cash  against  documents;  some  up  to  60  days 

after  sight,  documents  against  acceptance. 
Cash;  usually  through  finance  companies. 
30  to  60  days  after  sight,  documents  against  acceptance. 
Do. 
Do. 
Irrevocable  confirmed  credit;  cash  upon  delivery;  financing  arrangements. 

Cash  or  part  cash  with  order,  to  60  and  90  days  after  sight,  documents 

gainst  acceptance 
30,  60,  and  90  days  after  sight,  documents  against  acceptance. 
Cash  against  documents. 

30  to  60  days  after  sight,  documents  against  acceptance. 
Cash  with  order;  cash  against  documents;  or  letter  of  credit. 
Cash  against  documents;  some,  30  to  60  days  after  sight,  documents  against 
acceptance. 


American  terms  closely  approximate  those  granted  to  this  territory 
by  foreign  exporters. 
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T^rm^  arrorded  to  purchasers  are  determined  largely  by  the  recom- 

Santa  Cruz  de  la  Palina. 

CHILE 

Assistant  Commercial  Attach^  Robert  G.  Glover,  Santiago  


Commodity 


Terms 


Agricultural  equipment - ----   JJ^^j^*® jifter  sight,  documents  against  acceptance. 


Automotive  accessories 

Building  material     

Construction  macnmery— .. 

Druggists'  sundries -- 

Electrical  supplies 

Feedstuffs 

Fibers,  raw 

Flour 

Footwear :  v;-: 

Fresh  fruits  and  vegetables 

Fuel,  ores,  etc -  - 

Furniture. ----.-: 

Groceries  and  provisions... 

Hardware - 

Hides  and  leather 

Industrial  chemicals.. 

Industrial  mach  inery 

Jewelry - — 

Motor  vehicles - 

Notions  and  novelties 

Office  equipment 

Packing-house  products... 

Paint  and  varnish -  - 

Piece  goods 


Plumbing  and  heating  equipme^^^ -----   j^^  -- 


Do. 
Do. 
Do. 
Do. 
Do. 

Sight  draft.  drK-uments  against  payment. 

90  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment. 

gi'dS's  after  sight,  documents  against  acceptance. 

Do. 
Do. 
Do. 
No  rule. 

90  days"  after  sight,  documents  against  acceptance. 
Do. 
Do. 
Do. 
Do. 
Do. 
Do. 
Do. 


Printing  machinery  and  supplies. 

Radio  equipment.  -  -  - -  -  - 

Railway  material  and  supplies 

Sporting  goods 

Stationery,  books,  etc.... ---- 

Surgical  and  precision  instruments. 

Theater  equipment 

Thread  and  yarn 

Tobacco - 

Wearing  apparel 


90  days  after  sight,  documents  against  acceptance. 

90°d^s  after  sight,  documents  agalMt  acceptance. 

Do. 
No  rule. 

90  dS's  after  sight,  documents  against  acceptance. 

Si pht  draft  documents  against  payment. 

^  days  Ster  sight,  documents  against  acceptance. 


Terms  granted  by  foreign  competitors  are  practically  the  same  as 

Chile  generally  allow  30  d^^^^^^^^^  of 

grants  from  45  to  90  days  extra  wner  u  ,^^^  ^^^^^^ 

the  ordinary  usance,  which  is  bO  to  ^  l^^^J J^f^' ^  the  European 

S,  "pen  «■»»»•.'«"«»  °'  """'■  '"''  '»~«°™"'- 
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Trade  Commissioner  Harold  D.  Robison,  Shanghai 
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The  usual  terms  granted  on  the  leading  imports  into  China  are  as 

follows : 

Automotive  accessories. — Documents  against  payment,  or  letter-of-credit  basis 
with  drafts  drawn  60  to  90  days  after  sight. 

Building  materials. — Building  material  that  is  indented  is  on  a  letter  of  credit, 
documents  against  payment  and  documents  against  acceptance,  with  drafts 
drawn  payable  60,  90,  and  120  days  after  sight.  Some  local  import  houses  indent 
orders  with  American  manufacturers  where  one-third  is  paid  when  order  leaves 
factory,  one-third  when  shipped,  and  one-third  on  arrival.  Where  Shanghai 
stocks  are  carried,  local  customers  and  contractors  who  are  in  good  standin,";  can 
make  arrangements  for  credit  by  shop  guaranty,  or  credits  are  arranged  through 
compradores.     Usually  a  payment  of  one-third  the  amount  is  requested. 

Construction  machinery. — the  usual  procedure  in  placing  an  order  for  construc- 
tion machinery  is  20  to  25  per  cent  with  order,  20  per  cent  when  shipped,  20  per 
cent  on  arrival,  and  the  balance  after  the  machinery  is  in  operation.  Local 
firms  give  Chinese  credit  from  1  to  6  years.  The  shorter  terms  are  typical  of 
American  practice  while  one  British  firm  has  been  known  to  extend  credit  for 
6  years.  Czechoslovak  interests  are  also  reported  as  selling  on  long-time  credits. 
Native  banks  indorse  notes  for  Chinese  firms  buying  construction  machinery. 

Druggists '  sundries. — From  60  to  90  or  120  days  after  sig*ht,  documents  against 
payment  and  documents  against  acceptance. 

Electrical  supplies. — Small  electrical  supplies  are  indented,  on  terms  of  docu- 
ments against  acceptance  and  documents  against  payment,  60  to  120  days.  On 
large  electrical  installations  the  terms  and  payments  are  similar  to  those  outlined 
under  construction  machinery. 

Flour. — Letter  of  credit,  60  to  90  days,  documents  against  acceptance  and 
documents  against  payment. 

Footwear. — Sixty  to  ninety  days  after  sight,  documents  against  payment  and 
documents  against  acceptance. 

Fresh  fruits  and  vegetables. — Sixty  to  one  hundred  and  twenty  days  after  sight, 
documents  against  payment  and  documents  against  acceptance. 

Hardware. — Sixty  to  one  hundred  and  twenty  days  after  sight,  documents 
against  payment  and  documents  against  acceptance. 

Hides  and  leather. — Hides  are  imported  on  a  cash  basis;  leather,  on  a  basis  of 
60  to  120  days  after  sight,  documents  against  payment  and  documents  against 
acceptance.  European  firms  give  120  days  to  made  up  for  the  difference  in 
length  of  time  consumed  in  transportation. 

Industrial  chemicals. — Industrial  chemicals  are  consigned  to  the  branch  houses. 
Payment  is  made  when  stocks  are  sold. 

Industrial  machinery. — Same  terms  as  for  construction  machinery. 

Jewelry. — Sight  draft,  documents  against  payment  and  cash  with  order. 

Motor  vehicles. — When  imported  from  America  and  Europe,  60  to  90  days 
after  sight,  documents  against  payment.  When  purchased  from  local  branch, 
cash  with  order.     Cash  at  factory  elicits  special  discounts. 

Notions  and  novelties. — Letter  of  credit,  sight  draft,  documents  against  pay- 
ment, and  60  days  after  sight,  documents  against  payment. 

Office  equipment. — Sight  draft,  documents  against  payment,  and  60  days  after 
sight,  documents  against  payment. 

Packing-house  products. — Same  as  for  groceries  and  provisions. 

Paint  and  varnish. — Some  of  the  larger  American  and  European  firms  consign 
stocks  to  their  local  agents.  Indent  orders  are  on  a  basis  of  90  days  after  sight, 
documents  against  payment  and  documents  against  acceptance. 

Piece  goods. — Goods  are  sold  on  consignment,  on  documents  against  payment, 
and  documents  against  acceptance.  Some  British  manufacturers  have  branch 
houses.  There  are  several  large  British  textile  manufacturers  who  have  a  joint 
working  account  agreement  with  the  factory  about  as  follows:  The  local  firm 
pays  50  per  cent  of  the  invoice  value  of  the  goods  on  arrival  in  Shanghai;  the 
other  50  per  cent  is  held  at  the  manufacturer's  risk;  after  the  goods  are  sold  the 
manufacturer  and  the  local  importer  divide  equally  the  profit  or  the  loss.  Jap- 
anese firms  have  branches  in  Shanghai  and  Yangtze  Valley  cities.  They  sell 
direct  to  retailers  on  four  months'  credit. 

Plumbing  and  heating. — See  "Building  equipment." 

Printing  machinery  and  supplies. — Some  manufacturers  have  branch  offices  and 
agents  in  Shanghai  who  carry  stocks.     Remittances  are  made  after  sales  ar« 
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made.     On  printing  machinery  credit  is  granted  to  the  Chinese  dealers  iii  some 
cases  as  long  as  two  years.  .        ,    ■,  ± 

Radio  apparatus.— Sight  draft,  documents  against  payment  and  documents 
against  acceptance.     Large  installations  are  financed  in  the  same  way  as  Indus* 

trial  machinery.  ,         ,  .,  .  . 

Railway  material  and  supplies. — When  tenders  for  railway  equipment  are 
published,  terms  of  payment  are  usually  specified  for  each  project.  Letter  of 
credit  is  usually  established  with  terms  of  30,  60,  and  90  day  sight  draft.  Czech- 
oslovak manufacturers  are  extending  long-time  credits  on  railway  suppUes. 

Sporting  goods.— Sixty  to  ninety  days  after  sight,  documents  against  payment 
and  documents  against  acceptance. 

Stationery  and  books. — Sight  draft,  documents  against  payment  and  documents 
against  acceptance. 

Surgical  and  precision  equipmerU. — Sixty  to  one  hundred  and  twenty  days  after 
sight,  documents  against  payment  and  documents  against  acceptance. 

Theater  equipment. — The  technical  equipment  and  projectors  and  sound 
apparatus  are  leased  to  the  local  theaters  for  a  period  of  10  years.  Royalties  on 
income  are  paid  during  this  10-year  lease. 

Threads  and  yarn. — See  "Piece  goods." 

Tobacco. — A  majority  of  the  tobacco  firms  doing  business  in  this  market  are 
branch  offices  of  the  home  firm.  Some  tobacco-leaf  organizations  work  through 
agents.  Tobacco  is  consigned  to  the  agent  or  branch.  Cash  is  remitted  accord- 
ing to  sales.  The  local  agent  sells  the  cigarette  manufacturers  on  terms  varying 
from  10  to  60  days.  Payment  is  guaranteed  by  the  compradore.  There  is  a 
movement  to  eliminate  the  compradore  and  to  deal  direct  with  cigarette  manu- 
facturers. 

Wearing  apparel. — Sight  draft,  documents  against  payment. 

The  manufacturer  and  export  merchant  of  America  seldom  grant  open  credit. 
The  local  importer  usually  establishes  a  letter  of  credit  against  which  drafts  are 
drawn.  The  leading  foreign  importers  of  Shanghai  have  various  means  of  grant- 
ing terms  to  the  Chinese.  They  are  usually  financed  by  the  compradore  through 
native  banks. 

German  and  British  manufacturers  are  quite  liberal  and  extend 
documents-a^ainst-acceptance  shipments  for  long  periods  of  time, 
which  practically  amounts  to  consignment  of  goods.  However, 
these  shipments  are  not  considered  in  our  estimate  of  5  per  cent  of 
consigned  goods.  Most  American  manufacturers  sell  on  terms  of 
documents  against  payment  and  documents  against  acceptance,  with 
drafts  drawn  at  60  days  after  sight.  European  manufacturers  draw 
drafts  at  90  to  120  days  after  sight.  Longer  terms  are  necessary  from 
Europe,  as  shipments  are  much  longer  en  route  than  from  the  United 
States,  while  the  documents  arrive  from  Europe  via  Siberia  in  15  days. 

An  estimate  of  the  approximate  percentage  of  the  importing  into 
Shanghai  that  is  done  on  the  various  bases  is  as  follows: 

Open  account. — Two  to  five  per  cent. 

Cash  {includes  cash  with  order  or  cash  at  time  of  shipment). — Five  to  ten  per  cent. 
All  mail-order  shipments  from  the  United  States  come  under  this  category. 
There  is  no  way  to  determine  just  how  much  of  this  trade  is  carried  on. 

Sight  draft. — No  information  was  obtained  on  this  type  of  financing  imports. 

Time  draft. — Sixty,  ninety,  and  one  hundred  and  twenty  day  drafts,  with 
documents  against  payment  and  documents  against  acceptance,  75  per  cent. 
(See  Letters  of  credit.) 

Letters  of  credit. — Irrevocable  confirmed,  2  per  cent;  irrevocable  unconfirmed, 
none;  revocable  letter  of  credit,  90  per  cent.  This  last-named  is  what  is  known 
in  the  Far  Eastern  banking  practice  as  a  "Documentary  letter  of  credit,"  which 
is  explained  fuUy  in  E.  Kann's  report.     (See  following.) 

The  following  information  on  import  credits  was  written  by  Mr.  E. 
Kann,  an  authority  on  banking  and  currencies  in  China : 

FINANCING  OF  IMPORTS  INTO  CfflNA 

A  small  portion  of  China's  imports  is  financed  by  "collection  drafts,"  which 
means  that  the  exporter  abroad  (for  example,  the  United  States)  obtains  his 
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money  plus  accrued  interest  upon  advice  from  China  that  the  drafts  have  been 
duly  met  by  the  importer. 

A  larger  portion  of  China's  imports  is  financed  by  telegraphic  transfers.  This 
means  that  the  proceeds  of  sale  are  transferred  by  cable  to  the  8hipp>er  (or  his 
order)  as  soon  as  obtained  from  the  importer. 

The  bulk  of  China's  imports  is  financed  by  credits  opened  by  the  importer  in  favor 
of  the  exporter,  the  burden  of  financing  resting  on  the  importer. 

The  following  is  an  attempt  to  define  briefly  the  various  forms  of  credits  employed 
by  importers  in  China: 

I.  Authority  to  purchase  (A/P) : 

(a)  Revocable  and  with  recourse  to  drawer. 

(b)  Irrevocable  and  with  recourse  to  drawer. 

(c)  Revocable,  but  without  recourse  to  drawer. 

II.  Confirmed  credits: 

(d)  Confirmed  by  issuing  bank  but  not  by  notifying  bank. 

(e)  Confirmed  by  issuing  bank  and  also  by  notifying  bank. 
(/)  Confirmed  and  without  recourse  to  drawer, 

(g)   Confirmed  and  irrevocable. 

III.  Acceptance  credits. 

I.  The  "authority  to  purchase"  is  very  frequently  employed  in  financing 
imports  into  China.  The  "authority  "  is  issued  by  a  bank  in  China  upon  written 
request  by  an  importer  of  approved  standing.  It  is  for  a  specified  amount,  for 
specified  goods,  to  be  shipped  within  a  stipulated  period.  A  full  set  of  shipping 
documents  accompanies  the  draft,  drawn  either  at  sight  or  with  a  usance  of  up 
to  six  months  after  sight — usually  90  or  120  days. 

The  characteristics  of  the  "authority  to  purchase"  referred  to  under  (a) — that 
is,  the  A/P  revocable  and  with  recourse  to  drawer — are: 

1.  The  notifying  bank  abroad  (e.  g.,  England)  acts  merely  as  agent  of  the  bank 
in  China,  and  is  at  liberty  to  cancel  the  authority  to  draw,  if  the  bank  in  China  does 
not  provide  in  due  time  the  funds  which  are  needed  for  negotiating  the  drafts. 
This  right  is  clearly  visible  from  the  manner  in  which  the  authority  to  draw  is 
advised : 

British  Manufacturers  (Ltd.), 

London,  England. 
Gentlemen :  We  beg  to  inform  you  that  we  are  in  receipt  of  instructions  from  the 

Chinese  bank  in  Shanghai,  authorizing  us  on  behalf  of to  negotiate  your 

documentary  drafts,  if  tendered  before  the  (date)  for  $10,000  drawn  at  90  days 
after  sight,  etc.,  etc. 

2.  The  issuing  bank  reserves  for  itself  the  right  to  cancel  the  credit,  or  its 
unused  balance,  at  any  time  without  previous  notice  to  the  exporter  or  without 
the  consent  of  the  importer. 

3.  The  drawer  (exporter)  is  responsible  to  the  issuing  bank  in  China  for  pay- 
ment of  the  draft  on  due  date  should  the  drawee  (importer)  fail  to  meet  his 
obligation.  This  obligation  is  clearly  impressed  on  the  exporter  in  the  original 
advice  to  him,  which  ends  up  in  the  words:  "Please  note  that  this  is  not  to  be 
considered  as  being  a  bank  credit  and  does  not  relieve  the  drawer  (exporter)  from 
the  liability  attaching  to  the  drawer  of  a  bill  of  exchange." 

Although  these  conditions  seem  to  be  severe,  they  are  accepted  for  financing 
the  bulk  of  British  and  European  trade  with  China.  Americans  exact  more 
severe  terms,  usually  confirmed  credits. 

(6)  A/P  irrevocable  and  with  recourse  to  drawer:  The  next  variety  of  the 
A/P  is  the  one  mentioned  under  (6),  irrevocable  and  with  recourse  to  drawer. 
Such  "authorities"  are  required  for  financing  goods  which  have  to  be  manufac- 
tured to  order  (machinery,  cotton  or  woolen  cloth  with  particular  patterns),  or 
goods  which  have  to  be  collected  in  lots.  The  drawer  remains  responsible  until 
the  draft  has  been  paid,  but  the  issuing  bank  has  not  the  right  to  cancel  the  A/P 
before  the  date  set. 

(c)  A/P,  revocable,  but  without  recourse  to  drawer:  In  the  third  kind  of  A/P, 
revocable,  but  without  recourse  to  drawer,  mentioned  under  (c),  the  authority 
to  draw  may  be  canceled  during  its  life,  but  once  the  drafts  have  been  negotiated, 
the  drawer  (shipper)  is  no  more  responsible,  should  acceptance  or  payment  of 
the  draft  be  refused.  The  issuing  bank  has  recourse  only  against  the  drawee 
(importer),  being  secured  by  the  goods. 

Some  writers  speak  of  a  fourth  kind  of  A/P,  namely,  irrevocable  and  without 
recourse  to  drawer.  In  reality  this  would  be  a  confirmed  credit  par  excellence, 
and  not  an  authority  to  Durchiase 
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II.  Confirmed  credits:  (d)  Confirmed  by  issuing  bank  but  not  by  notifying 
bank:  The  confirmed  credit,  as  classified  under  (d)  is  a  definite  engagement  on 
the  part  of  the  issuing  bank  to  either  negotiate  drafts  under  clearly  stipulated 
conditions,  or  to  honor  drafts  drawn  by  the  beneficiary.  This  shows  that  the 
issuing  bank,  not  the  notifying  bank,  is  liable  to  the  shipper  for  the  fulfillment  of 
its  engagements. 

(e)  Confirmed  by  issuing  bank  and  also  by  notifying  bank:  The  class  of  con- 
firmed credit  specified  under  (c)  differs  from  the  foregoing,  because  both  the 
issuer  and  the  notifier  remain  liable  to  the  exporter.  This  is  the  real  "confirmed " 
letter  of  credit,  while  (d)  is  often  incorrectly  styled. 

(/)  Confirmed  anci  without  recourse  to  drawer:  Under  (/)  we  have  the  "con- 
firmed and  without  recourse  to  drawer"  credit.  It  is  generally  taken  for  granted 
that  every  "confirmed"  credit  is  "without  recourse  to  drawer."  This  in  not  the 
case.  According  to  law,  the  drawer  under  a  confirmed  letter  of  credit  is  liable 
until  the  draft  has  been  accepted  by  the  drawee.  Then  his  responsibility  ceases, 
and  the  holder  of  his  draft  has  no  more  recourse  on  the  drawer  should  the  acceptor 
fail  to  pay  on  due  date.  Only  if  the  credit  is  "confirmed  and  without  recourse" 
is  there  no  more  obligation  on  the  part  of  the  drawer,  once  he  has  handed  in  his 
draft  and  the  documents. 

(g)  Confirmed  and  irrevocable:  Next  ig)  are  the  "confirmed  and  irrevocable" 
credits.  Irrevocable  means,  as  already  previously  stated,  tliat  the  credit  can  not 
be  canceled  prior  to  the  expiration  date,  without  the  consent  of  the  beneficiary 
In  theory  a  "confirmed"  credit  is  liable  to  be  canceled;  in  practice  this  is  rarely 
or  never  done.  The  term  "irrevocable"  does  not  absolve  the  drawer  from  liabil- 
ity until  the  draft  has  been  accepted. 

It  happens  frequently  that  exporters  to  China  demand  that  an  "irrevocable" 
credit  should  be  established  in  theh-  favor.  They  take  it  for  granted  that  the 
term  "irrevocable"  includes  the  attributes  of  "confirmed"  and  "without  re- 
course. "  This  is  by  no  means  the  case.  Unless  distinctly  advised,  the  exporter 
must  take  the  term  of  "irrevocable"  to  be  binding  only  on  the  issuing,  but  not 
on  the  advising  bank. 

The  ideal  credit  for  the  exporter  is  the  "confirmed,  irrevocable,  without 
recourse"  credit. 

III.  Acceptance  credits:  Acceptance  credits  for  financing  imports  into  China 
have,  up  to  the  present,  been  employed  in  London  only.  They  diff"er  in  many 
respects  from  either  A/P  or  confirmed  credits,  principally  t^ecause  no  drafts  are 
sent  to  China  and  because  there  is  no  interest  to  be  paid  there. 

This  class  of  credit  will  be  used  only  if  discount  rates  abroad  (e.  g.,  London) 
are  low,  say,  not  above  3,H  per  cent.  Otherwise  it  would  be  unremunerative  to 
use  acceptance  credits.  The  procedure  is  as  follows:  At  the  request  of  the 
importer  in  China,  a  bank  there  opens  an  acceptance  credit  with  a  London  bank 
for  a  certain  amount,  to  be  availed  of  by  the  exporter  within  a  certain  time,  and 
against  shipment  to  China  of  certain  goods. 

Instead  of  drawing  on  the  importer  in  China,  the  shipper  in  London  will  draw 
on  a  designated  London  bank  at  60  to  120  days  after  sight.  The  London  bank 
accepts  the  draft  and  hands  it  back  to  the  exporter,  from  whom  it  had  simul- 
taneously obtained  the  complete  set  of  shipping  documents;  these  are  forwarded 
to  the  issuing  bank  in  China. 

The  exporter  will  discount  in  the  open  market  the  draft  accepted  by  the  London 
bank  when  it  suits  him  to  turn  the  accei)tance  into  money.  The  cost  of  such  a 
transaction  is  the  commission  charge,  which  varies.  This  cost  recently  averaged 
Ys  per  cent  per  month. 

If  the  market  rate  of  120  days  prime  bankers'  acceptance  is  3  per  cent,  for 
instance,  and  the  acceptance  commission  ^  per  cent  per  mensem,  the  total 
interest  cost  will  be  4^4  per  cent  per  annum,  compared  with  6  per  cent  payable 
under  A/P  or  confirmed  credits.  Financing  imports  into  China  under  acceptance 
credits  does  not  involve  disbursement  by  any  one  of  the  parties  directly  involved 
in  the  transaction.  The  accepting  bank  merely  lends  its  credit.  All  it  demands 
is  its  commission  and  the  remittance  to  cover  from  China  on  due  dati5  of  the 
draft. 

The  issuing  bank  has  not  to  lay  out  funds,  but  its  risk  is  somewhat  larger,  seeing 
that  there  is  no  drawer,  and  consequently  no  recourse  on  drawer. 

Its  profit  consists  of  a  share  in  the  acceptance  commission  and  in  profits  when 
fixing  the  rate  of  exchange. 

These  are  the  principal  features  of  credits  as  used  by  importers  in  China, 
There  are  many  particulars  connected  with  the  problem  which  can  not  be  discussed 
here  for  lack  of  space. 
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Yet  it  is  deemed  expedient  to  include  some  remarks  on  local  custom  regarding 
the  handling  of  shipping  documents  attached  to  the  drafts  negotiated  under 
credits  opened  by  China  banks.  If  goods  are  shipped  to  China  under 
"confirmed"  credit  or  under  "A/P  without  recourse  to  drawer,"  the  shipper  is 
in  no  way  concerned  as  to  how  the  shipping  documents  are  handled  in  China; 
this  is  an  arrangement  entirely  between  the  drawee  and  the  bank  in  China. 

If,  however,  goods  are  shipped  to  China  in  terms  of  a  straight  "authority  to 
purchase,"  the  exporter,  remaining  liable  as  drawer  until  payment  of  the  draft, 
is  closely  concerned  with  the  handling  of  the  documents. 

Depending  on  the  consent  of  the  issuing  bank  in  China  and  on  the  agreement 
of  both  exporter  and  importer,  it  is  to  be  stipulated  whether  drafts  are  to  be 
drawn  with  documents  deliverable  on  acceptance  (D/A)  or  on  payment  (D/P). 
If  nothing  is  said  on  the  face  of  the  draft,  it  is  understood  that  documents  are 
D/P.  Sometimes  the  bank  in  China  will  give  up  the  goods  to  the  importer  against 
the  latter 's  trust  receipt.  Unless  the  bank  has  the  distinct  consent  in  writing 
from  the  drawer,  it  loses  all  recourse  against  the  latter,  in  case  the  acceptor 
(importer)  fails  to  meet  his  obligations  on  due  date. 

It  is  customary  in  China  to  deliver  shipments  in  case  (bale,  barrel,  bag,  etc.) 
lots.  Say  an  exporter  has  made  a  shipment  of  26  cases  of  woolen  cloth  to  China 
and  drawn  at  90  days  after  sight,  under  an  A/P,  U.  S.  $6,000  on  the  importer  in 
Shanghai.  The  importer  may  take  delivery  of  case  lots  before  due  date  by  paying 
to  the  bank  the  corresponding  sums  as  part  payments  of  the  face  amount  of  the 
draft.  This  way  of  procedure  may  not  suit  the  exporter,  especially  because  the 
importer  has  the  choice  of  picking  out  the  current  articles,  and  leaving  the  goods 
with  a  narrow  market  unsold  and  the  corresponding  amount  of  the  draft  unpaid. 
In  case  of  a  lawsuit,  brought  by  the  exporter,  the  case  would  probably  be  decided 
against  the  plaintiff  on  the  ground  of  old-established  commercial  custom  in 
China.  Very  few  exporters  abroad  are  fully  aware  of  these  conditions,  the 
existence  of  which  has  proved  to  be  a  necessity  involving  infinitesimal  risks  for 
the  exporter.  Should  the  latter,  however,  not  agree  to  the  procedure  described, 
he  would  have  to  give  instructions  to  that  effect,  or  have  the  draft  marked  "part 
deliveries  not  permitted. " 

It  is  not  required  of  Chinese  buyers  to  secure  "irrevocable  letters 
of  credit  without  recourse"  from  merchants  doing  business  with 
European  or  other  countries,  and  American  exporters  in  general  need 
not  demand  *' irrevocable  letters  of  credit  without  recourse."  Such 
letters  of  credit  are  exceedingly  difficult  to  secure  in  China,  and  the 
insistence  of  American  manufacturers  on  irrevocable  letters  of  credit 
have  in  many  instances  precluded  the  introduction  of  their  lines. 
The  banks  are  extremely  reluctant  to  issue  irrevocable  letters  of 
credit  without  recourse,  except  where  they  are  absolutely  sure  of 
both  the  buyer  and  the  shipper. 

The  **  authority  to  purchase,"  or,  as  it  is  called  in  local  circles,  the 
"documentary  letter  of  credit,"  has  practically  replaced  irrevocable 
letters  of  credit  without  recourse.  It  is  true  that  an  authority  to 
purchase  or  a  documentary  letter  of  credit  still  leaves  with  the  buyer 
power  to  withdraw  or  cancel.  On  the  other  hand,  local  banks  do 
not  readily  issue  even  documentary  letters  of  credit  or  authorities  to 
purchase  unless  they  are  reasonably  certain  that  their  client  is  taking 
up  the  goods  upon  delivery. 

CHOSEN  (KOREA) 

Vice  Consul  C.  H.  Stephan.  Seoul 


Commodity 


Automotive  accessories. . . 


Druggists'  sundries- 
FJour  (wheat). 


Terms 


United  States,  C.  O.  D  ;  France,  open  account  or  sight  draft,  documents 
against  payment;  Canada,  sight  draft,  documents  against  payment, 
or  30  to  60  days  after  sight,  documents  against  acceptance. 

United  States.  C.  O.  D. 

United  States,  30  to  60  days  after  sight,  documents  against  acceptance: 
China  30  to  60  days  after  sight,  documents  againat  acceptance,  or  sighjt 
^raft,  documents  against  payment 
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Commodity 


Groceries  and  provisions 

Hides  and  leather 

Industrial  machinery 

Motor  vehicles , 

Office  equipment 

Paint  and  varnish.. 

Piece  goods- 

Plumbing  and  heating  equip 
ment. 


Railway  material  and  supplies. 
Surgical  instruments 


Tobacco  leaf.. 


Terms 


United  States.  30  to  60  days  after  sight,  documents  against  acceptance- 
Great  Britain,  30  to  fiO  days  after  sight,  documents  against  acceptance' 
or  sight  draft,  documents  against  payment. 

Letter  of  credit  (.<0  to  fiO  days  after  sight,  documents  against  acceptance); 
C  O.  D,  China;  sight  draft,  documents  aKainst  payment:  or  open 
account. 

United  States,  open  account  (larger  Arms);  CJermany,  open  account 
(larger  firms).  Great  Britain,  open  account  (larger  firms). 

From  Japan  (American  authorized  dealer  basis). 

United  States,  C  O.  D.  or  cash  advan^-e  payment. 

United  States,  30,  60  and  90  days  after  sight,  documents  against  accept- 
ance: Great  Britain,  consignment. 

Great  Britain,  60  to  90  days  after  sight,  documents  against  acceptance 

United  States,  ;io  days  after  sight,  documents  aKainst  ac<«ptance;  Letter 
of  credit;  and  60  to  90  days  after  sight,  documents  against  acceptance 
Germany,  letter  of  credit,  and  60  to  90  days  after  si^ht,  documents 
against  acceptance.    China,  sight  draft,  documents  against  payment- 
or  60  days  after  .sight,  documents  against  acceptance. 

United  States,  (heat  Britain,  and  Belgium,  open  account. 

United  States,  C\  O.  D.,  or  30  to  60  days  after  sight,  dwuments  against 
acceptance. 

United  States,  (-pen  account;  China,  30  to  60  days  after  sight,  documents 
against  acceptance,  or  open  account;  India  and   Philippine  Islands 
open  accoimt. 


The  usual  credit  term  is  from  30  to  90  day8  aft(3r  accoptance  of 
drafts  which  are  accompanied  by  the  shippiiig  documents.  Small 
transactions  for  the  principal  commodities  imported  are  negotiated 
generally  as  indicated  above. 

In  direct  transactions  where  the  amount  involved  is  not  under  1,000 
yen  ($500),  exporters  and  manufacturers  generally  require  a  letter  of 
credit  or  a  partial  payment  in  advance.  With  continued  transactions 
exporters  and  manufacturers  grant  importers  easier  credit  terms,  but 
always  drafts  accompany  shipping  documents,  as  indicated  above. 

Payments  for  larger  importations  by  the  leading  Japanese  commer- 
cial houses  are  settled  tlirough  open  accounts;  that  is,  through  the 
branch  offices  of  these  houses  abroad  and  the  head  offices  in  Japan, 
by  periodical  remittances  on  accounts  between  them. 

When  considering  the  question  of  credit  and  payment  terms  in 
Chosen  it  is  well  to  remember  that,  in  general,  there  ar«^  no  large 
direct  transactions  with  the  United  States  or  other  foreign  countries. 
The  bulk  of  the  importation  is  transacted  under  special  conditions, 
principally  by  Japanese  firms  with  branches  or  agencies  of  head  offices 
m  Japan.  Language  difficulties,  the  arrangement  of  credits,  shipping 
formalities,  and  related  matters  prevent  the  ordinary  business  house 
froni  engaging  directly  in  importation.  This  business  has  by  force 
of  circumstances  been  mainly  concentrated  in  the  hands  of  a  compar- 
atively few  larger  corporations,  under  both  foreign  and  Japanese 
management. 

COLOMBIA 

Assistant  Trade  Commissioner  James  J.  O'Nell.  Bogota 


Commodity 


Agricultural  equipment. 
Automotive  accessories.. 

Building  material 

Construction  machinery 

Druggists'  sundries 

Electrical  supplies 

Feedstufls 

Flour 


Terms 


120  da]rs  after  date. 

Do 
120  days  after  date;  sometimes,  bankers'  credit 

Do. 
120  (lays  after  date. 

60  or  120  days  after  date,  interest  after  60  day». 
120  days  after  date. 

Do. 
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Commodity 

Terms 

Footwear                      . --- -- 

90  to  120  days  after  date. 

Groceries  and  provisions    

Do. 

Hardware 

120  days  after  date. 

Hides  and  leather       

Do. 

Industrial  chemicals 

Do. 

Industrial  machinery . 

120  to  180  days  after  date;  bankers'  credit  frequent. 

Jewelrv                        .. _.-..-.._ 

120  days  after  date. 

Motor  vehicles                     . - .--.. 

Largely  cash  basis,  with  payments  quaranteed  by  finanos 

Notions  and  novelties          

companies. 
120  days  after  date. 

Office  eauioment                

Do. 

Packine-house  products        

30  days  after  sight. 

Paint  and  varnish 

120  days  after  date. 

Piece  goods — _.. 

Do. 

Piumbine  and  heating  eouipment .__ 

Do. 

Printing  machinery  and  supplies 

Do. 

Radio  apparatus 

Do. 

Sporting  goods 

30  days  after  sight. 

Stationery,  books,  etc 

90  to  120  days  after  date. 

Sureical  and  precision  instruments   . 

60  to  150  days  after  date. 

Theater  equipment 

120  days  after  date. 

Thread  and  varn 

Do. 

Wearing  apparel 1 

Do. 

American  firms  usually  allow  from  60  to  90  days  after  sight,  but 
longer  terms  are  frequently  granted  by  European  houses  and  some- 
times by  American  firms  to  old-established  connections.  These  long 
credits  are  frequently  a  necessity,  owing  to  high  interest  rates  and 
transportation  difficulties.  English  shippers  very  frequently  grant 
180-day  open  account;  it  is  reported  that  England's  trade  probably 
averages  80  per  cent  on  open  account.  Germany  also  does  consider- 
able business  on  open  account  and  sometimes  allows  even  longer  than 
180-day  open  account  and  ships  on  consignment.  English  manu- 
facturers seldom  trade  direct,  as  export  merchants  handle  the  bulk 
of  the  trade. 

American  exporters  do  practically  no  business  on  open  account  with 
firms  in  Colombia.  Shipments  on  a  basis  of  cash  with  order  or  cash 
at  time  of  shipment  are  raie,  and  shipment  on  the  basis  of  sight  draft, 
documents  against  payment,  from  the  United  States,  probably  do  not 
amount  to  10  per  cent  of  total  transactions. 

Most  of  the  business  from  the  United  States,  probably  80  per  cent, 
is  done  on  a  time-draft  basis.  Many  Colombian  merchants  prefer 
"date"  terms  as  against  " sight'*  because  of  the  certainty  which  it 
gives  to  the  due  date  of  the  bill.  "Documents  against  acceptance" 
is  not  used.  The  drafts  usually  arrive  after  the  goods  are  received  at 
the  port  and  must  be  cleared  by  the  agent  of  the  importer  within 
five  days  from  date  of  arrival.  The  agent  receives  a  set  of  documents 
from  the  shipper,  pays  the  duty,  and  sees  to  the  dispatch  of  the  mer- 
chandise to  the  interior. 

Merchandise  for  firms  in  Bogota  is  usually  shipped  c.  i.  f .  Cartagena, 
Santa  Marta,  or  Puerto  Colombia.  The  practice  is  to  consign  the 
merchandise  to  customhouse  brokers  or  warehousemen  and  not  to 
banks.     Shipments  "to  order"  are  not  permitted. 

Very  rarely  is  any  business  done  on  a  basis  of  letter  of  credit. 

[See  section  under  heading,  Venezuela,  discussing  the  matter  of  consignment 
of  merchandise  and  the  forwarding  of  documents.  A  similar  situation  exists 
in  Colombia.] 
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„  COSTA  RICA 

Vice  Consul  B.  W.  Unckles.  San  Jose 

Usual  terms  are  30  to  60  days  after  sight,  documents  against  accept- 
ance In  cases  where  sales  are  occasional,  or  the  amounts  of  m voices 
are  relatively  extra  large,  purchases  are  made  on  a  basis  of  cash  against 
documents.  The  usual  practice  is  first  to  grant  30  days  after  sight: 
after  confidence  is  established,  this  may  be  extended  to  60  days. 

European  terms  are  generally  much  longer  than  American,  esne- 
cially  in  dry  goods  from  Great  Britain,  with  which  many  of  the  older 
firms  here  are  granted  "  account  current "  terms  by  Manchester  manu- 
facturers. Terms  allowed  by  the  woolen  trade  of  Leeds  Bradford,  and 
other  centers  are  usually  shorter  and  are  himted  to  about  120  days 
after  sight  for  good  customers.  The  Nottingham  manufacturers  of 
laces,  curtains,  and  some  cotton  goods  generally  grant  120  days  after 
date  of  invoice  and  a  maximum  of  150  days  after  date  of  invoice. 

A  few  of  the  old  concerns  in  San  Jose  still  carry  open  accounts  with 

firms  abroad,  with  interest.  ,.       .       ..u      j     >» 

None  of  the  responsible  firms  care  for  the  terms  "cash  with  order 
or  "cash  at  time  of  shipments";  and  are  even  less  favorably  disposed 
toward  letters  of  credit  of  any  nature.  .1.1.^       -^u 

American  firms  appear  to  grant  30  to  60  day  sight  draft,  with 
documents  attached;  60  days  after  sight  being  the  more  general 
practice.  Spanish  concerns  usually  grant  terms  of  90  days  after  date 
of  invoice,  and  German  firms  120  to  180  days  after  date  of  invoice, 

with  interest.  <.    ,      .  .-       -   ^     r^    ^     ■d;«« 

The  approximate  percentages  of  the  importing  into  Costa  Kica, 

done  under  the  various  methods  of  payment,  are  as  follows: 

Per  cent 

K Q 

Open  account ^^? 

Cash  with  order  or  at  time  of  shipment J- 

Sight  draft  attached  to  documents ^^ 

Time  draft  attached  to  documents 'J 

On  consignment 

CUBA 

Assistant  Commercial  Attach^  Albert  F.  Nufer,  Habana 
COMMODITIES  AND  TERMS 

AaricuUural  implements.— Sixty  to  ninety  day  sight  draft,  documents  against 
acceptance.  To  a  few  connections  of  long  standmg  some  manufacturers  ship 
certain  types  of  implements  on  consignment.  There  is  a  good  deal  of  variation 
in  the  terms  granted,  depending  on  the  standing  of  the  firm  and  the  type  of  eciuip- 

""  AufomokZe  accessories.— Sixty-day  saght  draft,  docunaents  against  acceptance. 

Automobiles  and  trucks.— Cash  at  time  of  shipment.  If  payment  is  made  direct 
by  distributor,  it  is  usually  by  confirmed  irrevocable  letter  of  credit 

Building  material.—CsLsh  on  delivery  at  location  of  ]ob,  up  to  30  to  60  day 
sight  draft,  documents  against  acceptance.  en  +«  on  Aa.r  ^\^hi 

Construction  and  industrial  machinery.— GeneraX  terms  are  60  to  90  day  sight 
draft,  documents  against  acceptance.  All  replacement  parts  are  ahiPPed  cash 
against  documents  Ind  on  basis  of  2  per  ^ent  for  payment  withm  10  days  30 
days  after  date,  net.  German  houses  frequently  ship  with  terms  of  120  to  180 
day  Bight  draft,  documents  against  acceptance.  The  British  manufacturers 
formerly  gave  similar  terms,  but  tend  to  restrict  their  credit  terms  to  practically 
the  same  as  offered  by  American  houses.  x       t        •  ^  .1  oW 

Druggists'  sundries:— The  usual  credit  terms  on  drug-store  Imes  in  general^J^ 
60-day  sight  draft,  documents  against  acceptance;  m  some  canes,  90  days,  ihe 
terms  offered  by  German  manufacturers  run  to  120  and  even  to  160  day  sight 
draft.  While  most  of  this  business  is  done  on  draft  basis,  some  shipments  are  aiso 
piade  on  consignment* 
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Electrical  supplies. — 60  to  90  day  open  account.  European  manufacturers 
grant  up  to  120-day  open  account. 

Feedstuff s. — The  usual  terms  granted  by  American  exporters  of  feedstuffs  are 
sight  draft,  shipping  documents  attached.  This  applies  to  prepared  dairy  and 
poultry  feed  as  well  as  to  corn,  oats,  hay,  etc.  (The  bulk  of  Cuba 's  corn  imports 
come  from  the  Rio  Plate,  and  purchase  thereof  is  often  on  irrevocable  letter-of- 
credit  basis.) 

Flour. — Leading  mills  offer  flour  on  the  following  terms,  buyer 's  option : 

Cash  against  documents  at  point  of  shipment  (letter  of  credit),  20  cents  per 
bag  discount. 

Sight-draft  documents  attached  on  arrival  of  shipment  at  port  of  destination, 
10  cents  per  bag  discount. 

Forty-five-day  date  draft,  net. 

Footwear. — Quotations  are  made  on  basis  of  open  account,  30  days,  but  it  is 
generally  understood  that  payments  may  be  made  up  to  90  days.  Practically 
the  entire  business  in  shoes  is  done  on  open  account  with  a  very  small  percentage 
on  consignment.  Drafts  are  not  used.  Local  manufacturers  give  the  same 
terms  as  a  rule. 

Fresh  fruit  and  vegetables. — With  the  exception  of  potatoes  and  onions,  fresh 
fruit  and  vegetables  are  sold  on  a  letter-of-credit  basis.  Potatoes  and  onions 
are  sold  on  sight-draft  basis,  documents  attached,  payable  on  arrival  of  mer- 
chandise, guaranteeing  95  per  cent  sound  on  arrival. 

Furniture. — Ninety  days  after  sight,  documents  against  acceptance.  European 
exporters  occasionally  extend  180  days. 

Groceries  and  provisions. — Beans:  First  hands  as  a  rule  demand  payment  on 
sight-draft  basis  and  in  rare  cases  letter  of  credit.  Commission  houses  usually 
grant  draft  terms  of  45  days  after  date.  (In  the  case  of  Japanese  beans  when 
imported  direct  from  the  Orient,  terms  are  always  irrevocable  letter  of  credit.) 

Rice:  Sight  draft,  documents  attached.  (This  refers  to  American  rice  only, 
as  rice  imported  direct  from  the  Orient,  which  comprises  over  90  per  cent  of 
Cuba's  heavy  imports  of  rice,  is  invariably  sold  on  irrevocable  letter-of-credit 
basis.) 

Canned  fruit  and  vegetables:  Drafts,  30  days  after  sight,  or  60  and  90  days 
after  date,  with  optional  discount  of  from  1>^  to  2  per  cent  for  payment  on  sight- 
draft  basis. 

Salt:  Thirty  day  sight  draft,  documents  against  acceptance. 

Canned  sardines:  Sight  draft  and  30-day  sight  draft,  documents  against 
acceptance  basis. 

Hides  and  leather. — Practically  the  same  as  for  shoes — open  account  with  5  per 
cent  for  payment  within  30  days,  4  per  cent  for  payment  within  40  days,  and  50 
days  or  more,  net.  Payment  usually  made  up  to  60  days  by  houses  of  estabUshed 
reputation.  Practically  all  business  is  done  on  open-account  basis.  Drafts  are 
not  used,  and  very  little  business  is  done  on  consignment. 

Hardware. — Ninety  days  after  sight,  documents  against  acceptance.  European 
exporters,  principally  German,  extend  credit  to  150  days  after  sight. 

Jewelry. — American  fine  jewelry  purchased  on  open  account,  payment  within 
30  to  60  days.  On  costume  jewelry,  terms  are  usually  30  to  60  days  open  account. 
European  manufacturers  of  fine  jewelry  sell  on  open  account,  generally  90  to  120 
days. 

Notions. — Usually  billed  at  30-day  open  account,  with  discount  of  from  1  to 
3^  per  cent  for  payment  within  10  days.  Some  European  exporters,  mostly 
German  export  commission  houses  handUng  a  variety  of  notion  lines,  sell  on  a 
basis  of  120  to  180  day  sight  draft,  documents  against  acceptance. 

Office  equipment. — OflSce  equipment  suppHed  by  local  branches  of  manufac- 
turers is  sold  on  open  account  to  firms  of  good  credit  standing,  with  payment 
required  before  the  10th  of  the  month  following  the  purchase. 

Paint  and  varnish. — Sixty  to  ninety  day  sight  draft,  documents  against  accept-, 
ance.  A  brand  of  British  white  lead  is  sold  exclusively  on  the  basis  of  cash 
against  documents. 

Paper. — Ninety  day  sight  draft  on  orders  of  newsprint  paper.  The  same  credit 
terms  are  followed  by  exporters  of  other  paper  products,  as  well  as  cash  against 
documents.  Paper  mills  rarely  allow  credit.  European  exporters  of  newsprint 
paper  usually  conform  to  the  American  practice. 

Piece  goods. — Piece  goods  are  generally  quoted  on  open-account  basis,  with  3 
per  cent  for  payment  within  10  days  and  2  per  cent  for  payment  within  30  days, 
although  all  houses  of  recognized  standing  are  given  longer  accommodations. 

Plumbing  supplies. — ^Sixty  days  after  sight,  documents  against  acceptance. 
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Packing-house   products.— ^ighX    draft   and    30-day   sight-draft    terms,   fairly 

evenly  divided.  .  ^      ,  .   •  -        #-«    u     -.^u 

Radio  apparatus.— Three  different  terms  of  payment  obtainmg:  Uash  with 
order  sight  draft  on  arrival  of  merchandise,  and  60-day  sight  draft,  documents 
against  acceptance.  Sales  made  by  branch  houses  of  large  electncal-goods 
manufacturers  vary  from  30  to  60  day  sight  draft  to  open  account,  accordmg  to 
the  credit  of  the  subdistributors.  .    j_    ■,  ^      #-.  u 

Railway  equipment.— Terms  to  sugar  mills,  cash  agamst  documents,  l^uba. 
In  many  instances  one-fourth,  one-third,  or  one-half  the  invoice  value  is  required 
with  the  order  and  the  balance  against  documents. 

Sporting  goods.— Thirty  to  ninety  day  sight  draft,  documents  against  accept- 
ance.    European  terms,  120  days  after  date,  documents  against  acceptance. 

Surgical  instruments. — Open  account,  2  per  cent  10  days,  net  30;  in  the  case  of 
large  orders  to  well-known  firms,  longer  time  for  payments  is  sometimes  allowed. 
German  firms  give  longer  terms — 4  and  even  6  months  in  some  cases. 

Thread  and  yarn. — Rayon  yarn:  Sight  draft;  rarely  60  days  after  sight,  docu- 
ments against  acceptance.  German  yarn  companies  give  90-day  sight  draft,  or 
permit  payment  up  to  6  months.  Practically  all  business  is  done  on  an  accepted- 
draft  basis  and  very  little  on  open  account. 

Cotton  yarn:  Ninetv  day  sight  draft,  documents  against  acceptance,  for  both 
European  and  American  yarn;  120  days  after  date  sometimes  granted. 

Theater  equipment. — One  company  manufacturing  sound-producing  equipment 
demands  10  per  cent  cash  and  the  balance  over  a  3-year  period,  secured  by 
accepted  drafts;  another  concern  leases  its  sound-producing  equipment  for  a 
period  of  10  years  under  a  contract  providing  for  total  payment  within  a  period 
of  2  years.  Less  costly  equipment,  such  as  projectors,  etc.,  is  sold  on  terms 
ranging  from  60  to  180  days,  both  against  accepted  drafts  and  on  open  account 
Tobacco. — Sight  draft,  documents  against  payment. 

CZECHOSLOVAKIA 

AasisUnt  Trade  Commissioner  Sam  E.  Woods,  Prague 
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Commodity. 


Agricultural  equipment. 


Automotive  accessories.. 

Building  material 

Construction  machinery. 


Druggists'  sundries. 
Electrical  supplies.. 


Feedstuffs - — 

Fibers,  raw 

Flour 

Footwear. 

Fresh  fruits  and  vegetables. 

Fuel,  ores,  etc 

Groceries  and  provisions — 

Hardware 

Hides  and  leather 


Terms 


Industrial  chemicals.. 
Industrial  machinery. 


Motor  vehicles. 


Notions  and  novelties 

Office  equipment 

Packing'-house  products 

Paint  and  varnish _ 

Piece  goods 

Plumbing  and  heating  equipment 
Printing  machinery  and  supplies . 


Radio  apparatus 

Railway  material  and  supplies. 
Sporting  goods 


Stationery,  books,  etc. 
Surgical  instruments.. 


Theater  equipment. 
Tobacco 


Wearing  apparel. 


25  per  cent  cash  with  order;  balance  30  days  after  sight,  documents 

against  acceptance. 
Cash  against  documents. 

<;0  days  after  sight,  documents  against  acceptance. 
25  per  cent  cash  with  order;  balance  60  to  90  <i ays  after  sight,  docu- 
ments against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 
Cash  against  documents;  in  some  cases  30  to  60  days  after  sight,  docu- 
ments against  acceptance. 
Cash  against  documents. 
30  to  90  days  after  sight,  documents  against  aceeptanci. 

Do. 
60-day  open  accoimt. 
Cash  against  documents. 

Do. 
60  davs  after  sight,  documents  against  acceptance. 
60  to  90  davs  after  sight,  documents  against  aot-eptanc*. 
Cash  against  documents;  or  30  to  60  days  after  sight,  documents 

against  acceptance. 
Cash  against  documents. 
25  per  cent  cash  with  order;  balance  60  to  90  days  after  sight,  documents 

against  acceptance. 
Cash  with  order  or  at  time  of  shipment;  or  30  to  60  days  after  sight, 

documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  »<M«ptanoe. 

Do. 
Cash  against  documents. 

60  to  90  days  after  sight,  documents  against  acijeptancB. 
Do. 
Do. 
25  per  cent  cash  with  order;  balance  30  to  60  days  after  sight,  docu- 
ments against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 
Cash  against  documents. 
Cash  against  documents;  or  30  to  60  days  after  sight,  documents 

against  acceptance. 
Cash  on  delivery. 

25  per  cent  cash  with  order;  balance  60  to  90  days  after  sight,  docu- 
ments against  acceptance. 
Cash  against  documents. 
50  per  cent  or  less  on  arrival;  balance  after  satisfactory  tests  are  made  in 

60  to  90  days  after  sight,  documents  against  acceptance. 


A  basis  of  cash  against  documents  is  usually  sought  by  American 
exporters;  as  a  rule  a  bank  guaranty  (irrevocable  letter  of  credit)  is 
requested  before  terms  are  granted,  unless  satisfactory  dealings  have 
been  carried  on  over  a  period  of  time.  A  discount  of  2  to  2}^  per  cent 
is  usually  allowed  for  cash  in  30  days  if  credit  terms  are  from  60  to 
90  days. 

In  the  fancy  goods  trade  such  as  notions,  toilet  articles  and  toilet 
preparations,  there  is  a  marked  preference  for  French  manufactures, 
although  American  products  have  recently  gained  considerable  popu- 
larity. Small  metal  wares  and  general  machinery  lines  are  imported 
from  Germany  for  the  most  part,  because  of  low  cost  and  favorable 
credit  extensions.  However,  the  tendency  has  been  toward  stand- 
ardized, higher  priced  equipment,  and  sales  of  American  machinery 
have  been  increased  in  the  last  few  years,  solely  from  this  standpoint. 

Czechoslovakia  is  to  be  considered  largely  as  a  price  market,  in 
that  local  importers  are  willing  to  forego  the  importation  of  quality 
merchandise  in  favor  of  German  and  Austrian  goods,  which  are  offered 
at  low  prices  and  liberal  credit  acconmiodations.  High  transportation 
costs,  length  of  time,  and  the  necessity  of  using  solid  containers  are 
three  important  factors  that  adversely  affect  the  trade  with  the  United 
States. 

German  and  Austrian  firms,  who  are  the  principal  competitors  of 
American  exporters  in  the  Czechoslovak  market,  extend  local  import- 
ers credit  terms  up  to  6  months  and  grant  them  higher  discounts  for 
earlier  payments.  In  many  instances  the  goods  are  sent  to  their 
Czechoslovak  representatives  on  consignment,  the  seller  drawing  on 
the  consignee  a  draft  for  a  certain  percentage  of  the  invoice  price, 
while  the  balance  is  remitted  when  the  goods  are  actually  sold. 

DANZIG 

Consul  C.  Warwick  Perkins,  Jr.,  Danzic 
COMMODITIES  AND  TERMS 

Automotive  accessories. — American  90  days  after  sight,  documents  against 
acceptance;  French  and  German,  120  to  150  days  after  sight,  documents  against 
acceptance. 

Dried  fruits. — American  prunes  and  raisins;  sight  draft,  documents  against 
payment;  European  raisins,  C.  O.  D.,  or  30  days  after  arrival;  European  prunes, 
30  days  after  arrival. 

Flour. — American,  sight  draft,  documents  against  payment  Danzig. 

Fresh  fruits  (apples). — American,  sight  draft,  documents  against  payment. 
Austrian,  sight  draft,  documents  against  payment. 

Fuel  and  ores  (scrap  iron). — American,  through  dealers  in  Germany  and  Den- 
mark, 3  to  6  months.  Danzig  is  only  a  transshipment  point  for  scrap  metal 
which  is  purchased  by  the  central  purchasing  agency  of  the  Polish  steel  mills. 

Industrial  chemcials  (phosphate). — Phosphate  rock  shipped  to  Danzig  is  prac- 
tically all  destined  for  Poland.  As  no  general  rule  can  be  deduced  from  the 
information  obtained,  a  few  typical  transactions  are  cited: 

(a)  Pebble  phosphate  from  Tampa,  c.  i.  f.  Danzig:  95  per  cent  of  invoice  less 
ocean  freight  to  be  paid  to  a  bank  in  London  upon  steamer's  arrival  at  Danzig, 
the  balance  of  5  per  cent  (in  reality  a  commission  to  the  London  broker)  to  be 
paid  later. 

(b)  Hard  rock  phosphate  from  Fernandina:  6  months'  credit  after  arrival  at 
Danzig.     (Sold  through  a  Belgian  firm.) 

(c)  From  Casablanca:  five-sixths  of  the  invoice  payable  in  Paris  on  the  vessels* 
arrival  at  discharging  port,  balance  within  3  to  6  months. 

(d)  From  Susa,  Tunis:  Payment  9  months  after  arrival  at  Danzig. 

Leather. — American  leather  is  paid  for  by  sight  draft,  documents  against  pay- 
ment; German,  90-day  open  account. 
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Motor  vehicles.— The  American  manufacturer  receives  cash,  and  the  distributor, 
dealer,  and  retail  purchaser  are  all  finaiK^ed  by  American  or  German  credit 
companies;  German  procedure,  the  same. 

Office  equipment. — American  typewriters:  Sight  draft,  documents  against 
payment,  to  90  days  after  sight,  documents  against  acceptance.  Other  makes 
must  be  paid  for  in  cash  when  withdrawn  from  the  transit  stores  of  the  forwarding 
agent.  German  exporters  usually  grant  30  days'credit  after  the  receipt  of  the 
goods,  which  IS  practically  as  favorable  as  90  days  after  sight,  documents  against 
acceptance,  in  the  case  of  American  typewriters. 

Packing-house  products. — Packers  are  represented  in  Danzig  by  indent  agents 
who   forward   orders   to   Hamburg.     Terms   are   documents   against   payment 
Danzig,  or  30  days  after  sight,  documents  against  acceptance,  according  to  the 
financial  standing  of  the  purchaser. 

Tobacco.— The  Danzig  Tobacco  Monopoly  pays  against  sight  draft  (documents 
against  payment,  Danzig)  for  all  tobacco,  including  cigarettt3s. 

The  foregoing  list  includes  the  principal  commodities  exported  from 
the  United  States  to  Danzig  for  ultimate  distribution  both  in  the  Free 
Ci^  and  in  Poland. 

Trade  practices  vary  so  greatly  that  it  is  impossible  to  deduce  any 
general  rule  as  to  credit  and  payment  terms  in  Danzig.  Such  terms 
as  cash,  C.  O.  D.,  and  sight  draft,  documents  against  payment,  appear 
as  a  rule  principally  in  connection  with  transactions  in  ^odstuffs, 
agricultural  products,  packing-house  products,  and  raw  materials- 
while  on  manufactures,  credit  of  some  sort  is  usually  extended,  ranging 
from  30  to  120  days,  and  sometimes  even  more.  The  average  is 
probably  90  days  after  sight,  documents  against  acceptance,  but  on 
such  permanent  equipment  as  machinery,  large  electrical  installations 
and  apparatus,  and  motor  vehicles,  longer  credits  are  expected. 

If  a  considerable  line  of  credit  is  opened,  it  is  sometimes  the  practice 
to  require  a  bank  guaranty,  or  coUatc^ral,  or  even  real-estate  mortgage 
security,  and  in  the  case  of  a  limited  company  (actually  a  limited 
partnership)  with  hmited  assets,  to  ask  that  obligations  have  the 
personal  indorsement  of  the  principal  partner. 

A  number  of  German  manufacturei*s  have  branch  houses  in  the  Free 
City,  and  many  European  exporters  maintain  consignment  stocks  in 
bonded  warehouses  maintained  by  forwarding  agents  or  by  the  import- 
ing firms  themselves. 

In  certain  lines  American  exporters  grant  terms  comparable  to  those 
^tended  by  their  European  competitors,  but  in  most  instances  the 
European  terms  are  more  favorable. 

DENMARK 

Commercial  Attach^  H.  Smrensen.  Copenhagen 


Commodity 


Agricultural  implements. 

Automotive  accessories. . . 

Building  material 

Construction  machinery.. 

Druggists'  sundries 

Electrical  supplies 

Flour 

Footwear 


Terms 


Importers  for  own  account  are  usually  granted  90  to  120  days  after 
sight.  German  manufacturers  frequently  Invoice  direct  to  custom- 
ers and  often  take  over  the  purchasing  contracts  as  payment.  In 
larger  equipment,  such  as  threshing  machines,  terms  to  buyers  run 
as  high  as  2  years,  with  semiannual  paj  inents.  Interest  and  dis- 
counts for  buyer '.s  account;  the  interest,  as  a  rule,  is  7  per  cent. 

60  to  90  days  after  sight,  documents  against  acceptance:  2  per  cent 
discount  for  cash  ugainst  documents. 

30  days  after  sight,  documents  against  acceptance,  minus  2  per  cent: 
or  90  days  after  siglit,  net. 

30  days  n  et,  figured  from  first  day  of  montli  following  delivery 

30  days  after  date,  documents  against  accei>tance. 

90  days  after  sight,  documents  against  acceptdnce. 

Cash  against  documents  most  common,  but  cash  against  arrival  of 
goods  also  widely  used. 

30  days  after  eight,  documents  against  acceptance,  minus  2  ptsr  cent.. 


Commodity 

Terms 

FeedstufEs 

Confirmed  letter  of  credit  New  York  (or  elsewhere). 

Fuel 

Cash  against  documents  Copenhagen. 
Do. 

Fresh  fruit 

Groceries 

Do. 

Hardware 

Cash  against  documents  minus  2  per  cent,  or  3  months  on  open; 

account. 
Cash  against  documents  Copenhagen. 

Hides— 

Industrial  chemicals 

DoT 

Industrial  machinery 

30  daj^  after  arrival  minus  2  per  cent,  or  3  months  on  open  account. 
25  per  cent  cash  with  order  or  at  time  of  shiument.  with  balance  spread 

Motor  vehicles 

Motions  and  nnvfiltifts        .  , 

over  12  months. 
30  davs  sight,  documents  asainst  acceotance.  minus  2  per  cent:  or  80 

OflBce  eauioment 

days  net  on  open  account. 
90  davs  after  sight,  documents  against  acceotance. 

Paint  and  varnish 

30  daj'^s  after  sight,  documents  against  acceptance,  minus  IH  PCf  cent 

Pack  ing-house  products 

or  3-month  open  account. 
Cash  against  documents  Cooenhagen. 

Piece  Eoods 

Cash  on  arrival  minus  4  oer  cent,  or  30  davs  after  first  day  of  month 

Plumbing  and  heating  equipment.. 

Printing  machinery  and  supplies.. 
Radio  apparatus 

following  delivery,  minus  2  per  cent. 
30  days  after  sight,  documents  against  acceptance,  minus  5  per  cent, 

with  an  additional  2}/^  per  cent  for  payment  within  10  days. 
30  days,  minus  2  per  cent,  or  3  months  after  sight. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Railway  material  and  supplies 

Sporting  goods 

Net  cash  15  days  from  1st  day  of  the  month  following  delivery. 

30  days  after  sight,  documents  against  acceptance,  minus  2  per  cent 

or  3  months  on  open  account. 
30  days  minus  2  per  cent,  or  3  months  after  sight. 

Stationery 

Surgical  instruments 

30  davs  after  date,  documents  against  acceotance. 

Thread  and  yarn 

6  months'  credit,  first  3  months  without  interest. 

Tobacco 

Cash,  minus  4  per  cent;  from  6  to  12  month  sight  draft:  latter  most 

Wearing  apparel _. 

common. 
30  days  after  1st  day  of  month  following  delivery,  minus  2  per  cent;  or 
3-month  sight  draft. 

Denmark  is  a  long-term  market  from  a  credit  point  of  view,  terms 
of  90  to  180  days  being  as  common  as  terms  of  30  and  60  days, 
and  such  terms  as  C.  O.  D.  and  confirmed  letters  of  credit  being 
the  exception  rather  than  the  rule.  Consignment  is  coming  into 
wider  use  in  many  lines,  and  open  account  is  also  widely  used  by 
American  exporters  as  well  as  by  German  and  English  competitors. 
While  open  account  is  hardly  to  be  recommended  for  American 
exporters,  except  in  cases  where  the  connection  is  of  long  standing 
and  of  unquestioned  reliability;  consignment,  on  the  other  hand,  in 
many  lines  can  often  be  made  a  very  effective  form  of  sales  promotion 
which,  instead  of  increasing  the  creait  risk  should  really  tend  to  reduce 
it.  Arrangements  for  control  of  consignment  stocks  are  easily  made 
and  costs  can  be  reduced  to  a  minimum,  as  the  local  representatives 
are  usually  willing  to  pay  all  charges  and  even,  if  required  to  do  so, 
to  put  up  a  bond  for  the  payment  of  eventual  return  freights. 

Terms  granted  by  German  exporters,  and  also  to  a  less  pronounced 
extent  by  English  and  Czechoslovak  export  houses,  are  apparently 
somewhat  more  liberal  than  those  granted  by  American  shippers. 
The  difference,  however,  is  not  very  great — probably  not  greater  than 
the  difference  in  time  of  shipment  from  the  United  States  and  from 
European  countries. 
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DOMINICAN  REPUBLIC 

Yice  Consul  Albion  W.  Johnson,  Santo  Domingo 


Commodity 

American  terine 

EiiTopean  terms 

Agricultural  implements. . 
Building  material 

90  days  after  sight,  documents  against 

acceptance. 
Not  known  .     ...  .    

Not  known. 

60  to  90  davs  after  sight.  docum(^nts 

Electrical  effects 

60  to  90  days  after  sight,  documents 

against  acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
30  to  120  days  after  sight,  documents 

against  acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
90  days  after  sight,  documents  against 

acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
30  to  60  days  after  sight,  documents 

against  acceptance. 
60  days  after  sight,  documents  against 

acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
30  to  60  days  after  sight,  documents 

against  acceptance. 
60  days  after  sight,  documents  against 

acceptance. 
90  to  120  days  after  sight,  documents 

against  acceptance. 
60  days  after  sight,  documents  against 

acceptance. 
30,  90,  and  120  days  after  sight,  docu- 
ments against  acceptanc  e. 

against  acceptance. 
Do 

Footwear 

Do 

Furniture 

30  to  120  days  after  sight,  documents 

against  acceptance. 
90  days  after  sight ,  documents  against 

acceptance. 
30  to  12<i  (lays  after  sight,  <locuments 

against  acceptance. 
60  to  120  days  after  sight,  documents 

against  acceptance. 
30  to  90  days  after  sight,  documents 

against  acceptance. 
90  days  after  sight,  documents  against 

acceptance. 
120  to  ISO  days  after  sight,  documents 

against  acceptimce. 
30  to  90  days  after  sight,  doctiments 

against  acceptance. 
Not  known 

Hardware 

Jewlery 

Machinery 

Packing-house  products... 
Paint  and  varnish 

Piece  goods 

Provisions  and  groceries.. . 
Sporting  goods. 

Stationery,  etc 

90  to  120  days  after  sight,  documents 

against  acceptance. 
Not  known. 

120  to  ISO  days  after  sight,  documents 
against  acceptance. 

Thread  and  yarn 

Wearing  apparel . 

While  the  foregoing  table  shows  the  range  of  credit  obtaining  when 
any  credit  at  all  is  granted,  it  should  be  borne  in  mind  that  in  many 
of  these  lines,  particularly  electrical  goods,  paints  and  varnishes,  piece 
goods,  provisions  and  groceries,  and  wearing  apparel,  a  great  deal  of 
importing  is  done  on  a  strictly  cash  basis. 

Automotive  accessories  and  automobiles  are  piobably  the  lines  in 
which  the  least  credit  is  extended  at  present.  Practically  all  imports 
of  this  class  come  from  the  United  States,  and  most  American  suppliers 
demand  cash.     Motor  vehicles  are  also  imported  on  cash  payment. 

Importers  and  wholesalers  in  the  Dominican  Kepublic  practically 
never  sell  for  cash.  The  retailers  replenish  their  stocks  upon  credit 
which  is  liquidated  as  the  stocks  are  disposed  of.  The  importers  and 
wholesalers  likewise  plan  to  reimburse  the  manufacturers  and  exporters 
with  the  proceeds  of  collections. 

Much  importing  is  also  done  directly  by  retailers,  who  also  generally 
expect  credit  until  a  good  part  of  the  imports  have  been  marketed. 

In  maintaining  that  they  must  be  given  ample  credit,  the  Dominican 
importers  lay  stress  on  the  fact  that  the  import  duties  are  high  and 
must  be  paid  in  full  before  the  merchandise  can  be  removed  from  the 
customhouse. 

Approximately  30  per  cent  of  the  merchandise  imported  into  the 
Dominican  Republic  is  paid  for  by  cash,  while  the  remaining  70  per 
cent,  bought  on  credit,  is  mostly  purchased  on  payments  ranging  from 
00  to  90  days  after  the  arrival  of  the  merchandise  at  the  port  of  entry. 
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Commodity 


Agricultural  equipment- .. 
Automotive  accessories — 
Biscuits  and  confectionery. 
Building  material 


Cement 

Construction  machinery. 
Druggists'  sundries 


American  terms 


90  days  after  sight,  documents  against 

acceptance. 
60  to  90  days  after  sight,  dociunents 

against  acceptance. 
Not  known 


Sight  draft,  documents  against  pay- 
ment, to  30  days  after  sight,  docu- 
ments against  acceptance. 

Not  known 


Electrical  supplies. 

Fibers,  raw.. 

Flour 


Footwear. 


Fuel,  ores,  etc 

Furniture  (steel,  ofTice)--. 

Groceries  and  provisions. 


Hardware 

Hides  and  leather. 


rndustrial  chemicals 

Industrial  machinery 

Jewelry  (imitation) 

Motor  vehicles 

Notions  and  novelties 

OflBce  equipment 

Packing-house  products. 

Paint  and  varnish 


Piece  goods. 


Plumbing    and    heating 

equipment. 
Printing  machinery  and 

supplies. 

Radio  apparatus 


Railway     material     and 

supplies. 
Sporting  goods 


Stationery  and  books. 


Stu-gical  and  precision  in- 
struments. 

Theater  equipment 

Thread  and  yarn 


Tobacco.. 

Wearing  apparel. 


Letter  of  crdit,  30  to  60  days  after  sight, 
documents  against  acceptance. 

90  days  after  sight,  documents  against 
acceptance,  and  120  days  after  date, 
documents  against  acceptance. 

30  to  60  days  after  sight,  documents 
against  acceptance. 

30  days  after  sight,  documents  against 
acceptance. 

30  to  60  days  after  sight,  documents 
against  acceptance,  and  90  days  after 
date,  documents  against  acceptance. 

90  days  after  sight,  documents  against 
acceptance,  and  120  days  after  date, 
documents  against  acceptance. 

Letter  of  credit  (confirmed) 

30  to  90  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, and  30  to  60  days  after  sight, 
documents  against  acceptance. 

30  to  &)  days  after  sight,  documents 
against  acceptance. 

30  to  90  days  after  sight,  documents 
against  acceptance,  to  120  days  after 
date,  documents  against  acceptance. 

90  days  after  date,  documents  against 
acceptance. 

Letter  of  credit  and  30  to  60  days  after 
sight,  documents  against  acceptance. 

1 20  days  after  sight,  documents  against 
acceptance. 

Letter  of  credit  (confirmed) 


30  to  90  days  after  sight,  documents 
against  acceptance. 

60  to  90  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment,  to  30  days  after  sight,  docu- 
ments against  acceptance. 

60  to  90  days  after  sight,  documents 
against  acceptance. 


.do. 


30  days  after  sight,  documents  against 
acceptance. 

Sight  draft,  documents  against  pay- 
ment, to  60  days  after  sight,  docu- 
ments against  acceptance. 

90  days  after  sight,  documents  against 
acceptance. 

Letter  of  credit  (confirmed) 


60  days  after  sight,  dociunents  against 
acceptance. 

60  to  90  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment. 

do. 

30  to  60  days  after  sight,  documents 
against  acceptance. 

Letter  of  credit  (confirmed) 

do 


European  terms 


90  to  120  days  after  sight,  documents 

against  acceptance. 
Not  known. 

90  days  after  sight,  documents  against 

acceptance. 
Not  known. 


90  days  after  sight,  documents  against 

acceptance. 
Not  known. 

90  days  after  sight,  dociunents  against 
acceptance. 

Not  known. 

Do. 

Do. 


90  days  after  sight,  documents  i^inst 
acceptance. 

Not  known. 

120    days    after    sight,    documents 

against  acceptance. 
France,  90  days  after  date,  documents 

against  acceptance. 

90  days  after  sight,  documents  against 

acceptance. 
Not  known. 


60  to  90  days  after  sight,  documents 

against  acceptance. 
Not  known. 

120  to  180  days  after  sight,  documents 
against  acceptance. 

England,  90  days  after  sight,  docu- 
ments against  acceptance. 

120  days  after  sight,  documents 
against  acceptance. 

60  to  120  days  after  sight,  documents 
against  acceptance. 

Not  known. 


France,  letter  of  credit;  England,  90 
days  after  sight,  documents  against 
acceptance. 

90  days  after  sight,  documents  against 
acceptance. 

Not  known. 

Do. 


Do. 

Do. 

Do. 

90  days  after  sight,  documents  against 

acceptance. 
Not  known. 

Do. 
Do. 

Do. 

90  days  after  sight,  documents  against 
acceptance. 
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Credit  and  payment  terms  on  building  material  depend  on  the 
^nd  of  niatenal  Cement  in  general  is  bought  from  Europe  on  lon^ 
terms  and  from  the  United  States  on  confirmed-credit  ba^s     Sted 

from  30  to  90  days  after  sight,  documents  against  acceptance 

Construction  machinery,  industrial  machinery,  and  printin^^  ma- 
chmery  are  generally  bought  on  confirmed-credii  basis^  0  ten  The 
followmg  terms  are  made:  One-third  cash  with  order,  one-third  when 
shipment  is  made,  and  the  balance  against  sight  draft,  dc^uments 
against  payment.     Small  machines   of  little  value   are  often   sold 

acceptTnL'    ''  ''  ''  ''^^  ^'*"  ''^""'^  ^^^"^^^*^  deLered'upon 

TWo^^Q?.^'''''^'^*^  are  bought  on  confirmed  letter  of  credit  in  the 
United  States.     The  tobacco  business  is  a  Goverrunent  monopoly  k 

fhe^Fst^nP^n^  V^'  -i^'^T  '^^  '^^^^^^^'^  ('tobacco  MonoSyT 
agent.  ""  '"''''^  ^"^  ^^''"-^  mediation  of  a  local 

from^fio'^fnlnT'  ^^5f*^^.  by  leading  firms  other  than  American,  are 
from  60  to  120  days  after  sight,  documents  against  acceptance,  and  in 
most  cases  with  instructions  to  the  banks  for  extensions  of  30  to  60 
days   m  which  cases  interest  is  charged.     Interest  rates  vary  frorn 

f\iL  n  ?^'  ""'       ?^'"  f'"''"'^-    .^^r^nan  and  British  competitors  grant 
these  extensions  freely,  counting  upon  them  when  maldng  the  sales 
American  firms  as  a  rule  do  not  grant  extensions  but  areTften  fo^^^^^^ 
maturhy     '^^^^^^^^  *^  ^"^^  ^^^^'^  ^^^n  the  debtors  fail  to  pay  on 

Approximate  percentages  of  the  various  methods  of  pavment  in 
general  use  are  as  follows:  pay  mem  m 

Open  account . ^^' "^^J 

Sight  draf t  "^'"^  ""^"^  "^'^^  ord"eroV  cash  at'time  of  Vhipmen tY.".       5 

Timedraftl'IIi;;"""::; in 

Consignment HH  °y 

EGYPT 

Commercial  Attach^  Charles  E.  Dickerfwn,  jr.,  Cairo 


Commodity 


Agricultural  equipment.. 

Automotive  accessories. . 

Building  material 

Construction  machinery. 

Druggists'  sundries 

Electrical  supplies. 

Foodstuffs 

Fibers,  raw 

Flour 


Terms 


Footwear... 

Fresh  fruits  and  vegetables! 


Fuel 

Furniture 

Groceries  and  provisions! 

Hardware 

Leather '_'_'_ 

Industrial  chemicals.."! 

Industrial  machinery. 

Jewelry '_l 


VL'iJiM^^''  after  sight  (e.  g.  tractors,  plows,  threshers),  average 
foTn  .T/"^'  rl^'^*'-  documents  against  acceptance.  ^'        ^® 

PRsh  ii^?n«V  H**.''"'  ^'^^^'  documents  against  accuptance. 
L.asn  agamst  documents,  Alexandria 
90  to^l20  days  after  sight,  documents  against  acceptance. 

fiS  Jn  i?*/^^^  ^Z^^*"  fig^t,  documents  agiiinst  acceptance 
60  to  90  days  after  sight,  documents  against  acceptance 
Cash  against  documents,  Alexandria  '-^-cpi^uce. 

''docuSs?'Sffndrit'^        '^^'^^  acceptance;  or  a.sh  against 
iVft.^  days  after  sight,  documents  againut  acceptance 
i^etter  of  credit,  cash  agamst  documents,  or  30  to  eo  days  after  siehL 
documents  against  acceptance  ^  ^^ 

Cash  against  documents,  Alexandria 

m  ^  i^iinl^l?/**"'  pg^t.  documents  against  acceptance. 
60  to^W  days  after  sight,  documents  against  acceptance: 

Do." 
Cash  against  documents,  Alexandria   . 
6  to  9  months  afur  sight,  documents 'against  acceptance 
Consignment;  also  90  days  after  sight,  documents  agaiSt  acceptance. 
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Commodity 


Motor  vehicles. 


Notions  and  novelties . . . 

OflBce  equipment 

Packing-house  products. 

Paint  and  varnish 

Piece  goods 


Plumbing  and  heating  equipment. 
Printing  machinery  and  supplies. . 

Radio  apparatus ..- -■ 

Railway  material  and  supplies 

Sporting  goods • 

Stationery,  books,  etc 


Terms 


Surgical  and  precision  instruments. 

Theater  equipment 

Tires 


Tobacco. 

Wearing  apparel. 


FuU  letter  of  credit;  part  letter  of  credit,  balance  agamst  documents, 
Alexandria;  cash  against  documents,  Alexandria;  or  up  to  90  days 
after  sight,  documents  against  acceptance,  through  financing  com- 
panies. ,    ^ 

60  to  90  days  after  sight,  documents  against  acceptance. 

90  to  120  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

90  to  120  days  after  sight,  documents  against  acceptance. 

Cash  against  documents,  Alexandria;  or  90  to  120  days  after  sight, 
docimients  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

Up  to  1  year,  payable  in  monthly  installments. 

90  days  after  sight,  documents  against  acceptance. 

Cash  against  documents,  Alexandria. 

60  to  90  days  after  sight,  doctiments  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance;  or  consign- 
ment. 

60  to  120  days  after  sight,  documents  against  acceptance. 

Cash  against  documents,  Alexandria. 

Up  to  180  days  after  sight,  dociunents  against  acceptance  by  Amencan 
firms.    European  competitors  consign. 

Cash  against  documents,  Alexandria. 

90  to  120  days  after  sight,  documents  against  acceptance. 


No  mention  is  made  of  open  account  in  the  above  table,  as  it 
represents  a  special  case  in  all  instances,  although  the  total  business 
done  on  open  account  in  Egypt  is  not  inconsiderable.  It  should  be 
added  that  the  bulk  of  the  time-draft  business  is  on  a  basis  of  docu- 
ments against  acceptance  rather  than  documents  against  payment. 

From  the  foregoing  table  it  will  be  seen  that  the  most  usual  terms 
granted  by  our  leading  foreign  competitors  to  local  agents  are  60  to 
90  days  after  sight,  documents  against  acceptance. 

The  Egyptian  market  presents  certain  features  which  are  certainly 
foreign  to  American  manufacturers  not  experienced  in  trading  with 
the  Near  East.  For  example,  there  is  the  practice  of  asking  exten- 
sions on  drafts.  Fu-ms  in  perfectly  good  standing  will  do  this  if  they 
are  temporarily  hard  pressed  for  cash.  It  can  by  no  means  be  taken 
as  an  evidence  of  bad  faith  on  the  part  of  the  customer,  nor  yet  as  an 
indication  that  he  is  near  bankruptcy.  Another  not  uncommon 
proceeding  is  the  failure  to  pay  drafts  on  time.  Merchants  who 
have  no  intention  whatever  of  evading  payment  will  frequently  let 
their  drafts  run  two  or  three  weeks  over  due,  if  they  have  heavy 
payments  to  make  at  the  time  on  other  obligations  or  large  collections 
outstanding,  with  no  wrong  intended. 

Under  ''open  account"  are  included  shipments  made  to  the  direct 
branches  in  Egypt  of  foreign  manufacturers  and  exporters.  The  total 
number  of  local  firms  receiving  open-account  terms  is  small,  but  in- 
cludes some  of  the  largest  and  soundest  houses,  whose  transactions 
run  to  a  large  figure.  In  this  group  are,  for  example,  some  of  the 
leading  department  stores,   as  well  as  some  of  the  largest  textile 

wholesalers.  t^ 

Estimates  of  the  approximate  percentages  of  imports  mto  Kgypt  on 
the  various  terms  specified  are  as  follows: 

Open  account .- -  - —  10-16 

Cash  (including  cash  with  order  or  cash  at  time  of  ship- 

ment) Neghgible. 

Sight  draft 30 

Time  draft ^0-50 

Letter  of  credit ^1^ 

Consignment * 


H 


im 
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Hi 


ESTONIA 

Consul  Harry  E.  Carlson,  Tallinn 


Commodity 


American  terms 


Agricultural  iiiaehinery.  _ 
Automotive  accessories... 

Electrical  supplies  _ 

Cotton,  raw 

Flour,  wheat... 

Groceries  and  provisions. 

Hardware 

Hides  and  leather 

Industrial  chemicals 

Industrial  machinery 

Motor  vehicles... 

Grain '_, 

OflBce  equipment 

Packing-house  products... 

Paint  and  varnish 

Tobacco.- 


Foreign  terms 


90  to  270  days. - 
60  to  90  days 
30  to  90  days 

90davs 

60  to  90  days.. 

do.. I.  

do 

do.. 

30  to  60  days...  

90  days.. V^^^S^. 

Cash  against  documentt.  to  90  davs 
30  to  90  days      '  " 

do .......         '....." 

Cash  against  documents  to  60  days 
do 


90  days. 


I'p  to  2  years. 
Ipto  180  days. 
60  to  180  days. 
90  days, 
lao  days. 
6(1  to  180  days. 

Do. 
60  to  90  days. 
30  to  90  days. 
Up  to  2  years. 
Up  to  18  months. 
30  to  90  days. 
90  to  180  days. 
30  to  90  days. 

Do. 
90  to  240  days. 


German,  Swedish,  and  British  manufacturers  and  exporters  grant 
W«^=f  ^^J^?'"^!^  terms,  SIX  months  being  secured  very  easily,  without 
interest.  Thm  is  easy  on  their  part,  owing  to  the  proximity  of  these 
countries  to  Estonia,  which  enables  them  to  keep  a  constant  check 
on  the  credit  standing  of  Estoman  importers.  The  short  distance  also 
permits  smaUer  ordeij  at  a  time,  so  that  the  actual  amounts  involved 
do  not  become  exceedmgly  high 

In  many  cases  Estonian  firms  are  willing  to  pay  interest  of  4  to  6  per 
cent  per  annum  on  credits.     This  rate  of  interest  can  be  considered 

c\%idV  w'tfs."^*'  ^'^  ''^"''^•'  "^  ''  P"^  ««"'  p-  — . 

Jnt^'^Fc w  """^  '^  ^1  «^t"».«te  of  distribution  of  the  total  imports 
in  for^fgnTad^'''^         ^*'"'"'  "^  P^^"""*  ^  ^'"'""^^ "'« 

r\                      ,  Per  cent 

Open  account 

Cash  (cash  with  order  or  caVh  atYime'of"sh'ipme"nt)        "       5 

bight  draft _                                                    ^  ." 

Time  draft ^ 

Letter  of  credit IIIIII  fn 

Consignment ~ V 

ETHIOPIA 

Vice  Consul  James  L.  Park,  Addis  Ababa 

int^So^k  ^^^^^^  ^^  ^'^  '^''^'^  commodities  imported 

op^acc^o"^^^^^^  ^''^'  r'^ht.     Imp's  ^^Xnce^^vo^k  ?n 

open  account.     The  hmited  Itahan  imports  are  paid  usuaUy  90  days  after  accept 


ance  of  draft  at  the  local  bank.     American  druggists'  sundries,  a  new  arnval, 
have  been  known  to  be  payable  C.  O.  D.  and  60  days  after  date,  documents 

against  acceptance.  _  ^^     ,      ,        j  ^u    tt  -^.^a 

Footwear.— V^neX  terms  are  C.  O.  D.  from  France,  England,  and  the  United 
States.  Consignment  and  C.  O.  D.  from  Germany.  The  demand  is  still  desul- 
tory but  is  believed  to  be  on  the  way  to  importance  within  a  few  years. 

Groceries  and  prot^tstons.— England,  France,  and  Italy  are  the  main  participants 
in  this  line.  American  canned  and  dried  fruits,  chiefly  via  English  wholesalers, 
are  well  established,  and  with  several  American  condiments  comprise  a  steady  if 
minor  part  of  the  trade.     The  rule  is  payment  60  to  90  days  after  sight,  documents 

against  acceptance.  ^  ,  .  j  t^ 

Hardw;arc.— Chief  sources  of  hardware  are  Germany,  Belgium,  and  1^  ranee. 
This  is  one  of  the  more  important  items  of  import,  appearing  to  merit  careful 
American  study.  The  common  practice  of  payment  is  by  draft  30  to  90  days 
after  sight,  documents  against  acceptance.  .     .l  x     j        -^u 

Industrial  machinery.— A.  very  limited  but  potentially  important  trade,  with 
no  prevailing  credit  and  payment  practice.  Each  purchase  is  made  on  conditions 
indicated  by  its  nature  and  by  attending  circumstances.  Payment  is  mainly 
26  to  50  per  cent  in  advance  and  the  balance  payable  C.  O.  D.  Chief  sources 
are  England,  France,  and  Italy,  with  occasional  American  maports. 

Motor  ve/itcZes.— The  trade  is  chiefly  American.  American  t^rms  have  been 
principallv  cash  with  order,  rarely  C.  O.  D.,  and  almost  never  tune  allowance  of 
any  kind'.  Different  American  financing  plans  have  been  adopted  by  local 
agencies.  France  and  Italy,  the  minor  automotive  suppliers  to  this  market, 
usually  permit  C.  O.  D.  shipments.  .       ^  .^-    v.     • 

Notions  and  novelties.— FT&nce  has  a  practical  monopoly  of  this  business  in 
Ethiopia,  about  equally  on  open  account  and  C.  O.  D.,  depending  upon  the 
general  character  of  and  familiarity  with  the  importer.  There  have  been  odd 
purchases  from  American  manufacturers,  mainly  cash  with  order,  and  sometimes 
C.  O.  D.  if  bv  parcel  post.  ^  ^  ,^       .  ,j.    ■,      '        4. 

Paint  ondvarms/i.— Payment  varies  from  30  to  90  days  after  sight,  documents 
against  acceptance,  on  the  controlling  Belgian,  French,  and  English  products. 

Piece  goods.— Japanese  trade,  which  leads,  is  handled  for  Ethiopia  mainly 
through  Japanese  manufacturers'  direct  agencies  at  Bombay  and  Cairo,  borne 
local  importers  deal  directlv  with  factories  in  Japan.  Terms  are  ahnost  invari- 
ably irrevocable  confirmed*  letter  of  credit    with  payment  30  days  after  sight 

documents  against  acceptance.  ,.    ,  .    .^.  ,    ^    u-  «    *u         u 

English  (Manchester)  piece  goods  are  supplied  to  this  market  chiefly  through 
exporters  who  study  the  local  requirements  and  increasingly  endeavor  to  meet 
them  through  price  concessions  where  possible.  Generally  no  credit  facihties 
exist.     The  prevailing  practice  is  C.  O.  E).  ,      ^      j.      xi         xu         u 

Italian  manufacturers  are  willing  to  handle  any  size  of  order  directly  or  through 
exporters.  Their  credit  facilities  are  among  the  most  favorable  and  are  probably 
the  most  readily  available  here.  On  good  references  the  most  common  Itahan 
credit  practice  is  90  davs  after  date,  documents  against  acceptance. 

Indian  piece  goods,  'important  here,  art  handled  mainly  by  big  dealers  of  a 
speculating  sort,  centering  at  Bombay  and  Aden  (Arabia).  Consignment  is 
their  preferred  method,  but  shipments  are  made  on  this  basis  only  to  the  strongest 
local  Indian  firms.  Indian  cotton  goods  comprise  the  only  speculative  import 
business  of  any  importance  in  Ethiopia.  Such  practice  is  considered  rather 
harmful  to  local  trade  as  a  whole.  ,  . ,  x.  u   1       1  *    4. 

Czechoslovak  manufacturers  have  made  a  strong  bid  through  local  factory 
agencies  for  specialized  piece  goods,  including  chakhi  and  shawls  (known  as  thobs). 
The  present  business  slump  here  has  annulled  this  effort  for  the  time  being. 
C.  O.  D.  shipments  were  usual,  but  some  hnporters  were  granted  terms  of  one 

month  after  sight  of  draft.  ,.    -^  j  xx: 

American  lightweight  gray  sheetings  are  imported  m  very  limited  quantities 
through  Aden  firms,  generally  on  a  C.  O.  D.  basis.  ,   .^   ,      ,    .    .        ,  •  a 

French  trade  includes  no  piece  goods  of  the  standard  sort,  its  trade  being  chiefly 
in  cotton  blankets,  sewing  thread,  and  similar  Umited  and  speciahzed  cotton 
products.  Terms  are  C.  O.  D.  and  30  days  after  sight,  documents  against  accept- 
ance, about  equally  divided.  , ,     ,    .  .    ..1.         xx 

Belgium  also  does  a  good  business  in  cotton  blankets,  canvas,  and  other  cotton 
specialties,  C.  O.  D.  being  the  chief  method  of  settlement.  It  is  beheved  that  if 
and  when  the  amount  of  trade  so  justifies,  the  best  credit  and  payment  terms  can 
be  obtained  from  Belgian  manufacturers.  .     .   x     x-,        ^  •  i- 

Silk  goods  may  be  considered  in  passing  as  an  unportant  textile  subsidiary 
group      Silk  and  rayon  are  capable  of  important  developments  in  Ethiopia,  owing 
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to  the  native  fondness  for  gaudy  finery,  as  well  as  appreciation  of  quality  fabrics 
Liberal  terras  are  granted  by  the  chief  suppying  countries— France,  Italy,  Austria, 
and  Czechoslovakia.     The  open-account  method  is  most  common,  with  COD 
the  runner-up. 

Thread  and  yarn. — Practically  all  the  information  given  under  "Piece  goods" 
applies  to  threads  and  yarns. 

The  most  general  terms  are  so-called  "cash  ngainst  documents  " 
the  documents  usually  being  presented  at  the  Bank  of  Abyssinia,  the 
only  regular  banking  house  in  the  country.  Cash  against  documents 
may  be  considered  eqmvalent  to  C  O.  D.,  the  latter  term  being  locally 
applied  only  to  parcel-post  shipments.  Payments  for  parcel-post 
C.  O.  D.  shipments  are  similarly  handled  through  the  bank,  ft  is 
locally  considered  that  C.  O.  D.  is  the  best  compromise  between  cash 
m  advance  and  time  payment,  and  the  bank's  chief  commercial 
activity  has  been  in  this  direction. 

Credit  or  time  payment  of  varying  length  has  become  very  much  a 
part  of  Ethiopian  import  trade.  Ethiopia  is  comparatively  remote 
from  the  mam  trade  lanes,  although  Addis  Ababa,  the  capital,  is 
actually  only  three  days  by  rail  from  the  chief  coastal  entrance  at 
-Djibouti,  French  Somahland.  It  is  important  to  keep  in  mind  that 
the  foreign  trade  of  this  country  is  less  than  half  a  century  old. 

The  following  statement  represents  the  nean^st  possible  estimate 
of  the  relative  Ethiopian  prevalence  of  the  different  payment  and 
credit  terms  indicated : 

Per  cent 
Open  account 3 

Cash,  including  cash  with  order  and  cash  at  time  of  shipment"     20 

Sight  draft "35 

Time  draft lllllllllilll  20 

Letter  of  credit _I"I~"I"I"II~  5 

Consignment II"  "1111111  16 

FINLAND 

Aeeiatant  Commercial  Attach^  C.  Roderick  Matheson,  Helsinsfers 

Finnish  importers  as  a  general  practice  pay  cash  against  documents 
on  arrival  of  goods  for  commodities  in  which  they  deal.     On  the  whole 
firms  which  have  a  good  reputation  locally  do  not  without  good  cause 
refuse  goods  on  arrival,  although  such  cases  sometimes  occur. 

The  following  table  outlines  the  prevailing  practice  in  connection 
with  the  leading  commodities  of  import : 
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Commodity 

Import  term^ 

Local  sales  terms 

Agricultural  equipment: 
Machinery 

Cash  against  documents 

2  years  to  pay  (Installment). 
6  months  after  acceptance. 
12  days  net. 

30  days  net. 

Consignment  to  retailers. 

According  to  contract  terms. 

30  days  net,  or  90  days  after  accept- 
ance. 

30  days  net,  or  as  agreed. 

30  days  net,  or  90  days  after  accept- 
ance 

30  days  net,  or  up  to  90  days  after 
accejjtjmce. 

30  days  net. 
Do. 

90  days  after  acooptance  to  retailers. 

30  days  net. 
Do. 

Fertilizers,  etc 

do " 

Smaller  articles 

do 

Automotive  accessories: 
General 

do. 

Tires 

Build  in  g  material 

do '..", 

do 

Construction  machinery . . 

do. ::::::: 

Electrical  supplies 

Cash  to  6  months . 

Druggists'  sundries 

do 

Foodstuffs- 

Cash  against  documents 

Fibers 

do 

Flour 

do ■"■" 

Footwear- 

Fresh  fruits 

Cash  against  documents 

Vegetables 

—..do -  .""riiiiiiii 

Commodity 


Fuel ■ 

Furniture 

Groceries 

Hardware 

Hides  and  leather: 

Germany 

General 

Industrial  chemicals. 


Indiistrial  machinery. 

Jewelry 

Motor  vehicles 


Import  terms 


90  days  credit 

Up  to  90  days 

Cash  against  documents. 
do.... - -. 


90  days  after  acceptance. 

Cash  against  documents. 

do -.- 


Notions  and  novelties 

Office  equipment- 

Packing-house  products... 

Paint  and  varnish: 

England 

Germany 

others 

Plumbing     and     heating 
equipment. 

Printing  machinery 

Printing  supplies.———-. 

Sporting  goods... 

Stationery  and  books.—... 

Surgical  instruments 

Precision  instruments 

Theater  equipment 

Thread  and  yarn 

Tobacco. 

Wearing  apparel. 


.do. 


30  to  60  days  after  acceptance. 
Cash  against  documents 


Local  sales  terms 


15  to  30  days  net. 

Varied. 

30  days  net. 

.30  to  90  days  after  acceptance. 


to  90  days  after 


.do. 
-do. 
.do. 


60  days  net 

40  days  net 

Cash  against  documents...^.. 
30  to  90  days  after  acceptance. 


Cash  against  documents 

do. 

do 

Open  credit 

30  to  90  days  after  acceptance. 
do 


30  days  net  or  90  days  after  acceptance. 

180  days  on  open  credit.. 

do 


60  days  net. 

30  to  60  days  net. 

30  days  net,  or  up 

acceptance. 
30  days  or  more. 
Cash,  or  as  agreed. 
Cash,  or  up  to  12  to  18  months  by 

installments. 
30  to  90  days  net. 
According  to  contract  terms. 
30  days  net. 

90  to  180  days  net. 

90  to  120  days  net. 

90  days  net. 

30  days  net,  or  longer  after  gfeceptanoe. 

90  days  after  acceptance. 

Do. 
30  days  net. 

90  to  360  days  on  accounts. 
Cash. 

Do. 

Do. 
90  days  after  acceptance  to  retailers. 
30  days  net. 
30  days  less  4  per  cent,  or  90  days  net. 


FRANCE 

Acting  Commercial  Attach6  Daniel  J.  Reagan,  Paria 


Commodity 


Agricultural  equipment. 
Automotive  accessories. 


Building  material 

Construction  machinery. 
Electrical  equipment 


Terms 


Foodstuffs. 


Footwear — . 

Fuel,  ores,  etc 

Furniture 

Hardware 

Hides  and  leather 

Industrial  chemicals. .. 
Industrial  machinery. 

Iron  and  Steel 

Motor  vehicles 

Nations  and  novelties. 

OflSce  equipment 

Paint  and  varnish 

Paper . — 


60  to  90  days. 

30,  60,  and  90  days,  or  consignment,  or  cash  against  documents.  For 
these  products,  as  well  as  garage  equipment,  tools,  and  outboard 
motors,  when  a  French  representative  sells  to  a  local  customer  the 
latter  is  usually  required  to  pay  within  30  days  after  the  end  of  the 
month  of  delivery,  but  straight  terms  of  60  to  90  days  are  also  in 
current  practice,  a  discount  of  3  to  5  per  cent  being  allowed  for  cash. 

30,  60,  to  90  days,  or  consignment,  or  cash  against  documents. 

Cash  against  documents  or  30,  60,  to  90  days;  some  consignment. 

30,  60,  to  90  days,  but  cash  against  doeimients  is  also  usual  in  the  case 
of  large  equipment.  Terms  may  be  extended  to  as  much  as  6 
months,  but  generally  such  arrangements  provide  for  part  payment, 
one-foiu-th  or  one-third  cash  with  order.    When  long  terms  are 

.  extended,  the  buyers  are  generally  required  to  have  their  accep- 
tances guaranteed  by  leading  local  banks  or  American  banks  doing 
business  in  France. 

Cash  against  documents,  or  on  a  basis  of  3  to  30  days  after  sight  (or 
from  arrival  or  from  delivery).  The  usual  terms  for  perishable 
goods,  such  as  fresh  fruit  and  canned  goods,  are  3  days,  occasionally 
8  days.  Where  business  is  done  on  a  basis  of  cash  against  documents 
importers  are  required  to  open  an  irrevocable  credit  in  the  United 
States,  and  the  goods  are  paid  for  by  the  American  bank  upon 
delivery  of  the  shipping  documents  and  the  Department  of  Agri- 
culture's certificate.  Occdsionally.  imports  of  fresh,  canned,  or 
dried  fruit  are  partly  covered  with  order  at  so  much  per  case  or 
large  unit. 

30,  60,  to  90  days. 

30  to  90  days. 
Do. 

30,  60,  to  90  days;  or  cash  against  documents. 

30,  60,  to  90  days. 

30,  60,  to  90  days;  or  cash  against  documents. 

Cash  against  documents,  or  30.  60,  to  90  days;  some  consignment. 

30,  60,  to  90  days. 

Cash  against  documents,  or  30,  60,  to  90  days  (excepting  branches). 

Cash  against  documents,  or  30,  60,  to  90  days. 

30,  60,  to  90  days. 

30,  60,  to  90  days;  consignments  are  also  usual- 

30,  60,  to  90  days,  or  cash  against  documents. 
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Commodity 


Petroleum  and  petroleum  products. 


Plumoiiig  and  heating  equipment 

Printing  machinery 

Printing  supplies 

Radio  apparatus 

Railway  material  and  supplies 

Rubber  goods 

SpecJnlties 

Sporting  goods , 

S  tationery ,  books,  etc 

Surgical  and  precision  instruments 

Textiles 

Tobacco 

Wearing  apparel I.. 


Term* 


Confirmed  crtvlits  opened  in  New  1  ork,  New  Orleans,  or  other  ter 
ininals,  and  paid  for  upon  acceptance  of  the  shipment  or  upon 
delivery  of  shippmg  docdments. 
30,  60,  to  90  days,  or  cash  against  documents. 
Cash  against  documents,  or  30,  60,  to  90  days,  some  consignment 
Cash  agamst  documents,  or  30,  60,  to  90  days 
30,  60,  to  90  days.    Orders  usually  covered  by  irrevocable  letter  of 

credit  opened  in  New  York. 
30,  60,  to  90  duys. 
Do. 
Do. 
Do. 

30,  60.  to  90  days,  or  cash  against  documents. 

Do. 

Do. 
Government  monopoly. 
30,  60,  to  90  days. 


It  has  not  been  specified  whether  terms  are  so  many  ''days  after 
sight"  or  "days  after  date"  or  "documents  against  acceptance" 
In  view  of  the  present  communication  faciUties  the  differences  do  not 
really  matter,  as  in  most  cases  they  do  not  exceed  a  maximum  limit 
of  8  or  10  days  above  or  below  the  actual  30,  60,  or  90  day  terms  It 
is  hardly  possible  to  dwell  on  these  variations,  which  are  mostly 
specific  cases  left  to  the  discretion  of  the  contracting  parties. 

Although  a  large  share  of  the  trade  with  France  is  done  on  a  cash 
against  documents  basis,  the  usual  range  of  terms  granted  by  American 
exporters  to  French  importers  are  30,  60,  or.  90  day  sight  draft,  or 
documents  against  acceptance,  or  from  bill  of  lading  or  from  delivery 

Usual  discounts  may  be  as  high  as  5  per  cent  for  cash  with  order  or 
agamst  documents;  2  to  3  per  cent  for  payment  in  30  days;  2  to  3  per 
cent,  or  slightly  higher,  for  cash  on  arrival,  in  whi(^h  case  part  payment 
amountmg   to   one-fourth   or  one-third  is  made   with   each   order 
Payments  are  net  for  60  days  or  more. 

American  exporters  seldom  ship  goods  to  France  on  consignment 
Accordmg  to  French  law,  a  sale  is  considered  as  completed  the 
naoment  both  parties— that  is,  the  seller  and  the  buyer— agree  upon 
the  pnce  and  conditions  of  the  sale.  These  goods  immediately 
become  the  property  of  the  buyer,  even  if  they  are  not  paid  for  and 
even  though  they  may  not  be  actually  delivered. 

While  the  terms  granted  by  American  exporters  do  not  generally 
exceed  90  days,  and  at  most  6  months  in  exceptional  cases,  foreign 
exporters,  especially  German,  make  their  offers  attractive  by  currently 
granting  terms  of  6  months,  a  year,  or  longer.  This  is  particularly 
tnie  of  costly  eqmpment,  such  as  industrial  machinery,  where  Germans 
offer  terms  of  2,  3,  or  even  5  years 

Terms  granted  by  local  agents  of  American  firms  are  generally 
longer  than  those  which  they  themselves  receive.  Where  business  is 
done  on  a  basis  of  cash  against  documents  with  firms  in  the  United 
states,  distributors  often  have  to  grant  30  days  from  the  end  of  the 
month  of  dehvery  to  their  own  chent,  or  as  long  as  three  months  or 
longer.  ' 

The  fact  that  local  agents  of  American  firms  generally  grant  longer 
terms  to  their  own  clients  than  those  which  are  extended  to  the  agents 
by  American  firms  often  causes  American  firms  to  offer  the  agents 
some  sort  of  compensation,  such  as  aiding  them  in  advertising  the 
products  sold  by  granting  an  advertising  budget  or  extra  discount 
the  amount  of  which  must  be  used  for  advertismg.  ' 


FRENCH  AFRICA 

▼ice  Consul  John  J.  Coyle,  Dakar,  Senegal 

The  important  commodities  imported  from  the  United  States  into 
French  Africa  include  building  material,  fuel,  ores,  motor  vehicles 
and  automotive  accessories,  and  tobacco. 

Building  material. — The  leading  or  only  commodity  that  can  be  listed  in  this 
catagory  is  pitch  pine,  which  is  sold  through  American  branch  organizations. 

Fuel,  ores,  etc. — Products  so  designated,  including  petroleum  products,  are  also 
sold  through  branches  of  American  organizations. 

Motor  vehicles. — Motor  vehicles  and  automotive  accessories  are  sold  on  the 
basis  of  90-day  sight  draft,  documents  against  acceptance. 

Tobacco. — Leaf  tobacco  is  now  sold  on  a  basis  of  90  days  after  sight,  although 
a  great  deal  of  it  was  formerly  sold  on  a  consignment  basis. 

French  exporters  grant  from  60  to  180  days  to  importers  in  French 
West  Africa;  these  are  regarded  as  very  Uberal  terms. 

The  approximate  percentages  of  the  importing  into  French  West 
Africa  done  under  the  various  methods  of  payment,  are  as  follows: 

Per  cent 

Open  account 5 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment.  I  5 
Sight  draft,  including  cash  on  delivery  shipments  and  sight 

draft  to  railroad  bill  of  lading 20 

Time  draft '_~~  qq 

Letter  of  credit IIIIIIIII  5 

Consignment IIIIII  5 

FRENCH  GUIANA 

Consul  Harold  E.  Riggs,  Georgetown 

All  commodities,  30  days  after  sight,  documents  against  acceptance. 
French  firms  grant  up  to  90  days  after  sight  on  established  accounts,  but 
American  firms  do  the  greater  part  of  their  business  on  a  30-day  draft 
acceptance  basis.  It  is  not  generally  considered  advisable  to  extend 
credits,  or  sell  on  long  terms  to  business  houses  in  French  Guiana. 
Initial  shipments  with  new  customers  are  conducted  on  a  cash  basis 
or  on  a  basis  of  sight  draft,  documents  against  payment,  until  business 
relations  warrant  other  terms. 

FRENCH  INDO-CHINA 

Consul  Henry  S.  Waterman.  Saifon 

In  estimating  the  percentage  of  business  carried  on  under  the  various 
terms  of  payment  it  will  be  necessary  in  order  to  suit  local  conditions, 
to  divide  the  imports  into  two  general  classes: 

1.  Heavy  machinery  and  hardware,  automobiles,  agricultural 
equipment,  fresh  fruits  and  vegetables — 90  per  cent  letter  of  credit 
and  10  per  cent  documents  against  payment. 

2.  Groceries,  small  hardware,  automobile  accessories,  notions  and 
^9Ye[ties,  sporting  goods,  cigarettes,  or,  in  general,  those  articles 
which  are  either  imported  in  small  quantities  or  are  retailed  here  in 
inexpensive  lots —  40  per  cent  letter  of  credit,  10  per  cent  open  account, 
10  per  cent  30  to  60  days  after  sight,  documents  against  acceptance,' 
and  40  per  cent  documents  against  payment. 

The  generally  accepted   terms  both  for  import  and  for  export 
especially  when  opening  new  accounts,  are  irrevocable  confirmed  let^ 
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ter  of  credit.     The  large  import  and  export  houses  exact  those  terms 
for  export,  and  are  largely  prepared  to  comply  with  them  for  import. 

Agents  representing  American  firms  are  accustomed  to  pajdng 
documents  against  payment,  but  old  connections  are  sometimes,  but 
rarely,  granted  30  or  60  d&js.  Open-account  business  is  seldom 
done.  The  large  recognized  importing  houses  seldom  ask  for  terms 
better  than  documents  against  payment. 

French  exporters  grant  very  hberal  terms,  up  to  120  days  or  even 
longer,  as  they  have  every  faciUty  for  obtaining  accurate  credit 
ratings.  Itahan  and  German  terms  are  similar  to  American,  although 
possibly  sUghtly  more  lenient.  The  British  and  Japanese,  having 
well-established  banks  in  French  Indo-China,  are  in  a  better  position 
than  any  other  foreign  countries,  with  the  exception  of  the  French,  to 
obtain  credit  ratings.  The  British,  particularly  with  their  machmery 
fines,  are  able  to  grant  their  customers  long  credits,  as  the  commercial 
paper  is  immediately  discounted  in  their  own  local  l)anks. 

FRENCH  WEST  INDIES  (MARTINIQUE  AND  GUADELOUPE) 

Consul  James  E.  Parks,  Martinique 


Commodity 


Agricultural  equipment. 
Automobile  accessories. . 
Building  material 


Electrical  supplies. 
Flour 


Footwear. 


Terms 


Fresh  fruits  and  vegetables. 

Fuel  (coal ,  car  go  lots) 

Groceries  and  provisions — 

Hardware,  tools,  etc 

Hides  and  leather 


Fertilizers - 


Industrial  machinery — 

Motor  vehicles 

Notions  and  novelties... 

Office  equipment 

Packing-house  products. 

Paint  and  varnish 

Piece  goods 


Plumbing  supplies 

Radio  equipment 

Railway  material  and  supplies 


Stationery,  books,  etc... 
Theater  equipment,  etc. 

Tobacco 

Wearing  apparel 


Cash  against  documents. 

Invoice  30  and  60  days  after  sight,  less  1  to  3  per  cent  for  cash.  Freight 
paid  on  arrival. 

Cash  against  documents. 

Cash  against  documents;  some  open  account;  some  30,  46,  or  60  days 
after  sight,  less  discount  of  10  to  16  cents  per  barrel  for  cash  on  pre- 
sentation of  documents. 

Cash  against  documents  when  purchased  direct  from  manufacturer 
and  30  to  90  days'  credit  when  purchased  through  French  commis- 
sion houses. 

Cash  against  documents  and  open  accoiuit. 

Cash  against  documents. 

Cash  against  documents;  some  open  account. 

Cash  against  documents. 

Cash  against  docuinents  when  ordered  dirert  from  producers,  and  30 
to  60  days  when  purchased  through  French  commission  merchants. 

Cash  against  documents;  and  in  case  of  large  orders,  confirmed  irre- 
vocable bank  credit. 

Cash  against  documents. 

Inevocable  confirmed  letter  of  credit. 

Credit  of  30  to  60  days. 

Cash  against  documents. 

Cash  against  documents,  and  credit  of  30  days. 

Cash  against  documents. 

Usually  purchased  through  French  commiission  house,  which  grants 
credit  of  30  to  W<1  ays. 

Cash  against  documents. 

Cash  against  documents  for  American  material,  but  when  purchased 

through  French  commission  merchants',  credit  of  30  to  60  days. 
Letter  of  credit. 
Cash  against  documents. 

Do. 
30  to  60  days,  and  open  account. 


There  is  no  hard  and  fast  standard  of  credit  terms  among  the  mer- 
chants of  Martinique  and  Guadelouije.  The  terms  of  credit  granted 
to  well-known  and  reUable  firms  are  usually  30  to  60  days,  with  a  2  to 
2)^  per  cent  discount  for  cash;  in  a  few  exceptional  cases,  however, 
90  days'  credit  is  allowed.  Credit  of  more  than  30  days  is  allowed  by 
commission  houses  in  Fi-ance  and  the  United  States  to  a  few  local 
firms  who  have  open  accounts.  In  general,  the  leading  foreign 
(French  and  Belgian)  competitors  sell  in  this  market  on  credit  of  30 
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days  or  for  cash  against  documents,  although  a  considerable  number 
of  firms  m  Martmique  buy  on  open  account.  These  include  old 
well-established  houses  which  entrust  the  purchase  of  practically  all 
their  goods  to  comnussion  houses  in  France.  Practically  no  open- 
account  trading  is  resorted  to  in  Guadeloupe. 

Cash  with  order  or  cash  at  time  of  shipment  is  not  practiced  except 
by  small  unknown  firms  who  are  placing  trial  orders  for  a  limited 
quantity  of  merchandise. 

^  Accx)rding  to  reUable  estimates,  fully  45  per  cent  of  the  importing 
mto  the  French  West  Indies  is  done  on  the  basis  of  cash  against  docu- 
ments. Of  the  remaimng  55  per  cent,  approximately  25  per  cent  is 
done  on  open  account  by  the  Martmique  firms  which  have  been  re- 
ferred to,  and  20  per  cent  on  time-draft  basis. 

GERMANY 

Assistant  Commercial  Attach^  Douglas  Miller,  Berlin 


Commodity 


Agricultural  equipment- 


Terms 


Automotive  accessories.. 
Construction  machinery. 


Druggists'  sundries - 
Electrical  supplies.. 


Feeds  tuffs 

Fibers 

Flour... ; 

Footwear.. 

Fresh  fruits  and  vegetables: 
Oranges.. 


Apples- 


Fuels,  ores,  etc 

Groceries  and  provisions. 


Hardware 

Hides  and  leather: 

Hides 

Leather 


Industrial  chemicals: 
Heavy  chemicals. 
Other  chemicals.. 


Industrial  machinery - 


Motor  vehicles 

Notions  and  novelties     .    .. 

Packing-house  products 

Paint  and  varnish.. 

Piece  goods 

Plumbing  and  heating  equipmentl 
i'rinting  machinery  and  supplies.. 

Radio  apparatus 

Sporting  goods ....'. 

Stationery,  books,  etc 

Surgical  and  precision  instruments 

lobacco 

Wearing  apparel: 

Corsets _.. 

Hats ■ 


Sold  through  branch  houses.    Delivery  takes  place  usually  in  June 
and  July  and  machhies  are  paid  for  in  two  instalhnents— half  hi 
November  of  the  same  year  and  half  in  November  of  ne.\t  vear 
Tractors  are  usuaUy  sold  either  on  a  basis  of  18  monthly  installments 
°L^.  V^  quarterly  installments,  interest  of  2  per  cent  above  the 
on°*™£«  j^'^'"^^"  ^^^  ^^^  •^*^'"'?  charged  by  the  financing  institutes 
30  to  60  days  after  sight,  documents  against  acceptance 
Usually  through  finance  houses,  credits  from  6  to  12  months  are 

extended. 
30  to  90  days  after  sight,  documents  against  acceptance 
From  cash  against  documents  to  60  days  after  sight,  documents 
against  acceptance.  t**"auK, 

Cash  against  documents. 
Do. 
Do. 
60  to  120  days  after  sight,  documents  against  acceptance. 

85  per  cent  sold  on  auction,  balance  under  private  agreement:  usuallv 
sent  on  consignment,  and  an  advance  made  at  the  beginning  of  the 
season;  balance  of  sales  price  remitted  2  davs  after  auction 
*^  '9J^^  ^'^^^  ^°^^  ^'  auction,  balance  under  private  agreement  Of 
the  60  to  70  per  cent  about  one-half  is  bought  outright,  f  o  b  shin- 
ping  port  United  States,  and  the  other  half  shipped  on  consignment 

Cash  against  documents. 

Mostly  cash  against  documents;  some,  30  to  60  days  after  siitht 
documents  against  acceptance. 

30  to  60  days  after  sight,  documents  against  acceptance. 

Cash  against  documents. 

^^^P  after  sight  in  open  accoiuit,  with  5  per  cent  cash  discount. 
90  days  net  against  acceptance  30  days  after  receipt  of  goods. 

Cash  against  documents. 

30  to  60  days  after  sight,  doc^uments  against  acceptance. 

Lettere  of  credit  established  with  order  with  American  or  German 

Through  financing  companies. 

30  to  60  days  after  sight,  documents  against  acceptance. 

Cash  agamst  documents.. 

on  *°  ^  ^^^^  ^^}^^  ^^^^^'  documents  against  acceptance. 
SO  to  60  days  after  sight,  documents  against  acceptance. 

Through  financing  conipanies,  terms  ranging  from  24  to  36  months 

extended  to  German  buyers. 

o2  J°  ^  ^^^'^  ^^^^  ^^S^*'  documents  against  acceptance 
30  to  90  days  after  sight,  documents  against  acceptance 
90  days  after  sight,  documents  against  acceptance 
30  to  60  days  after  sight,  documents  against  acceptance. 
Cash  against  documents. 

30  days  after  sight,  with  2  per  cent  discount;  60  days  net 
90  days,  cash  against  documents. 


or 


I 
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t 
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GREECE 

Assistant  Commercial  Attach^  Ralph  B.  Cnrren,  Athens 


Commodity 


Agricultural  equipment: 
Small  implements- - 

Large  machinery 

Automotive  accessories. 

Building  material 


American  terms 


Construction  machinery . 
Druggists'  sundries 


Electrical  supplies. 


Foodstuffs.. 
Fibers,  raw. 

Flour 

Footwear... 


«iO  to  120  days  after  sight,  documents 
.'igainst  acceptance. 

180  to  365  days  after  sight,  documents 
against  acceptance. 

60  to  90  days  after  sight,  documents 
against  acceptance. 

Letter  of  credit,  NTew  York ;  documents 
against  payment;  or  m  to  90  days 
after  sight,  documents  against  ac- 
ceptance. 

Negligible ...    . 


Fresh    fruits    and    vege- 
tables. 

Fuel  and  ores: 

Petroleum  products 

Coal.. 

Other  ores 


Documents  against  pa>nnent;  60  to  90 
days  after  date,  documents  against 
acceptance. 

60  to  120  days  after  sight,  documents 
against  acceptance. 

Letter  of  credit;  documents  against 

payment  at  destination 
Negligible 


Letter  of  credit;  documents  against 

payment  at  destination. 
Negligible 


Furniture 

Groceries  and  provisions 

Hardware 

Hides  and  leather 

Industrial  chemicals 


Industrial  machinerv. 


Jewelry... 

Motor  vehicles- 


Documents  against  payment  at  desti- 
nation. 


.do- 
-do. 


60  to  90  days  after  sight,  documents 

against  acceptance. 
do.. 


Notions  and  novelties. 


OflBce  equipment. 


Paint  and  varnish. 
Piece  goods 


Plumbing    and    heating 

equipment. 
Printing  machinery  and 

supplies. 
Radio  apparatus 


Documents  against  payment  at  desti- 
nation. 

60  to  90  days  after  sight,  documents 
against  acceptance. 

50  per  cent  cash  with  order;  balance, 
documents  against  payment  at  des- 
tination: 60  days  after  date,  docu- 
ments against  acceptant-e. 

Documents  against  payment;  30  to  60 
days  after  sight,  documents  against 
acceptance. 

60  to  90  days  after  sight,  documents 
against  acceptance. 

Negligible.. 

Letter  of  credit  at  port  of  shipment; 
documents  against  sight  draft, 
covered  or  uncovered  by  banker's 
guaranty;  4  to  18  months'  credit 
against  one  or  more  drafts  covered 
by  banker's  guaranty,  or  when  ship- 
ment is  made  through  a  finance 
company,  against  de;iier's  paper 
accompanied  by  a  private  agree- 
ment vesting  ownershii-  of  car  in  the 
finance  company  until  final  pay- 
ment. 

Documents  against  payment  at  desti- 
nation; 60  days  after  sight,  docu- 
ments against  acceptance. 

do. 


60  to  90  days  after  sight  documents 
against  acceptance. 

Documents  against  payment  at  desti- 
nation; 90  days  after  date,  docu- 
ments against  acceptauie. 

Negligible 


Railway    material     and 
supplies. 


Documents  against  payment  at  desti- 
nation. 

Documents  against  payment  at  desti- 
nation; 60  to  yo  days  after  date,  docu- 
ments against  acceptance. 

Letter  of  credit;  documents  against 
payment  at  destination. 


European  termi 


90  to  1X0  days  after  sight,  documents 
against  acceptance;  also  straight 
consignment. 

90  to  rjo  days  after  sight,  documents 
against  acceptance. 


60  to  120  days  after  sight,  documents 

against  acceptance, 
f  0  to  180  days  after  sight,  documents 

against    acceptance;   also  straight 

consignment. 
Do. 


Similar  to  American  termi. 

60  to  90  days  aft«r  sight,  documents 

gainst  acceptance. 
Similar  to  American  terms. 

60  to  90  days  after  sight,  <locimients 

against  acceptance. 
Open   iiccount;   documents   against 

payment  at  destination. 


'Similar  to  American  termi. 

90  to  120  ilays  after  sight,  documents 
again.st  acceptance. 
Do. 

90  to  180  days  after  sight,  documents 
against  acceptsiuce. 

Documents  again.st  payment  at  des- 
tination; 45  to  90  days  after  sight, 
documents  against  acceptance. 

Documents  against  payment;  60  to 
120  days  after  sight,  documents 
against  ficceptance. 

90  to  180  days  after  sight,  documents 
agaln.st  acceptance. 

6  to  12  months. 

Similar  to  American  terms. 


90  to  160  days  after  sight,  <tocuments 
againpt  acceptance. 

90  to  15(t  days  after  sight,  documents 

against   acceptance;   also  straight 

consignment. 
90  to  120  days  after  sight,  <locuments 

against  acceptance. 
90  to  180  days  aft^r  sight,  documents 

against  acceptance. 

Do. 

120  to  180  days  after  sight,  ttocuments 
against  acceptance. 
Do. 


Similar  to  Amerloan  term& 
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Commodity 


Sporting  goods... 


Stationery,  books,  etc.: 
Stationery 

Books 

Surgical     and     precision 

instruments. 
Theater  equipment 

Thread  and  yarn 

Tobacco 

Cigars. 

Wearing  apparel 


American  terms 


European  terms 


Documents  against  paj-ment  at  desti- 
nation; 60  to  90  days  after  sight, 
documents  against  acceptance. 

Documents  against  payment  at  desti- 
nation; 60  days  after  sight,  docu- 
ments against  acceptance. 

Cash  with  order,  or  C.  O.  D 

Documents  against  payment  at  desti- 
nation. 

6  to  12  month  sight  draft;  for  expensive 
talking  motion-picture  equipment, 
even  longer. 

Documents  against  payment  at  desti- 
nation; 90  days  aft«r  date,  docu- 
ments against  acceptance. 

Cash  with  order 

Documents  against  payment  at  desti- 
nation. 

Documents  against  paj-ment  at  desti- 
nation; 90  days  after  date,  docu- 
ments against  acceptance. 


'.;()  to  120  da.vs  after  sight,  documents 
against  uccojitance. 


Similar  to  .\merican  terms. 

90  to  150  days  after  sight,  documents 

against  acceptance. 
Similar  to  American  t«rms. 


90  to  180  days  after  sight,  documents 
against  acceptance. 


'Similar  to  American  terms. 

90  to  180  days  after  sight,  documents 
against  acceptance. 


Favorable  credit  terms  are  essential  in  Greece  by  reason  of  the 
agncultural  nature  of  enterprises  and  of  the  money  scarcity  Greece 
IS  to  be  considered  a  price  market.  Local  merchants  ca^ry  Umited 
stocks  of  a  yanety  of  goods  and  operate  on  small  capital  investments 
Importers  and  dealers  prefer  to  place  their  orders  through  commission 
agents  acting  as  local  exclusive  representatives  of  foreij-n  manu- 
tacturere.  Goods,  however,  are  mostly  shipped  direct  to  the  importer 
wholesaler  or  retailer,  unless  the  representative  is  also  a  distnbutor 
and  carries  stocks  to  meet  the  demand  of  the  market. 

GREENLAND 

Commercial  Attach^  H.  Sorensen,  Copenhagen 

All  supplies  that  go  to  Greenland  are  sent  from  Denmark  and 
Greenland  is  therefore  to  be  considered  as  a  part  of  the  Danish 
market,  with  credit  terms  the  same  as  those  apptying  to  Demnark. 

GUATEMALA 

J.  E.  Dyer,  Clerk  to  Commercial  Attache,  Guatemala 


Commodity 


Agricultiural  equipment . 

Automobile  accessories  . 
Building  material   


Construction  machinery. 
Druggists'  sundries '_. 


Terms 


Electrical  supplies 

Flour 

Footwear ."" 

Fresh  fruits  and  vegetables. . 
Furniture  (beds) 

Groceries  and  provisions 


90  days  after  sight  documents  against  acceptance,  with  3  to  5  oer  cent 
discount  for  cash  on  receipt  of  documents  J  w  .'•  per  cent 

pn  t^  ^.  ^^^'^  ^^}^^  ^^^^^'  docunienis  agamst  acceptance. 
perSnL^'"  "'^    '  ^°^"™^"«s  ^^ainst  accepianco.  interest  at  8 

Irrevocable  letter  of  credit. 

United  States,  («  days  after  si;.'ht.  documents  against  acceotance 
I  ranee,  sometimes  on  open  account.    The  re;t  of  FuroiMTSn  t?f^ 
days  after  date    documents  against  acce  Kance  'and^  in  s^^ 
circumstances.  90  to  180  days  after  date.  doJumenis  aSit  a^^ 

S  !°  ^  ^^^'^  ^^}^^  ^J^l^^'  documents  against  acceptance. 
30  to  m  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance 
Cash  10  days  after  shipment. 


England,  60  days  after  date,  documen"traIa1nst;?feXn?r^^^^^^ 
and  German  manufacturers,  60  days  after  sight,  documents  agS 
acceptance.    German,  French,  Spanish  and  Italian  expert  S 
chants  give  terms  of  60  days  to  6  months,  interest  being  c&ed^ 
8  per  cent  from  date  of  shipment.  t-uargea  as 


f 
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Hardware - 


Commodity 


Industrial  machinery 
Jewelry 


Leather. 


Motor  vehicles 

Notions  and  novelties. 


Terms 


OflBce  equipment. 


Packing-house  products- 
Paint  and  varnish 


Piece  goods. 


Plumbing  and  heating  equipment 


Pnnting  machinery  and  supplies 

Radio  apparatus 

Sporting  goods 

Stationery,  books,  etc. 


Surgical  and  precision  instruments. 


Thread  and  yam 

Tobacco... ' 

Wearing  apparel  (men 's) 


Sight  draft,  documents  against  payment;  open  account-  and  30  to  fin 
days  after  sight,  documents  against  ac-Vptance  ^" 

Irrevocable  letter  of  credit.  ptaxii.e. 

United  States,  opt-n  account,  and  30  to  60  days  after  sicht   drtcn 
ments  against  acceptance.    Europe,  90  to  120  days  after  sSit  dS?n' 
ments  against  acceptance;  up  to  6  months         *  ^^^'  '*'^"" 

anc?  ^"""^  ^  ^^^^  ^^*^'  ^'^^^'  «^ociimonts  against  accept- 

Irrevocable  letter  of  credit. 
^Sc?eiSc?^'  ^°^  ^"^"^  ^^^^  ^'^«'  "^S^*'  'I'^cuments  against 

^SJ?e!^SiClfirr'o?Se^d^^" 

6%f) t^y^i^^r-lfg^h^tcTm^^^^^^^^^^^^^  ,,,,  ,,  ^ 

Pipe  from  United  States,  Belgium,  and  England  60  to  90  <lav<5  aff^r 
wSf '  documents  against  acceptance,  interlst  at  H  per  cent  sanitary 
ware,  documents  against  payment,  and  30  to  60  dav?afie?Sh? 
documents  against  acceptance.  "  «-u  w  ua>b  aiier  sigbt, 

?iSS  f^^i  *°'^  ''^i"^  ^'■^"'  documents  against  payment. 

^/iT^^^r^'^^^^' d°^^"""<^s  against  payment. 

60  to  90  days  after  .<ight,  documents  against  acceptance 

ac^ep'SS:''  ""^  ''  '^  ""  ^^^  ^^^'  «ight.^d:iument«  against 


30,  to  60  days'aft.rr-srght:'documen^^  kg-iin^t^ScSepS' 
sold  direct  to  consumer,  cash  with  order  ""•-^P'-ance. 

^^h^^^^^l®"*  ^^t®-  documents  against  acc<i)i.ance. 
bignt  draft,  documents  against  payment  and  30  days  after 
^^documents  against  acceptance.  '^^  <iM  uays  aucr 

60  days  after  sight,  documents  against  acceptance. 


balance 
When 


sight. 


r'^hT^  ".^  *  ^''^^  "^  f°y  T'  uniformity  of  the  terms  or  credit  granted 
Serchrts'"    "^^"''''^    ^^    "^"^^"'^"'^    manufacturers    and  ^eS 

nonr'iri^  fc^oTtiX^t  ^oir^roti'is 

cSit^otsJSolS  ''^''"•"'^-  '^'^^  -^'--«  finn  aTk^s^r 
formerly  the  European  manufacturers  and  exporters  granted  more 
S  now  tt'^^  ^''  ordinarily  given  by  the  Americanos  This 
IS  not  now  the  case  generaUy,  although  it  still  holds  good  in  some  Unes 
Except  where  otherwise  stated,  American  and  Eun  peTn  exD()^J^^^^^^ 
grant  practically  the  same  terms.  i^uiopean  exporters 

HAITI 

Vice  Consul  George  D.  LaMont,  Port  au  Prince 


Commodity 


Automotive  accessories. 


Flour 

Perishable  foodstuils. 


Terms 


""accoSt^g?  N^%S.*'  ^""""^'^'^  "^^°^*  acceptance,  or  through  credit 
90  days  after  sight,  documents  against  acceptance 
Si^'Seot""^"™"'^  ^^^'-'^^  "-'"'-"'  "  ^'^«  <.raa,  documents 


account  in  New  Yorii. 


3o?Jr^:s  ft^rsx^^s -ituf.ttf.zr,x 
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of  American  paints  is  accustomed  to  180  days  after  sight,  documents 
against  acceptance. 

Credit  terms  on  shipments  to  Haiti  are  usually  governed  by  the 
financial  standing  and  integrity  of  the  importing  firm.  Some  finns 
prefer  to  pay  cash  and  receive  a  discount,  while  other  firms  importing 
the  same  merchandise  may  receive  from  30  to  90  days'  credit.  There 
are  no  usual  terms  for  specific  commodities  except  those  listed  in  the 
preceding  table. 

In  general,  foreign  competitors  grant  the  same  terms  as  American 
firms.  Some  ship  only  against  sight  draft,  but  most  of  them  grant 
from  30  to  120  days'  credit. 

The  following  shows  the  approximate  percentage  of  imports  on  the 
various  credit  bases: 

Per  cent 

Open  account 5 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment.  _  5 
Sight  draft  including  C.   O.   D.   shipments  and  sight  draft 

to  railroad  bill  of  lading 30 

Time  draft,  including  drafts  at days  after  sight  and 

days  after  date,  documents  against  acceptance 40 

Letter  of  credit,  including  irrevocable  confirmed,  irrevocable 

unconfirmed,  and  revocable 20 

HONDURAS 

Vice  Consul  Stanley  G.  Slavens,  Tegucigalpa,  Honduras 


Commodity 


Agricultural  equipment 

Automobile  accessories 

Building  material 

Construction  machinery 

Druggists'  sundries 

Electrical  supplies 

Foodstuffs 

Flour 

Footwear.- 

Fresh  fruits  and  vegetables. 

Fuels,  oils,  etc 

Furniture 

Groceries  and  provisions 

Hardware 

Hides  and  leather 

Industrial  chemicals 

Industrial  machinery 

Jewelry 

Motor  vehicles 

Notions  and  novelties 

Office  equipment 

Packing-house  products 

Paint  and  varnish 

Piece  goods 

Plumbing  and  heating  equipment 
Printing  machinery  and  supplies  . 

Radio  apparatus 

Railway  material  and  supplies 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and   physicians'   instru- 
ments. 

Theater  equipment 

Thread  and  yam 

Wearing  apparel. 


Terms 


Open  account.    This  equipment  is  handled  principally  by  large  finiui 
which  can  order  on  open  account. 

Cash  to  sight. 

Cash  to  30  days  after  sight,  documents  against  acceptance. 
Do. 

30  to  180  days  after  sight,  documents  against  acceptance. 

Cash  to  30  days  after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  docimients  against  acceptance. 
Do. 

60  to  90  da>^  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment. 

Open  account.    (See  Agricultural  equipment.) 

30  to  90  days  after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  documents  against  acceptance. 

30  to  90  days  after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  documents  against  acceptance. 

30  to  120  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment. 

90  days  after  sight,  documents  against  acceptance. 

Cash. 

30  to  90  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment,  to  30  days,  documents 
against  acceptance. 

30  to  90  days  after  sight,  documents  against  acceptance. 

Open  account.     (See  Agricultural  equipment.) 

30  to  90  days  after  sight,  docmm-nts  against  acceptance. 

Open  account,  to  30  days  after  sight,  documents  against  acceptance. 

Cash,  to  10  months  after  sight  (frequently  by  installments). 

Cash,  and  sight  draft,  documents  against  payment. 

These  items  are  all  imported  by  American  companies  which  com- 
plete their  iransactious  m  the  United  States. 

Sight  draft,  documents  against  payment,  to  60  days  after  sight, 
documents  against  acceptance. 

Sight  draft,  documents  against  payment,  to  90  days  after  sight,  docu- 
ments against  acceptance. 

Cash,  and  sight  draft,  documents  against  payment. 

Do. 

30  to  90  days  after  sight,  documents  against  acceptance. 
Do. 


iAmmHa 
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l.JJ^'^  ^""T"^'?^  *^.y^  naturally  applies  only  to  importations  made 
«L  T!^  T  ^""fi  ^^^^^.l^i^l^  fi^st  category,  which  makes  purchases 
and  payments  m  the  United  States. 

Credit  and  payment  terms  in  Honduras  depend  on  the  customer 
rather  than  the  commodity  involved.  This  is  due  to  the  fact  that 
most  commercial  enterprises  which  import  merchandise  import  a  wide 
variety  of  products.  ^ 

The  difference  in  credit  ratings  of  purchasers  situated  in  Honduras 
is  extraordinary.  Importers  range  from  large  companies  which  huv 
equipment  and  supphes  for  their  own  use  as  well  as  for  distribution 
m  their  commissaries,  to  small  merchants  operating  general  stores 
m  towns  that  are  reaUy  vUlages.  The  unusual  factor  is  that  both 
extremes  handle  general  merchandise,  and  are  accustomed  to  satisfy 
most  ot  the  wants  of  then-  respective  communities. 

The  fact  that  the  large  wholesaler  houses  do  retail  business  and 
maintain  branch  stores  accounts  for  the  phenomenon  of  very  small 
and  insignificant  firms  being  direct  importers.  The  wholesaler  is  in 
many  instances  the  competitor  of  the  retailer  rather  than  his  source 
ol  supply  and  apparently  in  the  majority  of  cases,  orders  for  his  own 
retail  establishments  rather  than  for  the  general  trade 

This  condition  and  the  prevailing  practice  of  handling  general 
merchandise  account  for  the  prevalence  of  the  commission  agent 
throiigh  whom,  it  is  estimated,  about  60  per  cent  of  importations  into 
Honduras  are  made,  apart  from  those  for  the  Ameri(ran  companies  in 
the  hrst  category.  The  commission  agent  is  the  medhim  whereby 
the  manufacturer  or  exporter  can  reach  the  mass  of  importers  •  the 
wholesale  distributor  is  frequently  an  importer  for  his  own  purposes 
and  does  not  offer  the  same  probabiHty  of  effecting  distribution 
generally  if  the  exclusive  rights  are  left  in  his  hands.  The  commission 
agent  is  also  the  means  whereby  the  small  importer  is  enabled  to 
order  a  number  of  articles  in  small  lots  without  undue  inconvenience 
to  himself. 

It  is  also  estimated  that  about  20  per  cent  of  the  importations  are 
made  through  traveling  salesmen  and  about  20  per  cent  as  a  result  of 
direct  orders.  Direct  ordering  is  utilized  chiefly  by  the  larger  more 
widely  connected  firms  in  Honduras. 

It  is  believed  that  to  classify  credit  and  payment  terms  accordinff 
to  commodities  does  not  present  a  clear  picture  of  actual  practice  in 
Honduras      There  are  hardly  any  chmrly  defined  commodrty  groups 
Individuals  or  concerns  which  have  the  means  or  capacity  are  likely 
to  enter  any  field  of  industry  if  an  opportunity  for  profit  is  indicated 

I^ntish  and  French  houses  usually  giant  90  to  180  days  and  German 
houses  30  to  60  days  after  sight. 

Although  it  is  impossible  to  estimate  the  percentage  of  importations 
into  Honduras  on   different  bases,   little  merchandise  is  imported 
on  consignment,  time  drafts  are  the  most  common  form  of  term 
accorded  to  merchants  in  Honduras,  and  sight  drafts,  letters  of  credit 
cash,  and  open  account  are  all  employed  to  some  extent.  ' 
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Commodity 


Agricultural  equipment. 
Automobile  accessories.. 
Building  material 


Construction  machinery. 


Druggists'  sundries. 
Electrical  supplies.. 
Fibers,  raw , 


Footwear. 


Fresh  fruits. 


Fuel,  ores,  etc 

Groceries  and  provisions _ 
Hardware 


Hides  and  leather. 


Industrial  chemicals. .. 

Industrial  machinery.. 

Motor  vehicles. 

Notions  and  novelties. 


Office  equipment-. 
Paint  and  varnish. 


Piece  goods 

Plumbing  and  heating. 

Printing  machinery 


Radio  apparatus. 
Sporting  goods.. 


Stationery,  books,  etc. 


Theater  equipment. 
Thread  and  yarn... 
Tobacco 


American  terms 


90  days  after  sight,  documents  against 
acceptance. 

60  days  after  sight,  documents  against 
acceptance. 

30  days  after  sight;  merchandise  usu- 
ally shipped  from  European  ware- 
houses. 

One-third  cash,  balance  90  days  from 
arrival. 

Cash  on  delivery 

Cash  with  order 

6  months  against  bank  guaranty 

90  days  after  date,  documents  against 
acceptance. 


Cash. 


Cash  against  documents 

90  days  after  sight;  bank  guaranty.. 
120  days  after  date;  bank  guaranty. 


Cash  against  documents. 


Foreign  terms 


60  to  90  days  after  sight,  documents 
against  acceptance. 

Cash  on  delivery 

120  days;  bank  guaranty.. 


90  to  180  days  after  sight,  documents 
against  acceptance. 

Cash  on  delivery 

90  days  after  sight;  bank  guaranty 

30  to  90  days,  open  credit 

30  days  2  per  cent  discount,  60  days 

net. 
25  per  cent  cash  with  order,  balance 

over  3  years,  with  interest. 

rash  on  delivery. 

30  days,  discount ;  90  days  net 


Cash  with  order. 


do - 

Import  negligible 

Cash  on  terras  of  bids;  cigarettes  on 
consignment. 


Canada,  1  to  IH  years;  bank  guar- 
anty. 

(lormany,  up  to  4  months  open  credit 
from  arrival  of  merchandise. 

Rumania  and  Yugoslavia,  90  days, 
open  credit. 

Germany,  1  year  or  more  open  credit. 

Germany,  open  credit  up  to  90  days. 

Germany,  3  to  9  months,  open  credit. 

Egypt,  6  months  against  bank  guar- 
anty. 

Czechoslovakia,  90  days  after  date, 
documents  against  acceptance;  but 
more  lenient  about  meeting  pay- 
ment on  date. 

Italy  and  Spain,  30  to  60  days,  open 
credit. 

England,  cash  against  documents. 

Portugal,  90  days,  open  credit. 

Germany,  3  to  6  months,  open  credit; 
also  consignment. 

30  to  GO  days.with  2  per  cent  discount; 
W  to  120  days  net  (except  England, 
60  days  and  2H  per  cent  discount). 

Germany,  60  days  on  open  credit 
from  1st  of  month  following  arrival 
of  merchandise. 

Germany,  12  to  18  months;  no  bank 
guaranty. 

Italy  and  Germany,  1  to  1^  years, 
bank  guaranty;  also  consignment. 

Germany  and  England,  6  months  on 
oi)en  credit. 

30  to  90  days  gn  open  credit. 

Austria  and  Czechoslovakia,  90  days 
after  sight;  open  credit. 

6  months,  open  credit. 

Germany,  30  days,  net;  open  credit. 

Germany,  25  per  cent  cavSh  with  order, 
balance  over  3  5'ears,  with  interest. 

2  to  3  months  on  open  credit. 

England.  30  days  discount,  90  days 
net;  Germany,  60  to  90  days  on  open 
credit. 

Germany,  consignment  on  monthly, 
quarterly,  and  semiaimual  settle- 
ments. 

Germany,  2  years,  interest. 

England,  open  credit  up  to  6  months. 

Cash  on  terms  of  bids;  cigarettes  on 
consignment. 


German,  Czechoslovak,  and  Austrian  manufacturers  control  the 
Hungarian  market,  owing  to  their  proxunity,  cheaper  merchandise, 
and  favorable  credit  terms.  They  grant  local  firms  open  credit 
ranging  from  90  to  180  days,  or  longer.  American  manufacturers 
and  exporters  usually  ask  cash  against  documents,  although  known 
houses  are  granted  60  to  90  days  under  proper  bank  guaranty. 

The  long  terms  granted  Hungarian  firms  by  European  manufac- 
turers are  possible  because  of  famiharity  with  local  firms  over  a  period 
of  years  of  business  with  them;  in  times  of  depression  this  famiharity 
enables  them  to  exercise  rigorous  selection  among  these  firms  instead 
of  paring  credit  or  refusing  it  entirely. 

The  method  of  distribution  offering  the  greatest  security  and  largest 
Bales  to  American  manufacturers  is  through  a  traveUng  sales  represent- 
ative, employed  on  a  salary  and  commission  basis  by  the  parent  com- 
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pany,  who  makes  periodic  trips  over  assigned  territory  appointinff 
dealers,  organizing  sales,  and  protecting  the  company's  interests. 

It  IS  recommended,  however,  that  when  confidence  has  been  estab- 
hshed  by  a  Himganan  house  of  good  credit  standing,  the  American 
farm  take  mto  consideration  the  time  required  for  delivery  of  mer- 
chandise from  the  Umted  States.  1 1  may  happen,  for  instance,  that 
a  reliable  Hunganan  house,  granted  a  60-day  credit,  really  enioys 
only  two  or  three  weeks  of  that  credit,  for  the  merchandise  mav  take 
40  or  more  days  for  dehverj^  from  the  factory.  Outstanding*  Hun- 
ganan houses  feel  very  keenly  this  contrast  of  American  with  European 
terms  and  mamtain  that  if  they  are  considered  good  for  credit  at  all 
it  should  be  given  from  the  arrival  of  the  goods;  under  such  conditions 
triZtnr^  r^'  ^t^  can  share  the  burden  of  payment  with  subdis- 
tnbutors  and  thus  afford  a  larger  investment  with  a  correspondindv 
greater  turnover.  ^     ^"Saj' 

Hungarian  firms  prefer  quotations  c.  i.  f.  Budapest,  if  possible,  or 
nr  M.  H^^^^^g/,f  stead  of  the  customary  quotations  of  f .  o  b.  factory 
or  JN ew  York.  Of  great  aid  to  American  sales  would  be  the  establish- 
Z'^Fra/p'"''^  at  a  bonded  warehouse  at  some  Euro])ean  port,  such  as 
the  Jree  Port  of  Hamburg,  but  only  where  justified  by  the  amount  of 
busmess  attainable;  this  would  enable  American  merchandise  to  com- 
pete with  European  in  the  matter  of  rime  delivery.  Shippino-  stock 
on  consignment  usually  requested  by  Hungarian  firms,  and  not  in- 
frequently granted  by  some  European  firms,  is  extremely  inadvisable 
for  American  companies.  ^ 

According  to  methods  of  sales,  it  is  estimated  the  following  per- 
centages represent  all  imports  into  Hungary: 

Open  account Percent 

Si^ht' draft  ^^'^^^  ^^^^^  witYordero7ca8h  at  toe'^f'shipmentlll  2 

Time  draft ~  J^ 

Letter  of  credit II__"I  o 

Consignment llll"llll""l                    13 

INDIA 

Trade  Commissioner  Charles  B.  Spofford,  jr.,  Calcutta 
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Commodity- 


Agricultural  implements 

Automotive  accessories 

Construction  machinery '"' 

Druggists'  sundries ^.I. 

Electrical  supplies. 


Terms 


Fibers  (raw  cotton) 

Footwear 

Groceries  and  provision/. 

Hardware 

Leather '_[ 

Industrial  machinery-. -I 


Motor  vehicles 

Notions  and  novelties "... 

Paint  and  varnish... ..I" 

Piece  goods " 

Plumbing  and  heating' equipment 
Printmg  machinery  and  supplies 

Sporting  goods. 

Surgical  and  precision  instruments 

Tobacco... 

Wearing  apparel '""" 


00  to  120  days,  documents  against  acceptance* 
60  days,  documents  against  payment. 
Letter  of  credit, 
60  days,  documents  against  payment. 

,^*.-iJ!^^'°^^'l°*,™'-"'^^^S^"'"?^^  abroad  maintain  branches  in  India. 

which  put  stocks  m  dealers'  hands  on  consignment. 
Letter  of  credit. 

90  days,  documents  against  acceptance. 
60  days,  documents  against  acceptance. 
OA  *    ^S  ^^^^'  tJocumf'Qts  against  payment. 
6U  to  60  days,  documents  against  payment 

^UbL^Eur'c^Ji'Lf  hous^.^'^'  ^'^'^'"'^  ^**^*  P«^°^«°''  "^  ^^^- 
Letter  of  credit. 

60  to  90  days,  documents  against  payment. 
Do. 

30  to  90  days,  documents  against  payment. 
60  days,  documents  against  payment. 

Do. 

Do. 
Letter  of  credit,  and  60  days,  documents  against  payment 
60  days,  documents  fiKainst  payment. 
60  to  90  days,  documents  against  payment. 


In  gold  value,  most  of  India's  foreign  trade  is  done  on  letter-of- 
credit  basis,  drafts  drawn  30,  60,  and  90  days  after  sight,  because  of 
the  fact  that  probably  half  of  India's  exports  and  imports  are  handled 
by  not  more  than  a  dozen  European  firms  who  do  their  own  financing 
to  a  large  extent.  On  the  basis  of  quantity,  the  greater  part  of 
India's  export  and  import  trade,  particularly  import,  is  done  on  a 
basis  of  60  to  90  days,  documents  against  payment,  and  mthout 
deposits  or  letters  of  credit  being  established,  inasmuch  as  most  of 
the  many  small  Indian  importers  are  ^\dthout  means  to  advance 
deposits  with  orders  and  are  not  able  to  open  a  letter  of  credit. 

The  following  outline  may  be  considered  the  estabUshed  (British) 
method  of  selling  to  India : 

The  exporter  obtains  payment  for  his  goods  in  one  of  several  ways. 
Bills  are  drawn  on  the  importer  and  sent  direct  for  collection,  or  the 
bills  are  sold  to  exchange  banks  in  London  if  the  importer  has  good 
standing.  In  the  latter  case — that  is,  banks  buying  the  bills — it  is 
usual  to  employ  one  of  the  various  forms  of  credit  issued  by  the  bank. 
A  common  form  of  credit  is  erroneously  referred  to  as  a  **  documentary 
credit" — actually  only  a  written  authorization  by  an  importer  to 
a  bank  to  make  definite  advances  to  the  exporter,  on  joint  responsi- 
bility of  importer  and  exporter,  on  presentation  of  complete  set  docu- 
ments. The  banker  simply  "advances"  this  credit  to  shipper  and 
sees  that  the  documents  are  in  order. 

A  considerable  share  of  British  trade  with  India  in  staple  lines  is 
financed  by  the  head  offices  or  branches  of  the  banks  themselves,  who 
give  their  acceptance  in  London  to  bills  drawn  on  them  b}^  the  exporter. 

A  bill  put  through*  a  bank  for  collection  may  be  drawTi  as  the 
exporter  pleases,  because  the  bank  does  not  part  mth  its  money 
until  the  bill  has  been  paid.  If  the  bank  discounts  and  buys  the  bill, 
it  is  usually  with  recourse.  The  bank  handling  the  bill  is  usually 
given  instructions  to  collect  all  charges,  but  the  shipper  must  pay  the 
bank's  commission  for  collection  if  the  bill  is  not  honored.  The  com- 
mission for  collection  in  India  is  one-fourth  of  1  per  cent,  plus  postage. 

It  is  usual  for  documents  to  be  attached  to  bills  drawn  on  Indian 
importers.  "Clean"  bills,  whether  dra^\Ti  against  a  credit  or  not, 
are  rare  except  for  a  few  of  the  largest,  oldest,  and  most  responsible 
Calcutta  and  Bombay  firms. 

There  is  a  small  but  increasing  trade  between  United  States  and 
India  by  parcel  post.  Bills  drawn  against  such  shipments  must  be 
considered  "clean"  bills,  whether  accompanied  by  receipt  of  posting 
or  not.  FaciUties  do  not  exist  for  C.  O.  D.  business  between  the 
United  States  and  India. 

Most  bills  drawn  on  Indian  firms,  whatever  form,  are  for  60  to  90 
days  after  sight.  Four-month  paper  is  common  but  six-month  bills 
are  rare.  If  these  bills  are  bought  by  a  bank,  or  advances  are  given 
against  them,  the  drawers  usually  include  an  interest  clause  at  an 
agreed  rate  from  its  date  until  the  proceeds  reach  point  where  drawn — 
that  is.  New  York  or  London.  The  interest  is  usually  on  a  dollar 
or  sterling  basis,  but  payable  at  place  of  acceptance  in  India  in  rupees 
at  conversion  rate  settled  every  day  by  the  exchange  banks  in  India 
for  telegraphic  transfer  or  demand  bills  on  London. 

When  bills  are  paid  before  maturity,  it  is  customary  to  allow  a 
rebate,  the  rate  fixed  in  New  York,  London,  or  by  the  exchange  banks 
in  India. 
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The  shipping  documents  are  surrendered  either  on  acceptance, 
documents  agamst  acceptance,  or  on  payment  (documents  against 
payment)  unless  the  bills  are  ''clean.^'  If  the  basis  is  documents 
agamst  payment,  the  banks  are  usually  authorized  to  clear  the  goods 
through  customs  and  store  them  until  the  acceptor  is  ready  to  take 
up  the  bill  and  secure  delivery.  Reliable  importers  are  often  permit- 
ted to  store  the  goods  in  their  own  warehouses  under  satisfactory 
supervision  by  the  bank. 

Terms  of  credit  granted  to  firms  in  India  vary  according  to  the 
nature  of  the  merchandise  and  the  standing  of  the  importer.  In 
general,  it  may  be  said  that  manufactured  merchandise  imported  by 
the  better  known  Indian  firms  for  eventual  retail  sal(».  in  the  bazaars 
IS  sold  on  terms  of  60  days,  documents  against  payment.  If  the 
reputation  of  the  Indian  firm  is  questionable  or  unknown,  every 
attempt  is  made  to  secure  a  reasonable  deposit  as  margin  to  cover 
loss  on  resale,  or  shipping  demurrage  and  collection  charges  and  the 
share  ol  customs  duty  which  can  not  be  refunded,  in  case  the  goods 
have  to  be  shipped  back  to  their  origin.  Terms  of  credit  for  bazaar 
merchandise  should  vary  also  according  to  the  marketabihty  of  the 
merchandise.  Cotton  piece  goods,  for  example,  always  have  a  fair 
market  value  m  case  of  resale,  with  the  result  that  a  smaller  margin 
may  be  demanded.  Sharp  fluctuations  in  the  price  of  raw  cotton 
however,  must  be  taken  into  consideration  in  fiUing  Indian  order^ 
tor  piece  goods  On  the  other  hand,  seasonal  merchandise  and  goods 
which  have  a  hmited  market,  or  are  perishable,  such  as  fruit,  provi- 
sions, rubber,  paper,  and  leather,  should  be  sold  on  fairly  strict  credit 
terms  unless  the  importer  has  a  long  record  for  good  performance 
m  meeting  his  obligations  on  due  date.  In  practice  it  will  be  found 
that  banks  will  seldom  accept  drafts  drawn  on  Indian  dealers  for 
collection  except  with  recourse  on  the  shipper,  and  the  exporter 
b    the  bank"''         ^^^  ^^  granting  credit  which  would  not  be  granted 

British  manufacturers  with  long  experience  in  trading  with  India 
insist  on  terms  of  60  days,  documents  against  payment;  but  German, 
lielgian,  Itahan,  Austrian,  and  Japanese  houses  are  more  inclined 
to  ship  on  60  to  90  days,  documents  against  acceptance,  as  they  have 
a  better  margm  of  profit  on  their  cheap  fines,  which  can  be  employed 
to  absorb  the  credit  losses.  "^ 

A  document  against  acceptance  draft  has  certain  advantages  and 
certain  disadvantages  m  India.  The  disadvantages  are  fairly  obvious 
and  common,  namely,  that  an  unscrupulous  dealer  may  obtain  posses- 
r^^""  i^l^u  ^eet  the  obligations  on  the  due  date.  On  the  other 
hand  a  draft  accepted"  can  be  more  readily  collected— by  prompt 
court  action  if  necessary— than  can  a  claim  against  a  firm  for  hisses 
incurred  by  the  shipper  through  failure  of  the  importer  to  take  dehvery 
It  a  dealer  has  two  drafts  due,  one  ''documents  against  acceptance'' 
accepted  and  one  documents  against  payment,  he  is  more  hkely  to 
meet  his  documents-against-acceptance  obligation  than  his  documents- 
agamst-payment  and  ask  to  have  the  documents-against-payment 
terms  extended— sometimes  indefinitely. 

American  firms  do  a  considerable  business  with  India  on  indent 
basis    through   manufacturers'    representatives   in    the   port   cities 
Ihese  manufacturers'  agents,  or  indent  houses,  in  India  enable  the 
shippers  to  draw  drafts  on  terms  of  documents  against  payment  or 
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documents  against  acceptance,  as  requested,  as  they  are  able  to  dis- 
count the  drafts  in  New  York  with  recourse  against  the  agent.  The 
agent  in  turn  obtains  his  credit  protection  against  default  by  Indian 
dealers  by  employing  a  "banian"  (guaranty  broker)  on  questionable 
accounts.  Most  of  the  American  losses  in  dealing  with  India  are  due 
to  attempts  of  the  Indian  dealers  to  deal  direct  with  the  manufacturer 
or  exporter  on  terms,  and  the  record  shows  that  many  American  shippers 
have  given  credit  rather  than  insisting  on  having  the  order  go  through 
a  confirming  house. 

It  must  be  admitted  that  many  Indian  firms  are  unable  to  open 
credits  or  even  to  put  down  reasonable  deposits  with  orders,  and  insist- 
ence on  such  procedure  naturally  limits  business;  but  the  difficulty 
in  obtaining  collections  without  agents  on  the  spot  makes  it  preferable 
to  refuse  an  order  rather  than  run  the  risk.  It  is  extremely  difficult 
to  ship  perfect  merchandise  strictly  to  order,  and  any  defect  or 
tolerance  in  complying  with  sample  and  specification  enables  the 
Indian  dealer  to  protest  the  draft,  and  his  protest  is  honored  by  the 
local  surveyors  and  courts.  Experience  has  demonstrated  that  it  is 
cheaper  in  the  long  run  to  admit  these  claims  and  grant  some  allow- 
ence  on  the  invoice,  and  the  dealers  take  advantage  of  this  experience 
by  making  claims  as  a  matter  of  course.  An  example  might  be  cited 
of  an  indent  which  called  for  urgent  shipment,  port  of  New  York. 
The  manufacturer  was  located  in  Chicago,  and,  heeding  the  "urgent" 
instructions,  shipped  from  Montreal  because  of  a  rail  strike  between 
Chicago  and  New  York.  The  dealer  found  it  desirable  to  turn  down 
the  draft  on  the  ground  that  it  was  not  shipped  from  New  York,  and 
the  Indian  court  upheld  the  dealer's  claim. 

It  happens  frequently  that  Indian  firms  enter  into  business  trans- 
actions direct  with  American  shippers  on  fairly  strict  credit  basis. 
The  first  few  orders  are  small  and  the  drafts  promptly  met.  Then  an 
appeal  is  made  for  terms  of  60  to  90  days,  documents  against  accept- 
ance, and  the  manufacturer  frequently  complies  because  of  past 
performances,  and  difficulties  follow. 

IRAQ 

Vtce  Consul  Robert  Y.  Brown.  Baghdad 

The  commodities  which  are  imported  into  Iraq  in  appreciable 
quantities  either  from  the  United  States  or  from  other  countries  are 
agricultural  equipment,  automotive  accessories,  building  materials, 
druggists'  sundries,  electrical  supplies,  footwear,  groceries  and  provi- 
sions, hardware,  hides  and  leather,  motor  vehicles,  paint  and  varnish, 
piece  goods,  plumbing  and  heating  equipment,  sporting  goods,  thread 
and  yarn,  and  tobacco. 

It  would  seem  logical  that  credit  terms  granted  Iraq  importers  by 
foreign  manufacturers  and  export  agents  would  vary  considerably, 
depending  upon  the  type  of  the  commodity,  but  this  is  true  only  to  such 
a  hmited  extent  that  it  may  be  considered  as  a  negligible  factor. 
Terms  vary  according  to  the  country  of  origin  of  the  goods  imported. 
Information  available  indicates  that  American  firms  exporting  to 
Iraq  grant  less  liberal  terms  than  exporters  in  India,  England,  and 
Germany.  But  for  a  few  isolated  exceptions,  American  exporters 
demand  25  per  cent  cash  with  order,  and  the  balance  against  shipping 
documents  at  a  local  bank.     Usually  drafts  are  drawn  at  sight,  but 
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are  not  paid  until  arrival  of  goods  Indian,  English,  German,  and 
various  continental  exporters  ask  for  a  25  per  cent  <5ash  deposit  with 
order,  but  they  will  accept  a  10  to  15  per  cent  deposit.  German 
merchants  are  more  liberal  in  this  respect  than  English  merchants. 

It  IS  estimated  that  75  per  cent  of  the  importing  is  done  on  a  sight- 
draft  basis.  In  actual  practice  men'hants  do  not  honor  sight  drafts 
until  the  goods  arrive,  and  as  a  rule  the  banks  retain  the  shippmg 
documents  until  the  sight  drafts  are  paid.  It  would  thus  appe«r  that 
the  75  per  cent  estimate  includes  importing,  which  is  done  on  a  basis 
of  documents  against  payment. 

Local  merchants  do  not  favor  days  after  sight,  because  such  paper 
IS  subject  to  a  stamp  tax,  and  often  falls  due  before  arrival  of  the  goods. 

The  cash  deposit  with  order  is  generally  used — but  after  business 
connections  have  been  established  long  enough  to  warrant  confidence 
in  a  firm's  integrity  and  financial  standing.  It  would  appear  that 
Amencan  firms  which  waive  the  cash  deposit  are  running  a  greater 
risk  than  European  and  English  comj)etitors,  because  when  shipments 
are  refused  the  American  firm  loses  more  in  paying  transportation 
charges.  This  consideration  also  affects  the  amount  of  the  cash 
deposit  demanded. 

IRISH  FREE  STATE 

Vice  ConMul  Edwin  J.  King,  Dublin 


Commodity 


Agricultural  equipment. 

Automotive  accessories. 

Building  material 

Druggists'  sundries 

Electrical  supplies 

Feedstuflfs. 

Flour 

Footwear. 

Fresh  fruits  and  vegetables I. 

Groceries  and  provisions 

Hardware 

Hides  and  leather _. 

Industrial  chemicals 

Motor  vehicles 

Packing-house  products 

Plumbing  and  heating  equipment 
Printing  machinery  and  supplies- 

Radio  apparatus 

Sporting  goods 

Tobacco 

Wearing  apparel I. 


Terms 


30  to  90  davs 
30  to  60  davs 
30  to  90  davs 
30  to  60  days 

Do. 

Do. 

Do. 

Do. 
30  davs  after 
30  to  60  days 

Do. 
30  to  90  days 

Do. 
Cash  against 
30  to  00  days 
30  to  90  days 

Do. 
30  to  60  days 

Do. 

Do. 

Do. 


after  ."^ight,  documents  against  acceptance, 
after  sight,  documents  against  acceptance, 
after  ^ight,  documents  against  acceptance, 
after  slight,  documents  against  acceptance. 


sight,  documents  against  acceptance, 
after  sight,  documents  against  acceptance. 

after  sight,  documents  against  acceptHnce. 

documents,  except  in  special  instances, 
after  sight,  documents  against  accei)t)ince. 
after  ^ight,  documents  against  acceptance. 

after  sight,  documents  against  acceptjince. 


The  usual  terms  of  credit  granted  to  reliable  fu-ms  in  the  Irish  Free 
State  are  from  30  to  90  days.  If  payment  is  made  in  30  days,  a  dis- 
count of  2K  to  3^  per  cent  is  allowed,  depending  on  the  commodity. 
Importers  of  agricultural  equipment  are  allowed  a  discount  of  Sy^  per 
cent  if  payment  is  made  in  30  days.  In  the  case  of  most  commodities, 
however,  the  usual  discount  is  2)^  per  cent  if  payment  is  made  within 
30  days  after  receipt  of  merchandise.  For  cash  payment  on  arrival 
a  discount  of  from  3)<  to  5  per  cent  is  customary.  Dealers  in  fresh 
fruit  and  other  perishable  foods  are  accustomed  to  terms  of  cash 
against  documents,  or  three  days  after  sight  draft  at  the  most. 

Credit  terms  in  the  Irish  Free  State  are  governed  largely  by  the 
policies  of  British  exporters  operating  in  this  field.  Quotations  on  a 
basis  of  c.  1.  f.  Irish  port,  with  payment  in  sterling,  invariablv  elicit 
favorable  results,  and  are  usually  made  by  British  exporters.     In  view 


of  the  intensity  of  competition  existing  on  this  market  for  most  com- 
modities it  is  higlily  advisable,  if  not  essential,  that  American  exporters 
quote  similar  terms  to  their  competitors. 

The  majority  of  the  rehable  firms  in  the  Irish  Free  State  are  old 
established,  and  have  had  long-standing  connections  with  British 
manufacturers  and  exporters.  These  foms  usually  buy  on  open 
account. 

ITALY 

Commercial  Attach^  Mowatt  M.  Mitchell,  Rome 


Commodity 


Agricultural  equipment- 
Automotive  accessories. 
Construction  machinery 

Druggists'  sundries 

Electrical  supplies 

Fibers,  raw  (cotton) 

Hardware 

Hides  and  leather 

Industrial  chemicals 

Industrial  machinery 

Motor  vehicles 

Notions  and  novelties... 

Office  equipment 

Packing-house  products. 

Paint  and  varnish 

Radio  apparatus 


Terms 


30  days  after  sight,  documents  against  accei)tance. 
30  to  60  days  after  sight,  documents  txgainst  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 

Do. 
Standard  cotton  contract. 

30  to  60  days  after  sight,  documents  against  acceptance. 
Up  to  90  days,  accepted  draft. 
30  to  60  days,  open  account. 

60  to  120  days  after  sight,  documents  against  acceptance. 
Cash  .against  documents,  or  00  days  tlirough  financing  company. 
30  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 
90  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 


Agricultural  machinery. — Terms  granted  to  importers  and  to  final  purchasers 
of  agricultural  machinery  vary  more  than  in  most  other  lines  of  goods.  Conti- 
nental manufacturers  are  prepared  to  put  their  goods  in  agents'  hands  on  the 
understanding  that  payment  will  be  made  between  the  15th  of  September  and 
the  15th  of  October  following.  In  seUing  to  consumers  an  attempt  is  made  on 
low-priced  units  such  as  plows,  harrows,  and  cultivators,  to  get  payment  at  30, 
60,  or  90  days,  but  it  is  frequently  necessary  to  allow  4  to  6  months.  "  On  mowers, 
tedders  and  rakes,  the  general  understanding  is  that  full  payment  will  be  made  in 
June  or  July,  depending  on  the  date  of  the  harvest.  In  northern  Italy  binders 
are  supposed  to  be  completely  paid  for  in  August  or  September,  but  in  the  south 
and  in  the  islands  (Sardinia  and  Sicily)  it  is  customary  to  grant  deferred  t^rms, 
one  payment  being  made  in  the  year  of  sale  and  the  other  in  the  following  year. 
Agricultural  tractors  are  usually  sold  on  payments,  to  be  spread  over  several 
seasons,  secured  by  notes.  Threshers  are  sold  the  same  way,  save  that  payment 
may  be  spread  over  four  or  five  seasons. 

Automotive  accessories. — Automotive  accessories  from  domestic  and  European 
manufacturers  may  be  had  by  distributors  on  consignment,  and  are  sold  to 
dealers  on  terms  of  60,  90,  or  120  days. 

Construction  machinery. — A  large  part  of  the  construction  machinery  sales 
effected  in  Italy  from  the  United  States  and  from  England  are  financed  by  the 
factories,  the  agent  acting  solely  as  a  salesman  on  commission.  Continental 
manufacturers  are  more  than  willing  to  stock  an  agent  on  consignment.  Pur- 
chasers are  given  up  to  two  years  on  big  units  or  installations,  payment  being  made 
against  notes.     For  spare  parts  the  usual  period  is  90  days. 

Druggists'  sundries. — Business  in  these  commodities  is  done  almost  exlcusively 
through  indent  sales  agents,  usually  on  terms  of  30  to  60  days,  with  2  per  cent  dis- 
count for  30-day  settlement. 

Electrical  supplies. — Normal  terms  for  electrical  supplies  and  materials  vary  all 
the  way  from  2  per  cent  discount  for  30  days,  up  to  120  days,  with  90  days  the 
most  common  term.  The  sale  of  large  electrical  machines  or  units  or  equipment 
is  usually  made  with  one-third  cash  with  the  order,  one-third  on  delivery  or 
installation,  and  the  balance  in  installments  which  may  run  another  year  (maxi- 
mum two  years),  covered  by  notes. 

Footwear. — Footwear  is  sold  to  Italian  importers,  and  by  them  to  the  trade  at 
30,  60,  and  90  days  after  sight,  with  still  longer  terras  to  retailers. 

Hardware. — Most  hardware  sales  are  made  on  a  basis  of  2  per  cent  discount 
in  30  days,  or  net  90  to  120  days,  although  in  the  latter  case  the  terms  are  theoreti- 
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cally  Bupposed  to  be  60  days.  A  year  or  more  will  be  allowed  when  a  new  indus- 
trial plant  IS  commencing  operations,  or  a  dealer  just  opening,  or  when  a  dealer  is 
giving  up  one  line  of  tools  or  hardware  and  taking  on  another.  CJompetition  in 
this  line  forces  unusual  terms. 

Hides  and  leatherr-Domestic  tanners  ship  against  confirmed  order,  on  open 
account,  payable  120  days  from  delivery.  European  suppliers  of  this  market 
give  Bimilar  terms,  and  in  addition  German  tanners  grant  "premiums"  at  the 
end  of  the  year,  running  from  5  to  10  per  cent,  provided  total  purchases  have 
exceeded  a  certain  amount.  ^ 

Industrial  chemicals.— The  usual  terms  for  both  imported  and  domestic 
industrial  chemicals  are  30  to  60  days  from  date  of  invoice,  on  open  account 

Industrial  machimery.— European,  particularly  German,  producers  put  indus- 
^X.T^'^'T^  •?  ^^^  hands  of  their  Italian  agents  largely  on  consignment, 
bales  of  small  units  are  made  to  users  on  60  to  120  day  terms.  On  large  units 
and  installations,  installments  spread  over  one  to  three  years  will  be  granted  On 
special  machinery  and  special  installations,  6ne-third  is  frequently  paid  with  the 
order,  one-third  on  installation,  and  the  balance  90  to  120  days  later 

Motor  vehicles.— ''C&8h['  in  one  form  or  another  is  paid  for  American  motor 
vehicles  imported  by  Italian  agents,  except  where  financing  is  handled  through 
a  recognized  financing  house  or  where  cars  come  consigned  to  a  bank,  the  dealer 
paying  for  them  as  he  lifts  them.  Local  manufacturers  work  almost  entirely  on 
consignment  with  their  dealers.  Sales  to  users  are  made  very  largely  on  time 
domestic  car  sales  being  financed  through  an  Italian  comi)any,  a  subsidiary  of 

Office  equipment.— The  Italian  market  for  office  equipment  in  so  highly  competi- 
tive that  sales  are  normally  made  to  consumers  at  90  to  120  days.  Sales  of  addinir 
machines  are  usually  restricted  to  90  days  net. 

Paint  and  varnish.— Both  domestic  and  European  imported  paints  and  varnishes 
are  sold  on  a  variety  of  terms.     Some  are  sold  on  open  account  against  simple 
confirmed  order,  others  on  time  drafts  up  to  180  days  after  arrival  of  goods 
Ihere  is  an  increasing  practice  of  turning  goods  over  to  agents  on  consignment. 

I^iece  ^oods.— Domestic  goods  are  sold  on  open  account,  with  payment  four  to 

^'loT""  on  4  *fIn'L^^'''^''yA  ^'■®^*'^  «^^^«  *^^  ^^^^  e^  ^ill«  on  «Pen  account, 
payable  90  to  180  days  after  arrival  of  goods.     English  goods  are  sold  on  open 

account,  60  to  120  days  after  arrival.  Terms  for  Swiss,  German,  and  Czecho- 
slovak goods  are  open  account  ex  frontier,  cleared  through  customn  at  90  to  120 
days  from  arrival. 

Plumbing  and  heating  equipment.— ImpoTters  usually  get  2  per  cent  discount 
on  settlement  within  60  days,  or  net,  up  to  90  or  120  days.  Customers  on  installa- 
tion work  usually  pay  one-third  or  less  on  delivery,  the  same  during  installation, 
and  the  same  on  completion;  any  balance— usuaUy  10  to  30  per  cent  of  the  total- 
can  be  paid  in  three  months  to  a  year. 

Printing  machinery  and  supplies.— Cash  is  seldom  or  never  paid  for  such 
importations  into  Italy,  and  German  houses  are  willing  to  give  up  to  three  years 

Radios  and  equipment.— As   with   many    other   lines,  German    factories   will 
put  large  supplies  of  radio  equipment  in  their  dealers'  hands  on  consignment 
Hu  terms  from  agent  to  dealer  are  one-half  60  days  from  date  of  invoice,  and 
the  balance  in  90  days.     In  addition,  some  distributors  assist  their  dealers  to  the 
extent  of  25  per  cent  of  the  sums  involved,  in  financing  installment  sales  to  users 
these  sales  being  spread  over  as  much  as  24  months. 

Precision  and  surgical  instruments.— Such  importations,  which  are  very  largely 
from  Germany,  come  in  on  very  long  terms,  extending  to  a  year.  Local  manu- 
facturers and  agents  extend  up  to  120  days,  and  even  longer  to  responsible  cus- 
loiners. 

of  ?nTa  "'^^  ln''1'~^I^^^  domestic  and  imported  goods  are  sold  on  time  drafts 
at  dO,  60,  and  90  days  from  date  of  invoice,  with  2  per  cent  discount  for  60  days 
and  3  per  cent  for  30  days.  ^ 

Wearing  apparel.—Both  domestic  and  imported  wearing  apparel  is  put  into 
distributors  hands  on  consignment.  The  few  lines  of  American  goods  of  this  class 
that  are  being  sold  in  Italy  are  at  30  and  60  days  after  sight 
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Commodity 


Agricultural  equipment . 


Automotive  accessories.. 

Building  material 

Construction  machinery . 

Druggists'  supplies 

Electrical  supplies 

Feedstufis 

Flour , 

Footwear 

Fuel  oils. 

Furniture. 

Groceries  and  provisions- 
Hardware 


Industrial  chemicals.. 
Industrial  machinery. 


Jewelry. 
Leather. 


Motor  vehicles 

Notions  and  novelties... 

OflBce  equipment 

Packing-house  products. 
Paint  and  varnish 


Piece  goods 

Plumbing  supplies. 


Radio  apparatus 

Railway  material  and  supplies. 

Sporting  goods... 

Stationery,  books,  etc 

Surgical  instruments 

Theater  equipment 

Thread  and  yarn 

Tobacco 

Wearing  apparel 


Terms 


Sight  draft,  documents  against  payment;  discount  of  2  to  2H  per  cent 

for  cash.    Some  cases,  30  to  60  day  sight  draft,  documents  against 

acceptance. 
Letter  of  credit. 
Do. 
Do. 
Cash,  and  30  to  60  da3rs  after  sight,  documents  against  acoeptanoe. 
Sight  draft,  documents  against  payment. 
30  days  after  sight,  documents  against  acceptance. 
Letter  of  credit. 

60  to  90  days,  documents  against  acceptance;  sometimes  cash. 
Sight  draft,  documents  against  payment. 
60  to  90  days,  documents  against  acceptance;  sometimes  cash. 
30  days  after  sight,  documents  against  acceptance. 
Sight  draft,  documents  against  payment;  discount  of  2  to  2H  per  cent 

for  cash.    Some  cases,  30  to  60  day  sight  draft,  documents  against 

acceptance. 
Letter  of  credit. 
90  to  120  days  after  sight,  documents  against  acceptance;  in  some  cases 

longer  terms. 
Do. 
Sight  draft,  documents  against  payment;  discount  of  2  to  2H  per  cent 

for  cash.    Some  cases,  30  to  60  day  sight  draft,  documents  against 

acceptance. 
Ivctter  of  credit. 

60  to  90  days,  documents  against  acceptance;  sometimes  cash. 
Cash,  and  30  to  60  days  after  sight,  documents  against  acceptance. 
30  days  after  sight,  documents  against  acceptance. 
Sight  draft,  documents  against  payment;  discount  of  2  to  2^  per  cent 

for  cash.    Some  cases,  30  to  60  day  sight  draft,  documents  against 

acceptance. 
60  to  90  days,  documents  against  acceptance;  sometimes  cash. 
Sight  draft,  documents  against  payment;  discount  of  2  to  2H  per  cent 

for  cash;  some  cases,  30  to  60  day  sight  draft,  documents  against 

acceptance. 
Sight  draft,  documents  against  payment. 

Do. 
Cash,  and  30  to  60  days  after  sight,  documents  against  acceptance. 
60  to  90  days,  documents  against  acceptance;  sometimes  cash. 
Sight  draft,  documents  aginst  payment. 

Do. 
60  to  90  days,  documents  against  acceptance;  sometimes  cash. 
Sight  draft,  documents  agtunst  payment. 
60  to  90  days,  documents  against  acceptance;  sometimes  cash. 


There  is  no  noticeable  difference  in  length  of  terms  granted  by 
American,  Canadian,  English,  or  other  European  exporters  to  the 
importers  in  Jamaica,  except  on  piece  goods,  footwear,  and  wearing 
apparel,  when  the  English  exporter  grants  90  daj^s  after  sight,  which 
terms  are  expected  by  the  importer  m  Jamaica. 

Per  cent 
Open  account 6 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment.  1 

Consignment 2 

Sight  draft 10-25 

Letter  of  credit 5-10 

Time  draft 45-75 

JAPAN 

Commercial  Attach^  Halleck  A.  Butte,  Tokyo 

Letters  of  credit  are  employed  for  most  commodities,  with  the 
exception  of  a  certain  portion  of  railway  materials  and  tobacco. 
There  are  no  imports  of  vegetables  or  furniture  and  practically  no 
imports  of  agricultural  equipment. 

A  letter  of  credit  usually  provides  from  30  to  90  days  in  which  the 
exporter  may  draw  drafts  against  the  credit  estabUshed;  this  is  the 
"acceptance  credit." 
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Paints  and  varnishes  are  quite  frequently  shipped  to  Jar)an  on 
consignment  bas.s,  and  books  are  almost  alwayr  consigned'    Fuel 

^iL°lZ  tT^/'i'T"*^^  P't^f.'^  •'"  P^'-^i*!  leUer-of-credit  basis, 
bight  and  tune  drafts  are  probably  never  used  except  in  trade  between 

ofTevS    ears'"  ^^  ''"'*"'"'  ^^^  ''''*  ^''°'''^'"  '^^^^  *  P«^°^ 

British  and  Gennan  firms  are  generally  willing  to  ship  on  a  down 
payment  of  possibly  one-third  of  the  purchase  pnce,  with  the  balance 
agamst  documents  on  arrival  in  Japan  or  on  receipt  and  approval  of 
the  goods  It  IS  not  unusual  for  European  firms  to  ship  woolen 
textiles  and  hardware  on  time  drafts  of  90  to  100  days 

An  estunate  of  percentage  in  British  exports  to  Japan  is  probably 
25  per  cent  against  irrevocable  letters  of  credit,  25  per  cent  on  tZe 

Sl'IndX^lml- '  ^""^r  '''''  P^y'^^"*  ^g*'"^t  documentsTn 
S  cash  J-emammg  10  per  cent  on  open  account,  sight  draft. 

Such  trade  as  there  is  with  France  and  Switzerland  is  nearlv  alwav<! 
Sat  """'^''-  °'  ^""  '"'^'""'^*  *S*"'^*  documentr  Jn 

A  fairly  accurate  estimate  of  American  business  done  on  the  various 
methods  of  payment  would  be  2  per  cent  cash,  8  per  cent  skht  draft 

vlZu''\^'"'\^r^^'  *"^  ^°  P?  '•*"'»  irrevocable  letters  of  credt 
Probably  from  3  to  4  per  cent  of  the  merchandise  coming  to  Japan 
IS  on  a  consignment  basis.  The  .•ash  sales  are  principfuv  to  the 
Governnient 's  Monopoly  Bureau ;  some  GovermnentSy  materials 
are  purchased  m  the  same  manner.  ^  maienais 

LATVIA 

Aadstanl  Trade  Commissloiier  Ererelt  B.  Andef,  Rm 

Practically  all  shipments  to  Latvia  by  American  exporters  are 
bemg  made  on  the  basis  of  letters  of  credit  eAporieis   are 

The  foUowmg  list,  classified  by  conunodities,  explains  the  terms  bv 
which  European  exporters  make  shij.ments  to  Latvia:  ^ 


Commodity 


Agricultural  equipment.. 

Automotive  accessories ' 

Books 

Building  material.  J""" 

Construction  machinery.      '" "" 

Druggists'  sundries 

Electrical  supplies 

Feedstuffs.. _._         

Fibers,  raw... ...I'] 

Fresh  fruits  and  vegetables      

Fuel  oils,  etc 

Groceries  and  provisions!. ^[]        

Hardware 

Hides ...lllVill      '  " 

Industrial  chemicals  ....../. 

Industrial  machinery... 

Jewelry "  " 

Leather.  


Terms  allowed  by  European  exporters 


Open  account,  6  months  "covered  " 
tMght  draft,  6  months. 
Open  account,  3  to  6  months. 
Open  account,  6  months. 
Cash. 

Open  account,  3  months. 

Do. 
Letter  of  credit,  3  to  6  months. 

Do. 

Sight  draft,  3  months. 
Letter  of  credit,  6  months. 
Sight  draft,  3  months. 
Open  accoimt,  6  months. 
Letter  of  credit,  6  months. 
Sight  draft,  3  months. 

qiK?  lafT^'  ^  "^^^^^  ^°  ^  y«^«  "covered. 
oignt  draft,  3  months. 

Sight  draft ,  4  months. 


Office  equipment.  ..      ' bight  draft.  3  months. 

Packing-house  products.  _  n^ 

Piece  goods "" 

Plumbing  and  heatingl"""""' 

Printing  machinery  and  supplies  "" 

Radios  and  supplies 

Railway  material  and  suppltes  " 

Sporting  goods 

stationery 


U*l 


Si^h?  T'T^}'  ^  ™o?ths,  and  6  months  "covered, 
bight  draft ,  6  months. 

Open  acc(.unt,  6  months  to  3  years  "covered  " 
Open  account,  3  months. 
Open  account,  6  months  to  3  years  '<  covered  " 
Open  acc(.unt,  3  months.  v  »ciou. 

Sight  draft,  3  months. 
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Commodity 

Terms  allowed  by  European  exporters 

Surgical  and  precision  instruments 

Cash. 

Theater  equipment. 

Do. 

Thread  and  varn 

Sight  draft,  4  months. 

Tobacco 

Oi)en  account,  4  months. 

Wearing  apparel 

Siglit  draft.  3  months. 

The  approximate  percentage  of  the  importing  into  this  territory 
done  under  the  methods  of  payment  in  general  use  are  as  follows: 

Per  cent 

Open  account  and  consignment 30 

Sight  and  time  draft 65 

Letter  of  credit 14 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment.  _       1 

It  is  practically  impossible  to  separate  the  business  done  here  on 
sight  and  time  drafts.  It  is  beUeved  that  at  least  75  per  cent  of  the 
business  done  on  open  account  may  be  classified  as  consignment 
business,  because  of  the  time  usually  allowed  importers  to  pay  for 
such  goods.  Practically  all  goods  shipped  from  the  United  States  are 
exported  on  letters  of  credit. 

LIBERIA 

Vice  Consul  C.  H.  Hall,  jr.,  M onrOTia 

Practically  all  the  business  in  Liberia  is  handled  by  the  large  trading 
companies  whose  principal  offices  are  located  abroad.  The  credit 
terms  in  dealing  with  these  companies  are  those  generally  in  effect 
in  the  country  in  which  the  firm  has  its  principal  office — that  is,  Great 
Britan,  Germany,  France,  or  the  Netherlands.  The  local  branch 
offices  have  nothing  to  do  with  the  direct  purchase  of  goods,  all  orders 
being  passed  through  the  head  office. 

With  regard  to  the  few  native  stores  and  individuals,  the  only 
system  which  can  be  recommended  is  cash  with  the  order. 

LITHUANIA 

Vice  Consul  Bertel  E.  Kuniholm,  Kovno 

Agricultural  equipment. — Agriculture  is  the  main  source  of  living  for  over  82 
per  cent  of  the  population  of  Lithuania.  Agriculture  is  fostered,  to  a  great  extent, 
by  the  Government,  and  much  attention  is  accordingly  paid  to  the  organization 
of  j^easants  in  cooperative  societies  and  units  for  the  protection  of  group  interests. 
The  agricultural  organizations  of  Lithuania  are  backed  by  credit  institutions 
which  have  control  of  considerable  areas  of  land,  and  inasmuch  as  these  credit 
institutions  finance  the  purchase  of  agricultural  etjuipment  for  the  cooperative 
units,  credit  is  exteufled  up  to  as  much  as  three  years,  under  good  guaranties. 

Private  firms  which  deal  in  agricultural  equipment  operate  on  the  basis  of  so- 
called  "successive"  credit,  which  means  that  the  firm  in  question  receives  credit 
under  certain  conditions  for  a  certain  period,  but  should  the  goods  not  be  sold 
during  such  time,  credit  can  be  extended  for  a  further  period  under  slightly  dif- 
fei  ent  conditions,  or  at  increased  rates.  Usually  credit  is  gi  vei  for  half  a  year',  and, 
if  necessary,  extended  once  or  twice  for  half-year  periods,  according  to  the  exigen- 
cies of  the  market.  Credit  in  such  cases  is  covered  by  bank  guaranty,  with  a 
reservation  of  right  of  ownership  until  the  equipment  has  been  fully  paid  for. 

Automotive  accessories. — Cash,  and  up  to  90  days  after  sight,  documents  against 
acceptance. 

Building  material. — Long  credit  extending  usually  over  a  period  of  2  years  is 
generally  allowed  on  building  material,  under  mortgages  on  buildings  or  other 
good  security. 

Druggists'  sundries. — Cash,  and  from  30  to  60  days  after  sight,  documents 
against  acceptance. 
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F^^'aw-cZiT^Jr^t^^  »**'  aight  documents  against  acceptance. 
pJ^Z'  r""-— "-'ash.  and  60  days  after  sight,  documents  against  acceptance 

ag&cXS;eT^"*^  *°  °"^  ''"°'"«''  »"'»  ^'y  <»*y«  -"«'  -^ht.  d^ocuments 

FresA  /rwifs  and  vegetables. — Cash 

F^JrifwwP^f '  to  60  days  after  sight,  documents  agaiDst  acceptance, 
acceptance    ^    '    ?"«^^^V) -Cash,  to  180  days  after  sight,  documents  against 

acSp'tance.  '''''^  P^ot'^^^.-Ninety  days  after  sight,  documents  against 
acc^rtance"""^''^  ^'"'"^'^'^  ^"""^   ^'^^'^^  ^^^^   ^^^'   «*«^*'    documents  against 

agaitractVw^^^^  ""^  '^^"  '"  *^  ^^  ^^^«  ^^^^^  -«^*'  documents 

rr.in^^^^'"'''^  '««cAmery.— Long  payment  terms  are  usuaUy  allowed  on  industrial 
machmery,  with  reservation  of  right  of  ownership.     Cases  have  been  ruDorted 
where  machinery  ha^  been  installed  under  deferred  paymentrSp  tr2[iTears 
orownis&p!""'  ^'^'''  ^^^  ^^^^  guaranties,  besides  tV reservatSn  oftl'^rTght 

acc^plancf '^''•~^'''  ^'"''^""^  *^^  '^«^*>  ^^^^  ^^*«^  ^^S^t,  documents  against 
acf^SnT^'"''''-"^''"  ^'^''^'"^  ^"^  ^^^'^^y  ^y«  *^*«^  «i«»^*'  documents  against 
acSptlnTe'^  ^«rmsA.-One  hundred  and  eighty  days  after  sight,  documents  against 

Printing  machinery  and  supplies. —Heavy  printing  machinerv  is  sold  nn  rrpHif 
up  to  1%  years  against  bank  guaranties,  time  draftsf  a^d  re"erTaiL^^^^^^^  the  rhrht 
rr.?^'^;     On  small  machinery  credit  is  granted  from  (i  to  9  months       ^ 
Radios  and  supplies.— Ninety  days  after  sight,  documents  against  acceptance 
Railway  material  and  supplies.-Since  the  Lithuanian  railway  sTsteml^^uiX 
the  control  of  the  Ministry  of  Communications  of  the  Lithuanian  Go^er.ime^^^^ 
all  material  and  supplies  are  purchased  by  Government  auct  on      Termf  f  n^^^^^ 
ment  are  therefore  determined  in  each  particular  case  ^^ 

^^Sportmg  goods.-C^sh,  or  30  to  60  days  after  sight,  documents  against  accept- 

^^afioncry  and  feooA:5.-Ninety  days  after  sight,   documents  against  accept- 
Wnw      ;;         -^^  ^^*f  ^'^^*'  documents  against  acceptance  ^ 

acceptance        ^"'''"''''  ^nstruments.-mnviy  days  after  sight,  documents  against 

acc^p'tancr"^  2/arn.-0ne  hundred  and  eighty  days  after  sight,  documents  against 
acc^ptncV^'"'  ^"'"'^'"'^   *^^   "^«^*y   ^*^«   ^*«^    «iS^*'   documents    against 

Ai^Sn'eStts";^^^^^^  ^^*^^  sight  documents  against  acceptance. 

g^rTnTief^^^^^^ 

To  Qo'^dlys^''  ^"  "''^  '"^"  '"'^  ^"^  ^^^  '«^«^^«  «^«-t  ^^^dTt  of  not  iXe  tlmn  30 

European  firms  which  distribute  in  the  Lithuanian  market  usiiallv 
grant  credit  of  30  to  90  days  on  small  ordei.,  while  for  S^ns  ve  coS 
modities,  or  arge  orders  of  heavy  equipment,  longer  credit  is  granted 
always  on  the  basis  of  good  security.     American   firms,  however 
seldom  grant  more  than  60  days'  crecdt  for  most  goods      Dis^unts 
range  from  2  to  2%  per  cent  for  cash  in  30  days  ■L'lscounts 

1  he  approximate  percentageof  the  importing  done  under  the  various 
methods  of  payment  m  general  use  are  as  follows :  vanous 

Open  account ^"  **°* 

Saf!i'  ifr.o^f'i'^'''^  I'^^i-^  "^'J?  ?f^?^  or'cVsh'at  timVoYs'hipment: " '       5 
'tlir^lfbilTtt^^  ' 

Time  draft,  including  drafts  at days  slght'and 

days  date,  documents  against  acceptance  ro 

Letter  of  credit,  including  irrevocable  confirmed;  "irre'vo'cabb 

unconfirmed,  and  revocable *i«vucaDie 

Consignment I.. Ill" ia 
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The  only  coirimodities  that  are  of  importance  as  American  products 
are  motor  vehicles  and  accessories,  fuels,  and  oils,  and  these  are  dis- 
tributed to  dealers  in  Luxemburg  by  branch  factories  or  distributing 
agents  in  Belgium. 

The  terms  of  the  Belgian  distributors  of  the  above-named  products 
are  practically  on  a  cash  basis  or  30-day  bank  draft,  or  installment 
payment  plan  financed  by  a  company. 

Generally  terms  are  30  to  60  or  90  days  on  open  account.  Most 
business  is  done  on  90-day  open  account,  or  longer.  These  terms  are 
granted  both  by  dealers  and  by  manufacturers. 

MADAGASCAR 

Consul  John  S.  Richardson.  Jr.,  TananarlTe 


Commodity 


Agricultural  equipment. 
Automotive  accessories.. 
Building  material 

Construction  machinery 
Druggists'  sundries 

Electrical  supplies 

Flour 

Footwear 

Groceries  and  provisions 

Hardware 

Leather 

Jewelry 

Motor  vehicles , 


Notions  and  novelties... 
Office  equipments 

Paoking-house  products 
Paint  and  varnish 


Terms 


Imported  chiefly  from  France,  also  to  small  extent  from  England  and 
other  foreign  countries.  French  terms,  sight  draft;  England  and  other 
foreign  countries,  letter  of  credit,  or  at  least  one-third  cash  with  order, 
and  balance  by  sight  draft. 

Supplied  chiefly  by  France,  but  also  to  small  extent  by  United  States. 
French  terms,  one-third  cash  with  order  and  the  remainder  in  equal 
installments  at  30  and  60  days  after  sight,  exceptionally  90  days  after 
sight;  American  terms,  irrevocable  letter  of  credit. 

Principally  cement  from  Norway  and  France;  lumber  from  Sweden  and 
Norway;  and  structural  steel  and  iron,  corrugated-iron  sheets,  and 
similar  articles,  from  France  and  England.  Imported  almost  exclu- 
sively from  French  manufacturers  or  through  French  export  merchants. 
Terms,  60  days  after  sight,  documents  against  acceptance. 

SuppUed  almost  exclusively  by  France.  Terms,  sight  draft,  documents 
against  payment. 

Usually  suppUed  by  France,  but  also  to  a  considerable  extent  by  England. 
French  terms.  60  days  after  sight,  documents  against  acceptance;  Eng- 
lish terms,  sight  draft,  documents  against  payment. 

Imported  almost  exclusively  from  France.  Terms,  usually  sight  draft, 
documents  against  payment;  occasionally  90  days  after  si^,  docu- 
ments, against  acceptance. 

Imported  from  France  and  Australia,  chiefly  the  latter  country.  Terms 
granted  by  French  export  merchants,  90  days  after  sight,  documents 
against  acceptance;  Australia,  irrevocable  letter  of  credit,  Australian 
port  of  shipment. 

Imported  chiefly  from  France  and  to  a  slight  extent  from  England  indi- 
rectly from  France.  Temw,  60  days  after  sight,  documents  against 
acceptance. 

Supplied  mostly  by  France.  Condensed  milk  is  furnished  to  some 
extent  by  Switzerland,  and  canned  goods  or  provisions  by  England  and 
the  United  States  through  French  export  merchants.  Terms  of  pay- 
ment, French  manufacturers  and  export  merchants,  60  days  after  sight, 
documents  against  acceptance. 

Imported  almost  exclusively  from  France.  Terms,  60  days  after  sight, 
documents  against  acceptance. 

Imported  exclusively  from  France.  Terms,  60  days  after  sight,  documents 
against  acceptance. 

Chiefly  from  France;  indirectly  to  a  small  extent  from  Switzerland  and 
Czechoslovakia,  the  latter  supplying  cheap  jewelry.  Terms.  French 
manufacturers  and  export  merchants,  cash  with  order  or  signt  draft, 
documents  against  payment. 

Imported  chiefly  from  France,  but  to  a  small  extent  also  from  the  United 
States  (through  Canada  or  direct)  and  from  Italy.  Terms  of  French 
and  ItaUan  manufacturers,  usually  180  days  after  sight,  documents 
against  acceptance,  but  in  a  few  cases  French  manufacturers  grant  even 
more  liberal  terms,  shipments  being  made  even  on  open  account  against 
previous  deposit  of  a  guaranty  fund  by  the  local  agent. 

Supplied  by  France,  and  by  Germany  through  French  export  merchants. 
Terms,  60  to  90  days  after  sight,  documents  against  acceptance. 

Supplied  chiefly  by  France.  About  75  per  cent  of  the  typewriters  come 
from  the  United  States,  but  are  obtained  through  French  agents  or 
export  merchants.  Terms  for  typewriters,  usually  sight  draft,  docu- 
ments against  payment;  minor  office  equipment,  stationery,  etc., 
60  to  90  days  after  sight,  documents  against  acceptance. 

Supplied  chiefly  by  France,  but  also  to  a  considerable  extent  by  England. 
French  terms,  60  days  after  bight,  documents  against  acceptance;  Eng- 
lish terms,  one  third  cash  with  order,  balance  by  sight  draft. 

Supplied  almost  entirely  by  France.  Terms,  60  days  after  sight,  doou- 
ments  against  aooeptauoe. 
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Commodity 


vr 

w 


'■I' 


Piece  goods. 


Plumbing  and  heating  equip- 
ment. 

Printing  machinery  and  sup- 
plies. 

Radio  apparatus 


Railway  material  and  supplies 
Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instru- 
ments. 

Thread  and  yam 

Tobacco 


Terms 


Supplied  to  a  very  hrxe  extent  by  France  and  Pondicherry  (French 
India),  but  sraaU  (jn  intities  furnished  by  England,  Terras.  France 
and  Pondicherry,  usufiUy  60  days  after  sight,  but  in  some  cases,  notably 
for  bargam  lots,  an  irrevocable  letter  of  credit  or  cash  with  order  is 
required.  English  terras,  one-third  cash  with  order,  one-third  by  sight 
draft,  and  remaining  one-third  at  30  days  after  sight,  documenls  against 
payment  and  accept smcje,  respectively,  on  the  two  latter  drafts 

Imports  very  smaU  an.)  supplied  chiefly  by  France.  Terms,  60  days 
after  sight,  documeuis  against  aceeplan^. 

Practically  aU  importe<i  from  or  through  France.    Terms  sight  draft 

documents  against  pavraent.  ^"'w 

^K??fT'^*K^^^yi™™n/'''*^^i^°'^  '0  »  smaU  extent  through  France  and 
the  Netherlands.  Terms  of  French  manufa.;turers  md  exp(.rt  mer- 
chants,  usuaUy  one-tliird  sight  draft,  one-third  30  days  after  sight,  and 
the  remaining  one-thir-l  at  60  days  after  sight.  .l.)cuments  against  aciiept- 
ance.  These  terms  me  considered  by  local  luerchanta  too  drastic,  inas- 
Seated^        demand  in  this  line  is  still  almost  negUgible  and  mist  be 

^'Snsl  ^avmem**^  France.    Terms,  usually  sight  draft,  documents 

luaported  chiefly  from  or  through  France,  and  to  a  slight  extent  direct 

from  England.    Terras,  ol  French  exporters  nn<  1  miinuficturers.  60  days 

alter  sight,  documents  against  acceptance;  l.ngUsh  terms  ou  direct 

shipments  (usually  parijel  post),  C.  O.  D. 

Supplied  by  France.     Terms.  60  days  after  sight,  documents  against 

Supplied  by  or  througli  France.  Terms  of  French  manufacturers  and 
export  merchants,  usuiOly  sight  draft,  documents  agmnst  payment,  or 
C.  O.  D.  on  parcel-po.st  shipments. 

Supplied  lai^ely  by  France,  but  to  a  small  extent  by  England  ihrough 
France.  Terms  of  French  manufacturers  and  export  merchants  60 
days  after  sight,  documents  against  acceptance. 

Supphed  principaUy  by  A  Igeria,  and  to  a  small  ox  tent  by  France  Terms 
sight  drtift.  documenis  against  payment,  or  ().  O.  D.  on  uarcel-Dost 
shipments.  *^         ^ 


A  very  large  proportion  of  Madagascar  imports  are  provided  by 
Freiich  general  importing  and  exporting  firms  maintaining  branches 
in  Madagascar,  and  probably  not  more  than  25  per  cent  of  the  total 
imports  are  brought  into  the  island  by  local  importei-s.  Of  this  latter 
amount  (or  25  per  cent)  it  is  estimated  in  commercial  and  banking 
circles  that  approximately  10  per  cent  is  shipped  by  the  foreign 
exporter  against  cash  (cash  with  order  or  cash  at  time  of  shipment) 
40  per  cent  against  sight  drafts,  40  per  cent  against  time  drafts  5 
per  cent  on  letters  of  credit,  and  5  per  cent  on  consignment.  In  so  far 
as  the  goods  imported  by  local  branches  of  French  general  importing 
and  exportmg  firms  are  concerned,  the  terms  of  payment  are  arranged 
exclusively  by  the  head  offices  in  France.  Payment  by  such  local 
branches  to  their  head  oflices  is  usually  made  by  30  to  120  day  sight 
drafts,  or  by  shipping  local  products  in  return. 

MADEIRA 

Consul  J.  F.  HoddieHton,  Funchal 


Commodity 


Automotive  accessories 

Automobile  tires.  _ 

Druggists'  sundries.— 

Footwear.-- 

Groceries  and  provisions... 

Flour..-. 

Hardware 

Hides  and  leather 

Lumber 

Motor  vehicles.. 

Office  equipment 

Packing-house  products 

Piece  goods 

Tobacco 


Terms 


after  sight, 
after  sight, 
after  sight, 


after  sight 
after  sight 


after  sight, 
after  sight, 
after  sight, 


documents  against  acceptance, 
documents  against  acceptance, 
documents  against  acceptance. 

documents  against  acc«!ptance. 
documents  against  acceptance. 


documents  against  acceptance, 
documents  against  acce|»tance. 
documents  against  acceptance. 


30  to  60  days 
60  to  90  days 
30  to  60  days 

Do. 

Do. 
60  to  90  days 
30  to  60  days 
Cash. 

30  to  60  days  after  sight,  documents  against  accei>tance 

Cash, 

60  to  90  days 

30  to  60  days 

60  to  90  days 

Cash. 


The  long  credit  terms  granted  for  piece  goods  and  also  for  automo- 
bile tires  are  forced  by  British  merchants,  who  are  even  ready  to 
grant  120  days  to  responsible  concerns.  Such  credit  terms  are  not 
always  desirable,  and  American  exporters  would  do  well  to  proceed 
with  caution  in  granting  long  credits. 

The  approximate  percentage  of  importing  into  this  territory  done 
under  the  various  methods  of  payment  in  general  use  are  as  follows : 

Per  cent 
Cash,  including  cash  with  order  or  cash  at  time  of  shipment.         20 

Time  draft,  30  to  60  days 60 

Time  draft,  60  to  90  days 20 

Consigiimeut Rare. 

MALTA 

Consul  Hugh  S.  Miller.  Valetta 


Commodity 


Automobile  accessories 
Boots  and  shoes 

Chemicals. 

Electrical  goods 

Foodstuffs.. - 

Hardware 

Iron  and  steel.. 

Leather- 

Machinery. 

Paper 

Radio  apparatus 

Rubber  goods.. 

Textiles- 

Tobacco 


Terms 


Sight  draft,  documents  against  payment. 

30  days  after  sight,  documents  against  acceptance.     English  firms  allow  c.  1.  f. 

Malta,  30  days  on  receipt  of  goods,  2Vi  per  cent  discount. 
60  to  120  days  after  sight,  documents  against  acceptance. 
30  to  60  days  .ifter  sight,  documents  against  accci  tance. 
Sight  draft,  documents  against  payment;  to  70  days  alter  sight,  documents 

against  acceptance. 
Sight  draft,  documents  against  payment. 
Sight  draft,  documents  against  payment.    Bedsteads,  English  manufacture, 

c.  i.  f.  Malta,  net. 
Letter  of  credit;  also  sight  draft,  documents  against  payment.    English, 

French,  and  Belgian  tanners,  c.  i.  f.  Malta;  others,  paynient  ou  receipt  of 

goods,  3  per  cent  discount. 
Sight  draft,  documents  against  payment. 
30  days  after  sight,  documents  against  acceptance. 
Consignment. 
Sight  draft,  documents  against  payment;  and  60  days  after  sight,  documents 

against  acceptance. 
30  days  from  date  of  invoice,  30  days  after  date  of  shipment,  and  70  days  after 

sight,    documents   against    acceptance.    English,    German,    and    Italian 

manufacturers,  c.  i.  f.  Malta,  30  days  from  receipt  of  goods,  2  per  cent  and 

2Jr^  per  cent  discount,  or  4  months  net. 
Consignment;  sight  draft,  documents  against  payment;  and  60  days  after 

sight,  documents  against  acceptance. 


In  general  it  appears  that  all  countries  require  cash  against  docu- 
ments on  new  business.  After  a  firm  has  had  satisfactory  dealings 
for  a  period  and  has  proved  itself  reUable,  it  may  get  30  days.  In  a 
few  cases,  60  or  90  days  may  be  given.  A  very  hmited  number  of 
firms  in  Malta,  under  special  circumstances  and  deahng  in  special  lines, 
obtain  goods  on  consignment. 

The  most  satisfactory  method  for  American  firms  exporting  to 
Malta  is  to  require  local  importers  to  open  credits  in  Malta.  Under 
this  procedure  the  manufacturer  sends  his  documents  direct  to  the 
Malta  bank;  the  importer  is  notified  of  the  arrival  of  the  draft;  he 
has  the  opportunity  to  inspect  the  goods;  he  then  pays  the  draft  and 
gets  the  documents.  This  plan,  as  against  opening  credits  in  the 
United  States,  saves  cabling  expenses  and  is  more  convenient  for  the 
importer. 

In  the  opinion  of  most  merchants  interviewed  there  is  no  appreciable 
difference  in  the  terms  offered  by  the  exporters  of  the  principal 
countries,  although  Germany,  first,  and  Czechoslovakia,  second,  are 
perhaps  slightly  more  liberal  in  their  terms  than  others.  England, 
the  United  States,  France,  the  French  Colonies,  Japan,  and  other 
countries  are  offering  about  the  same  terms. 


.-li .  ^  r^a. 
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The  best  estimate  obtainable  of  the  percentage  of  imports  made  on 
each  basis  follows: 

I*6r  c6nt 

Cash  against  documents  an 

At  30  days ?!{ 

At  60  to  90  days ------I-'IIII"  lo 

Open  account ~_"_  |q 

Consignment I -II     1. 1"  II"  I  lo 

MEXICO 

Ck>mmercial  Attach^  George  Wythe,  Mexico  City 


Commodity 


Agricultural  implements.. 

Automotive  accessories 

Construction  machinery... 

Drugs 

Dry  goods 


American  terms 


Electrical  supplies. 
Foodstuffs 


Flour. 


Fresh    fruits    and    vege- 
tables. 
Groceries  and  provisions. . 


Hardware. 


Industrial  machinery. 


Iron  and  steel  products. 


Jewelry. 

Lumber 
Leather. 


Most  dealers  take  advantage  of  dis- 
count offered  for  casii.  Terms 
granted  local  dealers  formerly  ran  to 
12  months,  but  lately  have  been  cut 
down  to  6  months. 

60  days  after  date,  documents  against 
acceptance. 

Cash  against  documents  at  shipping 
point  in  the  United  States 

30  to  fiO  days  after  sight,  documents 
against  acceptance. 

W)  to  90  days  after  sight,  documents 
against  acceptance.  However,  large 
department  stores  of  Mexico  City 
maintain  deposits  with  New  York 
banks,  and  pay  American  factories 
by  check  on  receipt  of  invoice 
Usual  discount  for  cash,  2  per  cent. 

flO  days  after  sight  or  date,  documents 
against  acceptance. 

Most  of  the  import  trade  in  wheat  and 
com  is  handled  by  large  importers 
or  milling  companies,  whicii  usually 
take  advantage  of  cash  dl.scounts. 
Cash  at  border  is  required  of  smaller 
firms. 

In  some  cases,  60  to  90  days,  with 
bank  guaranty. 

60  days  after  date,  documents  against 
acceptance;  or  30  days  after  sight, 
documents  against  acceptance. 

Cash  at  border. 

30  days  after  sight,  documents  against 
acceptance.  Draft,  with  documents 
attached,  is  customarily  presented 
at  time  of  arrival  of  goods  in  Mecico 
City;  in  other  cases,  notablv  in  lard 
trade,  presented  for  accep'tunce  at 
time  of  arrival  of  merchandise  in 
Laredo.  Cash  discount  for  pay- 
ment on  presentation  of  draft  is  cus- 
tomary. 

30  to  90  day  sight  draft,  documents 
against  acceptance.  The  largest 
and  strongest  firms  in  Meiico  pay 
on  receipt  of  invoice. 

90  days  from  date  of  invoice,  also  120 
or  180  days  sometimes  granted.  On 
sales  of  equipment  directly  to  con- 
sumers, terms  run  as  high  as  2  years, 
installments  payable  every  3  months 
with  interest. 

Cash  against  documents,  and  cash 
against  documents  with  confirmed 
bank  credit.  Some  terms  up  to  90 
days. 

30  days  after  date,  documents  against 
acceptance. 

None. 

60  days  after  date,  documentij  against 
acceptance. 


Foreign  terms 


None. 


None. 


European,  90  to  120  days  aft<^r  date. 

Purchases  made  by  such  houses  in 
Europe  are  usually  paid  for  In  cash. 


Swiss  and  French,  up  to  180  dayi 
after  date. 


European,  from  60  to  120  days  after 
date;  cash  discount  not  so  common. 


European,  180  days  after  date  of  ship- 
raent,    frequently   requiring   one 
third  after  90  days  and  another 
third  after  120  days. 

German,  on  consignment  or  on  120- 
day  drafts,  renewable  for  another 
120  days.  iJritish  textile  miichin- 
ery  terms  run  up  to  several  years 
in  case  of  direct  sale  to  mill. 

German,  30  days  net  or  2  per  cent  dis- 
count for  cash;  English,  60  to  90 
days. 

European,  90  days  after  date. 

European  leather  trade  handled 
largely  through  a  few  local  jobbers, 
as  distance  too  great  and  loss  of 
time  in  shipment  such  as  to  make 
It  almost  Impossible  for  European 
(French  or  German)  exporters  to 
deal  directly  with  local  manufac- 
turers. Terras,  120  days  after  date, 
documents  against  Hcceptan«\ 
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Commodity 

American  terms 

Foreign  terms 

Motor  vehicles 

90  to  120  days  after  sight,  documents 

against  acceptance. 
180  days  after  sight,  documents  against 

acceptance. 
90  days  after  sight,  documents  against 

acceptance. 
Cash  with  order  or  against  acceptance 

of  documents. 
60  to  180  days  after  sight,  documents 

against     acceptance.    Typewriters 

and  steel  furniture  are  frequently 

sent  on  consignment. 
Usual  terms  60  to  90  days  after  sight, 

documents  against  acceptance. 
Customary  terms  25  to  33J^  per  cent 

cash  with  order,  balance  in  6  to  12 

months  in  case  of  smaller  orders  (12 

to  24  months  with  larger  orders) 

with  interest. 
60  days  after  date,  documents  against 

acceptance. 
60  to  90  days  after  date,  documents 

against  acceptance. 
Generally  cash. 

60  to  90  days  after  date,  documents 
against  acceptance. 

Handled  largely  through  factory 
branches,  or  local  distributors  carry- 
ing consignment  stocks.  Local 
distributors  customarily  grant  terms 
of  60  to  90  days  to  dealers. 

60  to  90  days  after  sight,  documents 
against  acceptance. 

Cash  with  order. 

None. 

Trucks 

Do. 

Musical  instruments 

Novelties 

Do. 

office  equipment 

Paner.  stationery 

Printing  machinery 

Radio  apparatus . 

SDorting  eoods 

British,  120  days  from  date  of  invoioci 

Surgical     and     precision 

instruments. 
Shoes 

Small    orders,    cash    against    docu- 

Tires  ._ 

ments. 
British,  up  to  180  days  after  sight, 

Theater  equipment 

White  cement.. 

documents     against     acceptance 
Oocal). 

i 


t) 


Credit  terms  granted  by  American  exporters  to  Mexican  importers 
vary  greatly,  depending  on  the  type  of  commodity,  the  credit  standing 
of  the  importer,  and  time  required  for  dehvery  of  goods. 

In  most  of  the  leading  commercial  centers  there  are  a  few  old, 
established  firms  which  have  the  highest  credit  rating  and  customarily 
buy  on  open  account.  These  companies  have  a  strong  cash  position 
and  take  advantage  of  the  discoimt  offered  for  cash  settlement.  The 
average  terms  granted  reliable  finns  other  than  those  prepared  to 
take  advantage  of  cash  discounts  range  from  60  to  90  days  after  sight 
or  from  date  of  shipment.  While  drafts  are  generally  drawn  to  nm 
for  a  specified  period  from  sight,  drafts  are  frequently  made  to  run 
from  date  of  m voice.  In  remote  sections  of  the  country,  where 
transportation  is  slow,  drafts  customarily  read  from  sight. 

MOROCCO  (FRENCH  PROTECTORATE) 

.  Consul  Parker  W.  Buhrman,  Casablanca 


■~f\ 


Commodity 


Agricultiu-al  equipment 

Automotive  accessories 

Building  material 

Chemicals 

Food  products,  groceries  and  pro 

visions. 
Flour 

Footwear 

Hardware 

Hides  and  leather 

Machinery,  general  and  electric... 

Motor  vehicles.. 

Notions  and  novelties.... 


Terms 


60  to  90  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance;  some  open 
account;  a  number  of  European  houses  grant  120  days  on  acceptance* 
30  days  after  sight,  documents  against  acceptance. 
Cash  against  documents. 
60  to  90  days  after  sight,  documents  against  acceptance. 

Cash  against  documents,  to  30  days  after  sight,  documents  against 

acceptance. 
Up  to  180  days  after  sight,  documents  against  acceptance. 
30  to  120  days  after  sight,  documents  against  acceptance. 
90  to  180  days  after  sight,  documents  against  acceptance;  some  opea 

account. 
fiO  and  90  days  after  sight,  documents  against  acceptimse. 
Cash  against  documents. 
90  days  after  sight,  documents  against  acceptance. 
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Commodity 


Paint  and  varnish 

Piece  goods 

Radio  equipment 

Sporting  goods 

Stationery,  books  ,etc 

Thread  and  yarn 

Wearing  apparel 


Terms 


nr}?J? in^.^  after  sight,  documents  against  acceptance. 

FrPn^h  fin?n^'*('^^  ''^if'  ^'^^i'  documents  against  accoptanc«; 
irench,  60  to90  days  after  sight,  documents  against  acoflptanc«' 
Italian,  up  to  6  and  8  months  after  sight,  documents  against  acce  Jtl 


90  days  after  sight,  documents  against  accoptance 

ac^ptS.  '^°''"'"®°^''  ^"^  ^  ^^y^  »"«•  ^^'g^t,  documentu  against 

90  days  after  sight,  documents  against  acc«^ptance. 
Do. 

90,  120,  and  180  days  after  sight,  documents  against  acceptance. 


The  markets  of  the  French  protectorate  of  Morocco  have  reached 
their  present  position  m  internationHl  trade  comparatively  recently 
The  import  market  is  still  pnmarily  influenced  bv  local  custom. 
Long-term  credits,  a  practice  of  lon^  standing  in  local  trade,  have 
their  origin  m  the  seasonal  movement  of  grain,  which  has  always  been 
nf  IS^''?^  money  crop  of  Morocco.  The  market  is  now  in  a  process 
of  evolution,  which  is  largely  the  result  of  diversification  of  cropn  and 
the  development  of  other  than  agricultural  resources.  This  change, 
coupled  with  a  growmg  mtemational  trade,  is  gradually  tending  to 
establish  credit  terms  on  a  more  stable  basis.  However,  the  market 
has  not  yet  reached  that  point  of  development  in  which  is  found  the 
middleman  wholesaler  or  general  importer,  each  specializing  in  a 
particular  trade  and  financing  his  own  undertakings.  With  the 
exception  of  sugar  tea,  and  cotton  goods,  imports  into  this  district 
are  handled  directly  by  the  retailer,  who  imports  in  small  quantities 
and  seeks  the  best  possible  credit  terms.  h  ^  ^^ 

Except  as  applied  to  noncompetitive  products  for  which  there  is  a 
special  demand,  trade  m  this  district  depends  largely  upon  the  ability 
to  meet  the  terms  of  credit  offered  by  European  firms. 

MOROCCO  (INTERNATIONAL  AND  SPANISH  ZONES) 

Consul  Donald  F.  Bigelow,  Tangier 


Commodity 


Agricultural  machinery- 


Automobiles 
accessories. 
Building  material.. 
Druggists  sundries. 
Electrical  supplies 
Flour.... 


and      automotive 


Terms 


Footwear. 


Gasoline  and  kerosene... 
Groceries  and  provisions. 


Hardware 

Industrial  machinery. 
Notions  and  novelties. 

Paint  and  varnish 

Pork  products 


Piece  goods. 


Plumbing  supplies... 

Radio  apparatus 

Surgical  instruments. 


Theater  equipment. 
Tobacco 


Wearing  apparel. 


AustJiHt  S?Iny  ri  T^^*^  ^?.^"  the  Spanish  Zone  from  Germany  and 
Austria  at  90  and  1  'a)  days  after  sight,  docuim-nts  against  acceptance 
Cash  against  docuine.its.    Agents  grant  terms  varying  from  3  to  12 
r-nTan^H  ^""^  ^Y^omuU^^l^r^d  from  30  to  60  days  for  acdssorSs 
$n  tn  2S  h"*^'"  Hl^'  '?''  'f '  documents  against  acceptance. 
^  to  90  days  after  sight,  documents  against  acceptance, 
yo  days  after  sight,  documents  against  acceptance 
Cash  against  documeuts;  some  cases  90  days  after  sight,  documents 
against  acceptance,  with  bank  guaranty  aociimenis 

tprmi  ^Jl^Ir.  ^^^J?^'  '^o^^ments  against  acceptance.     More  liberal 
•^n  tn^n  f  ®  soraetimea  given,  especially  by  Spanish  firms. 
60  to  60  days  after  sight,  documents  against  acceptance. 

Tccepfan^.     ''"'°*"'''  ^""^  ^  ^""^^  ^^^'  '*^^''  documents  against 
^  to  120  days  after  sight,  documents  against  acceptanoe. 
m^^iJ'^^^H'  ^^  ^''f!  *^*^\^  months,  and  «ven  9  mouths. 

oo'dftvs  ««ir^,vhP/"^'  ^'^^}'  documents  against  acceptance. 
90  days  aft«r  sight,  documents  against  acceptance 

"-Senlltltr^'pti^!""  Spain,  30  and  6U  days  atto  sight,  docu- 

Spanish  firms  grant  60  and  90  days;  French,  60  davs-  Enelish  m  on 

SnTnii^  ^^^';  ".*"*"■  ^A°^  ^20  days  and  (3liman,^.K)and  i  A^' 
Spanish  manufacturers,  60  days;  Belgian,  90  days.  ^  uays. 

60  and  90  days  after  sight,  documents  against  acceptance 

S^Sce.     '''™^""'  ^""^  ^  ^^^^  ^^^^'  ''^^^'  documents  against 

P,,?^^'  ^J^""  W'  *u^''V?®°^^  ^^»-°s*  acceptance,  and  longer. 

condTtions"^  ^        Moroccan  Tobacco  Monopoly  under  variable 
60,  90,  and  120  days  after  sight,  documents  against  acceptance. 
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This  market  has  not  reached  the  stage  where  the  capital  of  local 
importers  is,  generally  speaking,  sufficient  to  permit  them  to  finance 
their  own  requirements.  Bank  credits  are  restricted  and,  when  ob- 
tainable, carry  a  comparatively  high  interest  rate.  Acceptances  are 
infrequently  discounted  for  less  than  8  per  cent,  and  such  money  as 
is  currently  loaned  on  the  better  class  of  mortgages  carries  interest  at 
12  per  cent.  Under  the  circumstances,  importers,  except  when 
desirous  of  bringing  in  certain  noncompetitive  products  for  which 
there  is  a  special  demand,  look  to  the  manufacturers  or  foreign  shippers 
for  assistance  in  carrying  their  stocks.  Long-term  credits  have  been 
customary  in  the  Moroccan  trade  and  are  an  absolute  requirement  in 
many  lines.  There  is  Httle  likelihood  of  a  change  in  this  respect  so 
long  as  imports  remain  on  a  small  scale,  handled  in  most  cases  directly 
by  the  local  retailers. 

MOZAMBIQUE 

Vice  Consul  W.  Quincy  Stanton,  Louren^o  Marques 

The  usual  terms  granted  by  American  and  other  exporters  are  sight 
draft,  documents  against  payment.  A  basis  of  cash  against  docu- 
ments is  occasionally  used,  but  the  first  method  prevails.  Open 
accounts  and  letters  of  credit  are  the  exception,  while  time  drafts  are 
generally  restricted  to  certain  specialized  transactions  in  connection 
with  the  German  textile  trade,  which  will  be  discussed  later.  Similarly 
it  is  mostly  German  firms  that  engage  in  consignment  selling.  Some 
of  these  companies  grant  credits  ranging  from  60  to  120  days,  but  this 
practice  is  attended  with  a  high  degree  of  risk  even  in  prosperous 
times.  American  exporters  do  not  have  the  advantage  of  local  branch- 
house  representatives  who  perform  the  function  of  credit  supervisors 
for  the  German  companies. 

American  firms  have  frequently  found  it  to  their  advantage  to 
finance  their  shipments  through  a  London  or  New  York  confirming 
house.  By  employing  the  services  of  an  agent  of  this  type  the  shipper 
receives  his  money  without  delay  at  an  expenditure  which  usually 
does  not  exceed  5  per  cent.  Furthermore,  many  of  the  principal 
firms  in  the  colony  of  Mozambique  (Portuguese  East  Africa)  do  most 
of  their  buying  through  their  oversea  agents  (London  or  New  York). 

There  is  a  third  factor  of  very  great  importance,  and  that  is  the 
standing  of  general  distributors  in  Johannesburg,  South  Africa,  in 
this  market.  Very  few  local  firms  are  in  a  position  to  engage  in  even 
moderate-sized  operations,  so  that  oversea  firms  find  it  preferable  to 
deal  through  a  general  agent  in  the  Union  of  South  Africa,  usually  in 
Johannesburg,  who  can  finance  the  Mozambique  transactions. 

Quite  frequently  separate  representatives  are  appointed  in  this  area 
for  the  towns  of  Lourengo  Marques,  Beira,  and  Mozambique,  as  each 
little  community  is  the  center  of  a  natural  trading  area  based  on  the 
separation  of  this  colony  into  three  geographical  sections  without 
direct  internal  transport  connections. 

The  small  volume  of  business  in  this  colony,  which  is  limited  by 
the  paucity  of  its  civilized  population  and  the  lack  of  mining  and 
manufacturing  (Mozambique  being  almost  entirely  agricidtural 
except  for  the  international  traffic  transit  across  the  colony  at 
Lourengo  Marques  and  Beira),  has  resulted  in  the  concentration  of 
the  bulk  of  the  import  business  in  the  hands  of  a  few  dealers,  which 
are  mostly  branches  of  oversea  or  South  African  firms,  or  are  closely 
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associated  with  these  outside  companies.  The  essentiaUy  local 
houses  are  usuaUy  smaU  and  not  in  a  position  to  finance  properly  their 
own  transactions.  As  a  result  of  this  situation,  the  terms  of  credit 
formost  types  of  commodities  are  generally  the  same;  in  other  words 
credit  IS  extended  to  a  general  dealer,  who  is  probably  a  combination 
of  wholesaler,  retailer,  and  perhaps  small-scale  manufacturer,  handlmg 
a  variety  of  merchandise  lines  and  also  performing  such  divert 
functions  as  shippmg  and  forwarding  and  warehousing. 

BOND  STORES 

AutomobHe  tires,  alcoholic  liquors,  and  canned  foods  constitute  the 
exceptions  to  the  usual  credit  terms,  as  they  are  being  generally 
handled  by  leading  dealers  maintaining  bond  stores  in  Lourenco 
Marques  in  the  names  of  the  manufacturers  and  drawing  upon  these 
stores  as  the  goods  are  needed,  with  payments  made  at  the  end  of  the 
month. 

NETHERLAND  EAST  INDIES 

A^stont  Trade  Conunissioner  August  Brauer,  jr.,  Batavte 


Commodity 


Agricultural  equipment. 
Automobile  accessories.. 


Building  material 

Construction  machinery. 
Druggists'  sundries 


Electrical  supplies. 
Flour ;. 


Footwear. 


Fresh  fruit. 
Furniture.. 
Groceries.., 
Hardware.. 


Hides  and  leather 

Industrial  chemicals 

Industrial  machinery I. 

Jewelry 


Motor  vehicles 

Notions  and  novelties. 


Office  equipment.. 
Packing  products.. 
Paint  and  varnish. 


Piece  goods. 


Plumbing  and  heating  equii>- 
ment. 

Printing  machinery 

Radio  supplies 


Sporting  goods 

Stationery  and  books. 


Surgical  instruments. 


Theater  equipment. 
Thread  and  yam... 
Tobacco 


Wearing  apparel. 


Terms 


Sight  draft,  documents  against  payment. 

^credit  ^^^^  ^^®'"  ^^^^'  ***^"™®°*«  ^»^st  payment;  some  on  tetter  of 

Sight  draft,  documents  against  payment. 
Do. 

^ff?»'r*cia£f*°^^^^^  ^"'^'"  ^?^\*'  documents  against  payment,  or  90  days 
after  sight,  documents  Hgamst  acceptance.  •vvtaj-o 

Cash,  to  30  to  60  days  after  sight,  documents  against  payment. 
4a'^n?t  plj4en?'    ""^  irrevocable;  sometimes  sight  draft,  documents 

^*?w,?'"^'H  <loc^™ents  against  payment,  to  :\0  to  60  days  after  sight. 
Sl)Ta  °c?.  ^^         payment;  or  90  days  after  sight,  documents  ugaLst 

Letter  of  credit. 

Do. 
Sight  draft,  documents  against  payment. 
H^,?![^";  dociiments  figainst  payment,  to  30  to  60  days  after  sight. 
^SS^.^  payment,  or  90  days  after  sight,  documents  against 

Letter  of  credit. 

Sight  draft,  documents  against  payment. 
Do. 

^^^ni!?;o^?T^®?^  ^*^°l*  payment,  to  30  to  60  days  after  sight, 
documents  against  payment,  or  90  days  after  sight,  documents 
agamst  acceptance;  some  on  open  account.  uocumenis 

Letter  of  credit. 

^^§5!  ^^^^h  <*ocuments  against  payment,  to  30  to  60  days  after  sight 
a^S^SS.  Paj'^^ent,  or  90  days  after  sight,  documents  against 

Letter  of  credit. 

Sight  draft,  documents  against  payment. 

^^?fL^rfiiv^?^°^®°*^*  **^*^^^  payment;  letter  of  credit;  30  to  60  days 
after  sight,  documents  against  payment;  or  90  days  after  sight  docu- 
ments against  acceptance.  ^     ' 

^^^if^?!?f*'  ^  1°.^  '^""^^  *'!®^  ^^«^*'  documwnts  against  payment;  or 
90  days  after  sight,  documents  against  acceptance.  «"w  w 

bignt  draft,  documents  against  payment;  and  letter  of  credit. 

Sight  draft;  documents  against  payment;  or  letter  of  credit. 
HoL^*  '  ^ocmnents  against  payment;  letter  of  credit;  and  30  to  60 
days  after  sight,  documents  against  payment.  «  «#  w  wi 

Do. 

^men^a&^^eT'^''  P"^«°*'  ^0  to  60  days  after  sight,  docu- 
Sight  draft,  documents  against  payment;  30  to  flO  days  after  sight,  docu- 
aice?taSS    ''  Payment;  or  90  days  after  sight,  docSlente  agaSst 
Letter  of  credit. 
Sight  draft,  documents  against  payment. 

^  h5L^?/*'  d«;i™ents  against  payment;  letter  of  credit;  and  30  to  60 
days  after  sight,  documents  against  payment  «  ov  w  w 

Sight  draft,  documents  a^a  inst  payment;  letter  of  credit;  and  30  to  60  days 
a^ter  sight,  documents  .gainst  paymeii  or  90  days  afer  sight.  dtSu- 
ments  agamst  acceptance.  ^'But,  uucu 
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Credit  and  payment  terms  might  better  be  classified  according  to 
the  type  of  firm  ordering  the  goods,  rather  than  according  to  the  kind 
of  goods  ordered.  Business  in  the  Netherland  East  Indies  is  not 
carried  on  by  firms  who  specialize  in  particular  lines,  but  rather  by 
general  importers,  one  of  whom  may  handle  everything.  To  that 
end,  the  following  is  submitted: 

Large  European  importers. — These  firms  usually  have  connections  in  Europe, 
or  in  America,  and  almost  invariably  arrange  for  payment  in  the  Netherlands, 
London,  Hamburg,  or  New  York,  cash  against  documents.  They  do  not  request 
credit  extension,  as  it  is  their  aim  to  make  savings  on  interest  and  to  obtain  cash 
discounts.  Even  when  they  do  a  consignment  business,  as  is  common  in  some 
lines  of  piece  goods,  they  pay  cash  in  Europe  for  86  or  90  per  cent  of  the  value  of 
the  shipments,  remitting  the  balance  when  they  are  sold.  There  are  perhaps 
30  such  houses  operating  in  the  Netherland  East  Indies,  and  they  control  at  least 
60  per  cent  of  the  import  trade.  They  pay  cash  for  their  purchases,  but  extend 
credits  to  their  Chinese  dealers,  ranging  from  30  days,  which  is  common  in  the 
provision  and  drink  trade,  up  to  90  or  120  days,  as  in  the  textile  business. 

Medium  European  importers. — These  firms  prefer  to  pay  cash  for  their  purchases, 
in  the  same  manner  as  do  the  big  firms,  particularly  since  a  draft  at  60  days  after 
sight,  documents  against  acceptance,  usually  involves  interest  for  approximately 
four  months  on  shipments  from  Europe,  and  for  as  much  as  six  months  on  ship- 
ments from  the  United  States.  These  firms  also  pay  cash  against  documents  at 
the  port  of  arrival  in  Java;  the  bulk  of  their  business,  however,  is  on  a  credit 
basis,  especially  if  they  are  dealing  in  lines  in  connection  with  which  they  must 
extend  extremely  long  credits  to  their  dealers.  They  often  get  draft  terms  at  60 
to  90  oays  after  sight,  documents  against  payment  or  documents  against  accept- 
ance. There  are  about  50  such  firms  in  the  local  markets,  and  they  account  for 
perhaps  25  per  cent  of  the  total  import  business. 

Small  European  importers. — There  are  a  few  very  small  European  importers 
who  often  try  to  secure  generous  credit  terms  from  exporters,  but  such  terms  are 
granted  cautiously.  Exporters  consider  it  better  poUcy  to  insist  upon  at  least 
sight-draft  terms. 

Chinese  importers. — A  few  of  the  larger  Chinese  importers  are  in  the  same  class 
as  the  medium-sized  European  import  houses  and  pay  in  cash  either  at  port  of 
shipment  or  destination.  Even  the  smaller  Chinese  importers  are  usually  able 
to  establish  letters  of  credit  for  their  purchasers,  and  they  commonly  do  in  con- 
nection with  their  imports  of  such  items  as  sardines,  kerosene,  or  provisions. 
Chinese  firms  unable  to  do  this  usually  trade  with  the  European  import  houses, 
from  whom  they  obtain  extended  credit  acconmiodation.  On  the  other  hand, 
Chinese  dealers  in  certain  lines,  and  particularly  in  connection  with  automotive 
accessories,  are  granted  terms  of  60  to  90  days  after  sight,  documents  against 
acceptance.  If  they  buy  direct  they  occasionally  establish  letters  of  credit  to 
cover  their  orders,  but  the  longer  terms  are  usual. 

From  the  above  it  would  appear  that  this  is  largely  a  cash  market, 
and  it  is  true  that  the  great  bulk  of  transactions  are  handled  on  a 
cash  basis.  Credit  extensions  are  commonly  granted  to  local  importers 
only  in  connection  with  commodities  handled  on  extended  credit  in 
the  local  market,  particularly  textiles.  There  is  no  evidence  in  the 
local  market  that  foreign  competitors  of  the  United  States  grant 
better  terms  than  do  American  merchants. 

The  estimated  division  of  imports  according  to  methods  of  payment 
is  as  follows: 

Percent 

Open  account 5 

Cash  at  port  of  shipment 35 

Sight  draft 15 

Time  draft 20 

Letter  of  credit,  confirmed  irrevocable 10 

Consignment  and  branch-house  stocks 15 
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NETHERLAND    WEST    INDIES    (CURACAO,    ARUBA,    AND    BONAIRE) 

Consul  Thomas  W.  Yoetter,  Cucacao 

The  usual  range  of  terms  is  15  to  90  days  after  sight,  documents 
agamst  acceptance.  These  terms  are  granted  to  firms  of  good 
reputation  with  whom  American  exporters  have  had  successful  deal- 
mgs  and  who  make  payments  according  to  schedule. 

The  population  of  Curacao  is  about  45,000  of  which  6,000  are 
whites;  the  rest  are  of  the  black  race.  Willemstad  is  the  principal 
city  of  the  island  and  is  the  distributing  center  for  the  three  islands 
mentioned  above.  Most  of  the  merchandise  received  on  the  islands 
of  St.  Martin,  St.  Eustatius,  and  Saba  is  transshipped  from  Porto 
Rico,  St.  Thomas,  or  St.  Kitts.  Suj)plies  for  the  oil  refineries  at 
Aruba  are  largely  brought  direct  on  tankers  going  there  for  cargo. 

American  firms  usually  appoint  an  agent  in  Willemstad  who  is 
capable  of  covermg  the  islands  of  Curacao,  Aruba,  and  Bonaire. 
Imtial  transactions  are  usually  consummated  on  a  cash  or  cash 
against  documents  basis. 

The  approximate  percentages  of  the  importing  into  this  territory 
done  under  the  methods  of  payment  in  general  use  are  as  follows : 

Per  cent 

Open  account «j 

Cash,  including  cash  with  order  or  cash  at  time  of"  shipment  5 

Sight  draft "     10 

Consignment,  less  than IIII-IIII_IIII^IIIIII       1 

Letter  of  credit """11  2 

Letters  of  credit  are  used  in  such  cases  as  importations  of  automo- 
biles and  accessories,  special  lines  of  hardware,  theater  equipment, 
industrial  machinery,  and  articles  not  adapted  to  ordinary  commercial 
uses.  The.  balance  of  the  shipments  are  with  time  drafts,  with 
varyii^  terms.  Shipments  of  fresh  fruits  and  vegetables  are  made 
with  drafts  drawn  payable  3  days  after  sight;  for  other  classes  of 
merchandise  the  term  ranges  from  15  to  120  days,  with  the  greater 
proportion  at  30  to  90  days.  The  longer  term  of  120  days  is  infre- 
quent with  American  exporters,  and  usually  is  asked  for  only  by  new 
or  small  firms. 

European  exporters  grant  much  longer  terms  than  are  given  by 
American  firms,  120-day  sight  drafts  now  being  quite  usual  and 
credits  of  6  months  obtainable  without  diflSculty. 

NETHERLANDS 

Commercial  Attach^  Jesse  P.  Vaji  Wickel,  The  Hague 
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Commodity 


Abrasives,  paper  and  cloth 


Agricultural  equipment. 


Automotive  accessories 

Building  material-  _ 

Dried  and  canned  fruits  and 
honey. 


Terms 


Payment  after  receipt  and  approval  of  the  goods.  Remittance  takes 
place  by  check  on  a  New  York  bank.  Some  business  on  basis  of  casn 
agamst  documents. 

From  cash  against  documents  to  open  account.  In  the  latter  case  pay- 
ment usually  results  3  months  after  date  of  invoice,  and  exceptionally 
after  the  lapse  of  a  6-numth  period.  Farm  ruKines  are  customarily 
sold  on  cash  against  documents,  while  European  competitors,  such  as 
Germany,  France,  and  England,  supply  their  representatives  with 
consignment  stocks  upou  security  of  an  accepted  6-month  period 

30  days  after  sight,  documents  against  acceptancn,  with  interest 

Cash  with  order.    Belgian,  3  months'  credit  against  acceptance  of  draft. 

Documents  against  acceptance  of  a  3-day  sight  draft. 


Commodity 


Druggists'  sundries 

Electrical  supplies 

Foodstuffs 

Fresh  fruit 

Grain.. 

Groceries  and  provisions 

Hides  and  leather 

Industrial  chemicals 

Industrial  machinery 


Terms 


Iron  and  steel  products 
Marine  engines. 

Motor  vehicles. _ 

Naval  stores.. 

OflBce  equipment 

Oil  cakes 


Paper._._ 

Perfumes 

Pharmaceuticals _ 

Plumbing  and  heating  equip- 
ment. 

Prmting  machinery  and  sup- 
plies. 


Radio  apparatus 

Rubber  goods; 

Sundries 

Technical    rubber    goods 

(rubber    belting,    hose, 

etc.). 

Shoe  and  leather  manufactures 

Textiles 

Tires .' 

Tobacco _ 

Toilet  articles 


Cash  against  documents;  30  days  after  sight,  documents  against  accept- 
ance; while  on  rare  occasions  remittance  is  made  by  importer  by  check 
after  receipt  of  the  goods.  Preference  is  generally  given  to  the  term 
acceptance  of  30-day  sight  draft  with  documents  attached. 

30  days  after  sight,  documents  against  acceptance,  with  interest  of  1  per 
cent. 

Cash  against  documents;  30  oays  after  sight,  documents  against  accept- 
ance; while  on  rare  occasions  remittance  is  made  by  importer  l)y  check 
after  receipt  of  the  goods.  Preference  is  generally  given  to  the  term 
acceptance  of  30-day  sight  draft  with  documents  attached. 

Letter  of  credit  established  in  the  United  States. 

Cash  against  documents. 

Ca.sh  against  documents;  30  days  after  sight,  documents  again.st  accep- 
ance;  while  on  rare  occasions  remittance  is  made  by  importer  by  check 
after  receipt  of  the  goods.  Preference  is  generally  given  to  the  term 
acceptance  of  30-day  sight  draft  with  documents  attached. 

Cash  against  documents  (in  some  instances  American  shippers  permit 
inspection  of  the  shipment  before  payment). 

Cash  against  documents. 

Cash  against  documents  (interest  during  the  time  between  date  of  ship- 
ment and  the  date  money  is  received).  European  manufacturers 
usually  quote  the  following  terms:  One-third  with  order;  one-third  upon 
receipt  of  goods,  no  draft  attached:  one-third  3  months  after  receipt  of 
goods.  For  the  smaller  type  of  equipment  American  firms  quote  cash 
on  delivery,  while  European  conijietitors  grant  3  to  6  months'  credit. 
Some  American  manufacturers  grant  terms  of  60  days  after  date  of 
invoice.  Excavating  machinery  of  American  origin  is  offered  on 
security  of  50  i>er  cent  cash  with  order,  with  sight  draft  againrt  docu- 
ments covering  balance.  German  producers  grant  prolonged  credit 
facilities. 

Cash  against  documents;  and  sight  draft,  documents  against  payment. 

60  to  90  days  after  sight,  documents  against  acceptance.  European  sup- 
pliers, such  as  Germany,  England,  and  France,  are  very  liberal  with 
respect  to  shipping  engines  on  consignment  covered  by  security  of  a 
6-month  accepted  sight  draft  at  the  time  of  delivery. 

American,  cash  basis.  Several  manufacturers  are  providing  credit  facili- 
ties through  financing  concerns.  The  latter  pay  the  manufacturer  cash 
and  collect  the  amounts  involved  from  the  respective  local  distributors. 

Cash  against  documents.  Some  shipments  made  against  acceptance  of 
a  3-day  sight  draft. 

90  days  alter  sight,  documents  against  acceptance;  some  open  account,  90 
days. 

Handled  either  on  a  basis  of  f.  o.  b.  American  port  or  c.  i.  f.  Netherland 
port.  In  connection  with  f.  o.  b.  quotations  pavment  is  made  in 
America  against  documents,  while  the  ocean  freight  Is  advanced  by  the 
importer's  forwarding  agent  in  America.  With  respect  to  c.  i.  f.  terms 
the  shipper  pays  the  ocean  freight,  etc.,  drawing  a  sight  or  3-day  sight 
draft  on  the  importer  which  is  attached  to  the  shipping  documents 

American,  open  account,  payment  30  days  after  date  of  invoice,  less  3  per 
cent  discount  to  distributors;  some  60  days  from  date  of  invoice,  less  3 
per  cent. 

Open  account,  payment  to  be  made  within  60  or  90  days  from  date  of 
invoice;  also,  60  or  90  days  after  sight,  documents  against  acceptance 

From  cash  against  documents,  to  30  days  after  sight,  documents  against 
acceptance. 

Cash  against  documents;  some  30  days  after  date  of  invoice. 

Shipping  documents  against  sight  draft,  New  York.  (Distributors  have 
to  carry  fairly  large  stocks  on  hand  in  order  to  be  enabled  to  fill  orders 
at  notice.)  Such  stocks  are  usually  kept  on  hand  for  a  iieriod  of  6 
months  before  they  are  cleared.  Netherland  distributors  have  to  grant 
30  days'  credit.  Consequently,  importers  have  their  money  tied  up 
for  a  tieriod  of  about  8  months.  German  manufacturers  grant  terms 
ranging  from  6  to  12  months,  or  on  consignment. 

30  or  60  days  after  date,  documents  against  acceptance.  European,  open 
accoimt,  payable  30  days  after  date  of  invoice. 

10  days  after  sight,  documents  against  acceptance,  less  2  per  cent,  to  60 

days  after  sight,  documents  agaiast  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 

30  days  after  receipt  of  the  goods,  less  a  2  per  cent  discount. 

Hosiery  and  piece  goods  handled  on  a  30-day  credit  basis.  The  merchan- 
dise is  handled  principally  by  indent  agents,  and  the  local  buyer  either 
remits  the  amount  involved  30  days  after  the  date  of  invoice  less  2  per 
cent  discount,  or  accepts  a  draft  maturing  30  days  after  date  of  shipment 
less  2  per  cent  discount. 

American,  60  days  after  sight,  documents  against  acceptance.  European, 
consignment  stocks. 

60  or  90  days  after  sight,  documents  against  acceptance. 

60  to  90  days'  credit.  No  draft  is  drawn  on  long-established  agents,  but 
distributors  remit  the  amount  involved  by  check. 
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A  study  of  the  terms  of  payment  granted  by  American  exporters 
to  their  Netherland  representatives  seems  to  indicate  that  European 
competitors  are  following  the  principle  of  offering  more  liberal  terms. 
Though  merchandise  of  American  origin  is  held  in  high  regard  by  the 
Netherlands  public — due  to  which  such  products  can  usually  be  sold 
at  a  shght  premium  in  this  territory — tlistributors  frecpiently  turn  to 
German,  British,  or  other  European  suppliers,  in  order  to  avail  them- 
selves of  the  credit  terms  offered. 

NEWFOUNDLAND 

Usual  terms  are  cash  against  documents.  Approximately  three- 
fourths  of  the  importations  into  Newfoundland  from  abroad  are  on  a 
basis  of  cash  against  documents,  or  si^ht  draft,  documents  against 
payment.  Some  small  amount  of  busmess  is  done  on  a  basis  of  3 
days  after  sight,  and  a  few  larger  housc^s  buy  on  a  basis  of  30  to  60 
days  after  sight,  documents  against  acceptance. 

NEW  ZEALAND 

Trade  Commissioner  Julian  B.  Foster,  Wellington 


Commodity 


Agricultural  implements 

Automotive  accessories 

Building  material.. 

Construction  machinery 

Electrical  supplies 

Fresh  foods,  vegetables,  and 

perishables. 
Groceries  and  canned  goods.  . 

Hardware 

Industrial  machinery 

Motor  vehicles 

Notions  and  novelties 

Office  equipment 

Paint  and  varnish 

Piece  goods 

Radio  equipment 

Surgical  instruments 

Theater  equipment 

Tobacco 

Wearing  apparel 


Terms 


30,  60,  90,  and  100  days  after  sight,  documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
30  to  120  days  after  sight,  documents  against  acceptance. 
Sight  draft,  documents  against  payment,  to  90  days  after  sight,  documents 

against  acceptance. 
Confirmed  irrevocable  letter  of  credit. 

30,  60  and  90  days  after  sight,  documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  accepf  ance, 
30  to  120  days  after  sight,  documents  against  acceptance. 

Do. 
30  to  60  days  after  sight,  documents  against  acceplaiice. 
30  to  120  days  after  sight,  documents  against  accept nnce. 
30  to  90  days  after  sight,  documents  against  accept  niice. 
30  to  60  days  after  sight,  documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Do.  • 

Sight  draft,  documents  against  payment,  to  120 days  after  sight,  documents 
agamst  acceptance.  .  o    ,  « 

Sight  draft,  documents  against  payment. 
30  to  60  days  after  sight,  documents  against  acceptance. 


British  firms  are  liberal  in  their  terms  to  New  Zealand  importers  of 
machinery.  Some  British  exporters  are  shipping  machinery  on  a 
quasi  consignment  basis;  that  is,  they  ship  it  out  on  consignment  for 
a  period  of  some  12  months,  and  if  at  the  end  of  that  time  the  article 
is  not  sold,  the  New  Zealand  importer  is  expected  to  remit  to  the 
British  principal  the  amount  involved. 

British  hardware  manufacturers  are  extending  their  terms  to  120 
days  on  their  line.  In  some  instances  British  manufacturers  have 
their  factory  representatives  on  the  ground  and  ship  to  them  on  con- 
signment; they  in  turn  grant  terms  to  the  larger  companies,  extending 
m  some  instances,  on  hardware,  up  to  6  months. 

British  manufacturers  in  nearly  all  instances,  with  the  exception  of 
perishables,  grant  credits  ranging  from  30  to  120  days. 

Most  of  the  really  large  liouses  like  to  pay  cash  against  documents 
on  arrival,  so  that  they  may  benefit  by  the  discount  of  2  or  2%  per 
cent  which  is  usually  allowed. 
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Commodity 

Terms 

Agricultural  equipment 

Cash  against  documents. 

Automotive  accessories 

30  to  60  days  after  sight,  documents  against  acceptance.  (These  are  to 

Building  material 

be  distinguished  from  automotive  parts,  which  are  usually  sold  cash 
with  order,  or  against  confirmed  irrevocable  letter  of  credit.) 
Cash  against  documents. 

Construction  machinery 

Do. 

Druggists'  sundries 

60  to  90  days  after  sight,  documents  against  acceptance. 

Electrical  supplies 

Cash  against  documents. 

Flour 

Open  account,  cash  bv  return  mail  on  receipt  of  invoice. 

Footwear 

30  to  60  davs  after  sight,  documents  against  acceptance. 

Groceries  and  provisions 

60  days  after  sight,  documents  against  acceptance. 

Hides  and  leatlier 

60  to  90  days  after  sight,  docuirifnts  against  acceptance. 

Hardware 

00  days  after  sight,  documents  against  acceptance. 

Industrial  chemicals 

Cash'with  order. 

Industrial  machinery 

Do. 

Jewelry 

30  to  60  days  after  sight,  documents  against  acceptance. 

Motor  vehicles 

Cash  with  order,  or  irrevocable  confirmed  letter  of  credit. 

Notions  and  novelties 

30  to  60  days  after  sight,  documents  against  acceptance. 

Office  equipment 

Do. 

Packing-house  products  

60  days  after  sight,  documents  against  acceptance. 

Paint  and  varnish 

Do. 

Piece  goods ._ 

GO  to  90  days  sight,  documents  against  acceptance. 

Plumbing  supplies 

Do. 

Printing  machinery  and  supplies. . 
Radio  supplies 

Cash  with  order. 

Cash  with  order  or  sight  draft,  documents  against  DavmenL 

Railway  material  and  supplies 

Sporting  goods .. 

Cash  with  order. 

Cash  against  documents. 

Stationery,  books,  etc 

60  to  90  days  after  sight,  documents  against  acceptance. 

Surgical  and  precision  instruments. 
Theater  equipment 

Cash  with'order. 
Do. 

Thread  and  yarn 

60  to  90  days  after  sight,  documents  against  acceptance. 

Tobacco  (cirgarettes  only) 

30  davs  after  sight,  documents  againsf  acceptance. 

Wearing  apparel 

30  to  60  days  after  sight,  documents  against  acceptance. 

Usual  terms  of  credit  from  American  exporters  are  30,  60,  and 
occasionally  90  days  after  sight.  European  competitors  ordinarily 
grant  longer  terms,  90  to  120  days  being  usual  and,  in  the  case  of 
German  exporters,  180  days  for  certain  commodities.  Many  German 
houses  are  endeavoring  to  introduce  terms  of  " —  days  from  date  of 
invoice"  instead  of  " — days  sight."  The  advantage  of  this,  especially 
in  the  case  of  German  firms,  is  not  only  an  actual  reduction  in  the 
length  of  the  credit  granted,  but  the  elimination  of  uncertainty  as  to 
due  date.  Sailings  from  Germany  for  Corinto  are  irregular,  and  mer- 
chandise for  Nicaragua  may  be  held  from  one  to  two  months  at 
Hambiu-g  awaiting  a  direct  vessel  for  Corinto,  thus  increasing  the 
delay  in  payment.  For  American  firms  this  point  is  of  less  impor- 
tance, since  time  of  transit  is  not  only  much  shorter,  but  also  more 
definitely  calculable. 

The  following  is  an  estimate  of  the  proportion  of  importing  into 
Nicaragua  done  according  to  the  various  methods  of  payment. 

Per  cent 

Open  account 15 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment 10 

Sight  draft- 18 

Time  draft . 50 

Letter  of  credit 5 

Consignment 2 

60888°— 31 6 
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NORWAY 

Commercial  Attache  Maiquard  H.  Lund,  Oslo 


Commodity 


Agricultural  implements. 


Automotive  accessories 


Building  material. 


Construction  machinery- 
Druggists'  sundries 

Electrical  supplies 


FeedstufTs. 


Fibers,  raw. 
Flour 


Footwear- 


Fresh  fruits  and  vegetables. 


Fuel,  01  es,  etc. 
Furniture 


American  terms 


Sight  draft,  documents  against  pay- 
ment; in  a  few  cases,  open  aircount 
or  settlement  once  a  year. 

Sight  draft,  documents  against  pay- 
ment; 30  to  90  days  after  date,  docu- 
ments against  accpetance. 

Sight  draft,  documents  against  pay- 
ment. 

—  do 

Varies 

Sight  draft,  documents  against  pay- 
ment. 

90-day  letter  of  credit  in  New  York 
City,  or  sight  draft,  docuoients 
against  payment. 

---.do * 

Sight  draft,  documents  against  pay- 
ment in  New  York  City,  or  yo-day 
bank  acceptance. 

Sight  draft,  documents  against  pay- 
ment, or  30  days  net. 


Groceries  and  provisions. 


Hardware. 


Hides  and  leather 

Industrial  chemicals- 


Industrial  machinery - 

Jewelry 

Motor  vehicles 


Notions  and  novelties- 
Ofilce  equipment 


Packing-house  products. 
Paint  and  varnish 


Piece  goods. 

Plumbing  and  heating 

Printing  machinery  and 

supplies. 
Radio  apparatus 


Sight  draft, 

ment. 
Not  known, 
-—do 


documents  against   pay- 


Sight  draft,  documents  against  pay- 
ment, and  60  to  90  days  date,  docu- 
ments against  acceptance. 

Sight  draft,  documents  against  pay- 
ment, and  30  days  less  2  per  cent. 

30  to  90  days  open  account  (30  days  less 
2H  percent). 

Sight  draft,  documents  against  pay- 
ment, Oslo. 

Varies- _ 

do " 


Sight  draft,  documents  against  pay- 
ment. New  York. 

Sight  draft,  documents  against  pay- 
ment. 

do __.. 


-do- 


Railway     material     and 

supplies. 
Sporting  goods      


Stationery,  books,  etc. 


Sui^cal     and     precision 

Instruments. 
Theater  equipment 


Thread  and  yarn- 
Tobacco 


Sight  draft,  documents  against  pay- 
ment, or  60  days  after  sight,  docu- 
ments   against    acceptance. 

30  days  after  date,  dociiments  against 
acceptance. 

30  days  less  2}4  per  cent,  or  4  months 
after  acceptance. 

Sight  draft,  documents  against  pay- 
ment. 

30  to  60  days  after  sight,  documents 
against  acceptance. 

Sight  draft,  documents  against  pay- 
ment. 

Sight  draft,  documents  against  pay- 
ment; or  30  to  60  days  after  date, 
documents  against  acceptance. 

Sight  draft,  documents  against  pay- 
ment; or  30  days  after  date,  docu- 
ments against  acceptance. 

Varies 


Not  known. 


Sight  draft,  documents  against  pay- 
ment. 

90  days  after  sight,  docimients  against 
acceptance. 


£ur(»pean  terms 


Open  account  or  consignment. 


Open  account. 

Sight  draft,  documents  against  pay- 
ment. 

30  days. 

Varies. 

30  to  90  days  after  date,  documents 
against  accej)tance. 

Sight  draft,  d«»euments  against  pay- 
ment. 

Do. 

Sight  draft,  diicuments  against  i>ay- 
ment,  or  90-day  bank  acceptance. 

30  days,  less  2,  3,  or  5  per  cent  dis- 
count; or  90  dajrs  after  date,  dwu- 
ments  again.st  acceptance. 

Sight  draft,  documents  against  pay- 
ment. 
Do. 

90  days  after  sight,  documents  against 
acceptance. 

30  to  90  days  after  date,  documents 
against  acceptance. 

30  days  less  2  per  cent,  60  to  90  days 
after  date,  documents  against 
acceptance. 

30  to  90  days  open  account  (30  days 
less2H  percent). 

Sight  draft,  documents  against  pay- 
ment, Oslo. 

Vaiies. 
Do. 

Not  known. 

30  to  90  days  iifter  date,  documents 
against  acceptuace. 

Sight  draft,  documents  against  pay- 
ment; and  one-third  cash,  two- 
thirds  90  days  after  date,  document 
against  acceptance. 

Sight  draft,  documents  against  pay* 
ment. 

30  days. 


30  to  60  days  after  date,  documents 

against  acceptance. 
30  days,  less  2J^  jter  cent  or  4  mouths 

after  acceptance. 
Open  account. 

30  to  60  days  after  sight,  documents 

against  acceptance. 
Sight  draft,  documents  against  pay- 
ment. 

30  to  90  days  on  open  account. 

30  to  90  days  after  date,  documents 
against  acceptance. 

Varies. 

90  days  after  sight,  documents  against 

acceptance. 
30  days  less  2>^  |j«r  cent,  90  days  after 

date,  documents  against  acceptance. 
Open  accoimt. 


CREDIT  AND  PAYMENT  TERMS  IN  FOREIGN  COUNTRIES 


77 


The  general  tendency  of  American  exporters  seems  to  be  toward 
more  liberal  conditions  of  payment.  At  the  same  time,  some  quota- 
tions still  call  for  cash  with  order  or  a  letter  of  credit  in  New  York 
City,  so  that  drafts  can  be  paid  before  the  shipment  leaves  the  United 
States.  Such  terms  are  generally  not  acceptable  unless  established 
by  trade  custom,  as  in  the  case  of  automobiles. 

The  insistence  upon  more  liberal  credit  terms  is  not  altogether  due 
to  a  desire  of  Norwegian  importers  to  put  off  payment  as  long  as  pos- 
sible, but  rather  to  the  somewhat  peculiar  resale  terms  prevailing 
in  some  parts  of  Norway.  For  instance,  importers  selling  to  the 
fishing  trade  on  the  western  coast  of  Norway  may  have  to  wait  several 
months  for  their  money,  depending  on  the  fishing  season.  The  whal- 
ing industry  has  to  finance  its  buyers  for  an  entire  year,  as  sales  are 
made  only  once  during  the  year.  The  situation  is  further  compli- 
cated by  the  fact  that  the  country  is  one  of  long  distances  and  somewhat 
limited  means  of  commimications.  Importers  often  make  the  point 
that  they  have  to  wait  several  months  for  theix-  money,  and  that  any 
assistance  that  American  manufacturers  may  be  wiling  to  render 
in  the  matter  of  granting  hberal  credit  and  payment  terms  will  only 
result  in  making  it  easier  to  do  business. 

It  is  not  advisable  to  include  Norway  in  agency  arrangements  with 
firms  in  Denmark  or  Sweden. 

PALESTINE 

Consul  Cieneral  Paul  Knabenshoe,  Jerusalem 


Commodity 

Terms 

Automotive  accessories . 

Cash  against  documents. 

BuildinK  material        .    

Do. 

Construction  machinery.      

Do. 

Druggists'  sundries 

60  to  90  days  after  vsight,  documents  against  acceptance. 

Electrical  supplies 

Cash  against  documents. 

Flour 

60  to  90  days  after  sight,  documents  against  acceptance. 

Footwear 

Do. 

Fuel,  ores,  etc 

Do. 

Furniture 

Do. 

Groceries  and  provisions 

Do. 

Hardware 

Do. 

Hides  and  leather     

Do. 

Industrial  chemicals 

Do. 

Industrial  machinery        

60  to  90  days  after  sight,  documents  against  acceptance,  with  part 

Jewelry 

cash  payment. 
Cash  against  documents. 

Motor  vehicles 

Do. 

Office  equipment 

60  to  90  days  after  sight,  documents  against  acceptance. 

Paint  and  varnish 

Do. 

Piece  goods 

Do. 

Plumbing  and  heating  equipment 

Printing  machinery  and  supplies 

Radio  apparatus 

Do. 
Do. 
Do. 

Sporting  goods 

Do. 

Stationery,  books,  etc 

Do. 

Surgical  and  precision  instruments 

Thread  and  yarn    

Do. 
Do. 

Tobacco 

Do. 

The  usual  method  in  most  lines,  dictated  by  custom,  is  for  the 
shipper  to  forward  the  shipping  documents  to  the  consignee  through 
a  bank,  accompanied  by  a  draft  drawn  on  the  consignee  for  the  amount 
of  the  invoice.     The  draft  usually  runs  for  60  or  90  days. 

'  In  order  to  enable  the  purchaser  to  obtain  possession  of  the  goods 
(in  the  event  of  a  sale,  or  if  they  are  of  a  perishable  nature)  prior  to 
the  maturity  of  the  draft,  a  provision  is  made  to  the  effect  that, 
should  it  be  desired,  the  purchaser  can  withdraw  the  goods  upon 
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payment  of  the  draft  under  a  rebate  of  6  per  cent  interest  (official 
maximum  rate  of  discount  in  Palestine  being  9  per  cent) 

The  basis  of  cash  against  documents  is  also  common  in  Palestine, 
bight  drafts  are  drawn  by  foreign  shippers  against  delivery  of  docu- 
ments (when  no  cash  is  being  sent  with  order).  This  method  has 
proved  to  be  impracticable  in  deahng  directly  with  local  merchants 
as  a  local  merchant  regards  a  sight  draft  as  not  different  from  an 
?  n^^u  ;  •.  .  ?  change  has  come  about  gradually,  and  it  is  said 
Really  that  it  is  the  practice  of  creditors,  particularly  in  Germany. 
J^ ranee  and  Italy.  These  groups  have  been  very  lenient:  such  len- 
iency, however,  enables  them  to  compet  e  successfully  with  American 
exporters  who,  it  is  claimed,  generally  practice  great  conservatism  in 
the  pohcy  of  granting  credit  extensions. 

Another  method  of  obtaining  payment  for  goods  is  used  by  foreign 
exporters  when  the  consignee  is  not  known  to  the  shipper  and  the  latter 
does  not  wish  to  take  the  risk  of  having  the  goods  returned  to  hun  in 
case  his  draft  is  not  honored.  The  local  buyer  makes  a  deposit  with 
some  bank,  or,  if  he  is  favorably  known,  gets  credit  for  a  certain 
length  of  time.  The  bank  writes  to  the  seller— and  often  to  the  seller's 
bank—stating  that  the  seller  may  draw  on  the  buyer  at.  this  bank  for 
a  certain  length  of  time,  up  to  a  specified  amount,  against  bills  of 
:?:•  ^^./^TP?*?  accompanying  the  draft.  The  seller  tlien  presents 
this  letter  to  his  bank,  which  sends  the  draft,  with  shipping  documents 
attached,  to  the  local  bank  for  collection.  This  method  is  not  so 
common  as  it  has  been,  because  of  improved  banking  faciUties  The 
scope  of  credit  operations  has  widened  considerably  and  business 
operations  on  the  basis  of  credit  have  become  a  regular  feature 

The  opemng  of  a  confirmed  and  irrevocable  credit  in  a  bank  abroad 
available  to  the  exporter,  is  not  practiced.  ' 

In  the  case  of  motor  vehicles  and  their  accessories  terms  are 
mvanably  cash  against  documents.  In  many  cases  the  buyer's  bills 
are  accepted  and  discounted  by  the  bank  as  part  payment  on  behalf 
of  exporters,  but  in  every  case  the  agent  is  held  responsible  for  the 
transaction. 

European  exporters  are  in  a  position  to '  grant  better  credit  terms 
as  their  banks  are  known  to  make  an  advance  in  resi)ect  of  goods 

It  should  be  added  that  most  of  the  importing  business  in  Palestine 
is  done  through  commission  agents.     According  to  l^alestine  law 

every  commission  a^ent  who  has  advanced  money  on  goods  sent  to 
him  from  another  place,  to  be  sold  for  the  account  of  a  principal,  is 
entitled  to  be  paid  out  of  the  value  of  such  goods,  in  priority  to  other 
pereons,  any  money  so  advanced  by  him,  together  with  the  interest 
and  his  expenses.  But  he  should  prove  that  the  goods  are  deposited 
m  his  own  stores  or  the  stores  of  the  local  customhouse,  and  that  he 
has  possession  or  control  of  them  as  a  bailee,  or  if  the  goods  have  not 

to  him^'^^    ^  ^^^  ^^^  ^^  ^^^^  *^^*  ^^^^  ^^^^  ^"^^^  consigned 

An  approximate  percentage  of  the  importing  into  Palestine,  as  done 
on  each  of  the  vanous  methods  of  payment,  follows: 

On  basis  of  drafts  running  for  60  to  90  days an 

Cash  against  documents __  05 

Buyer  making  deposit  with  some  local  banks  _""  1 1 "" "  in 

Consignment  basis  or  other  special  arrangements I  5 
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Commodity 


Agricultural  implements 

Automobile  accessories 

Blologicals.. 

Construction  machinery 

Electrical  supplies 

Footwear 

Furniture  fixtures,  supplies,  and 
glass  mirrors. 

Groceries  and  provisions 

Flour 

Hardware 

Iron  and  steel 

Leather 

Mechan  cal  leather  and  belting. .. 
Musical  instruments 

Notions  and  novelties 

Packing-house  products 

Paint  and  varnish 

Piece  goods 

Radio  apparatus 

Rice 

Rubber  belting 

Rubber  heels  and  canvas  footwear 

Shoe  findings 

Shoe  polishes _ 

Specialties 

Sundries 


Terms 


60  to  90  days  after  sight,  documents  against  acceptance. 

No  "usual"  terms  in  force. 

60  to  90  days  after  sight,  documents  against  acceptance. 

Cash  in  United  States  before  shipment. 

30  to  60  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance;  or  90  davs  after 

date,  without  interest. 
90  days  after  date,  documents  against  acceptance.    (Before  the  war 

Belgium  gave  6  to  9  months,  but  now  Belgian  terms  are  same  as 

those  of  United  States.) 
30  to  60  days  after  sight,  documents  against  acceptance. 
60  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 
Cash  at  time  of  shipment. 
60  days  after  sight  or  90  days  after  date,  documents  against  acceptance, 

without  interest. 
60  to  90  days  after  sight,  documents  against  acceptance. 
30,  60,  and  90  days  after  sight,  documents  against  acceptance,  with  3 

to  6  per  cent  interest.    Germany.  120  days,  no  interest. 
Europe  grants  liberal  terms.    Tourists  are  mostly  Americans  who 

prefer  European  novelties,  etc. 
30  to  60  days  after  sight,  documents  against  acceptance. 

Do. 
60  days  after  date,  documents  against  acceptance,  without  interest; 

or  60  days  after  sight,  documents  against  acceptance,  with  interest 

for  30  days. 
30  to  60  days  after  sight,  documents  against  acceptance. 

Do. 
60  to  90  days  after  sight,  documents  against  acceptance. 
60  days  after  sight,  documents  against  acceptance;  or  90  days  after 

date,  without  interest. 
30  to  60  days  after  sight,  documents  against  acceptance. 
60  days  after  sight,  documents  against  acceptance,  witliout  interest. 
30  to  60  days  after  sight,  documents  jigainst  acceidance. 
60  to  90  days  after  sight,  documents  against  acceptance. 


Terms  of  sale  are  almost  entirely  dependent  upon  the  standing  of 
the  importer  or  indentor.  Panama  as  a  market  is  comparatively 
small,  and  the  two  important  trade  centers,  Panama  City  and  Colon, 
seldom  contain  more  than  four  or  five  capable  representatives  in  any 
one  trade.  Agents,  commission  merchants,  importers,  wholesalers, 
and  retailers  in  Panama  City  and  Colon,  almost  without  exception, 
state  that  while  they  entered  business  for  the  purpose  of  exploiting 
a  single  type  of  merchandise,  they  have  gradually  been  forced  to 
expand  their  stocks,  which  to-day  are  entirely  unrelated  to  the  original 
lines. 

The  number  of  exporters  in  the  United  States  alone  who  are  inter- 
ested in  Panama  as  a  market  is  out  of  all  proportion  to  the  compara- 
tively few  capable  outlets  available. 

In  the  Republic  of  Panama  the  number  of  representations  held  by 
the  average  merchant  or  agent  is  usually  large,  but  the  turnover  is 
small.  Commercial  houses  declare  they  must  not  be  Umited  in  this 
respect,  because  the  market  is  small  and  many  lines  are  necessary  in 
order  to  operate,  the  income  from  any  single  line  being  usually  small. 
This  condition  must  be  recognized,  as  it  is  irremediable. 

The  number  of  merchants  and  stores  is  large  in  proportion  to  the 
purchasing  population  of  the  country.  These  numerous  merchants 
are  dependent,  therefore,  upon  steamship  traffic,  visits  of  naval  fleets 
and  tourists,  whose  spending  power  is  variable  and  hard  to  gauge. 

Panaman  concerns  that  have  endeavored  to  handle  nothing  but 
standard  Unes  of  American  manufacture  state  that  with  a  limited 


n. 


II     ■  II 


I'T 


80 


CKEDIT  AND  PAYMENT  TEEMS  IN  FOREIGN  COUNTRIES 


clientele  they  have  found  it  an  uphill  road  to  compete  with  prices 
and  terms  of  European  manufactured  ^oods. 

While,  generally  speaking,  European  firms  do  not  grant  as  long 
terms  as  before  the  World  War,  they  are  now  granting  120  days  to 
several  trades,  thus  giving  merchants  the  opportunity  of  disposing 
of  their  merchandise  before  meeting  commitments;  in  fact,  European 
suppHers  are  practically  financing  certain  organizations  by  this 
method. 

In  general,  foreign  exporters  grant  a  minimum  of  60  days  and  an 
average  maximum  of  120  days. 

The  approximate  percentages  of  Panama's  importations  on  the 
various  methods  of  payment  in  use  are : 

Per  cent 

Open  account  (mostly  from  Germany  and  England) 5 

Cash,  with  order  and  at  time  of  shipment . 1 

Sight  draft 10 

Time  draft 70 

Letter  of  credit  (all  types) 9 

Consignment 5 

PARAGUAY 

vice  Consul  V.  Harwood  Blocker,  jr.,  Asuncion 


Commodity 


AKTicultural  equipment 

Automotive  accessories _ 

Building  material 

'^^onstruction  machinery 

Druggists'  sundries _ 

Electrical  supplies 

Flour 

Footwear 

Fuel,  ores,  etc 

Groceries  and  provisions 

Hardware 

Industrial  chemicals.. 

Jewelry 

Motor  vehicles 

Notions  and  novelties 

Office  equipment... 

Paint  and  varnish 

Piece  goods... 

Printing  machinery  and  supplies . 

Sporting  goods .. 

Stationery,  books,  etc . . 

Surgical  and  precision  instruments 

Thread  and  yarn. 

Wearing  apparel... ___ 


Terms 


Usually  on  consignment  for  1  year. 

90  days  after  sight,  documents  against  acceptanee. 

60  days  after  sight,  documents  against  acceptance. 

Very  little  imported  into  Paraguay;  no  established  credit. 

120  days  after  date,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 

Imports  from  Argentina  only,  30  days  after  sight,  documents  against 

acceptance. 
90  days  after  sight,  documents  against  acceptan<;e. 
Cash. 

60  to  90  days  after  sight ,  documents  against  a<reptanc«, 
90  days  after  sight,  documents  against  acceptcuice. 
120  days  after  date,  documents  against  acceptance. 
Cash. 

120  days  after  date,  documents  against  acceptance. 
90  days  after  sight,  documents  against  acceptance. 
120  days  after  sight,  documents  against  acceptance. 
90  days  after  sight,  doeaments  against  acceptance. 

Do. 
Monthly  installment?  for  1  year. 
Sight  draft,  documents  Hgainst  payment. 

Do. 

Do. 
90  days  after  sight,  documents  against  acceptance. 

Do. 


The  foregoing  information  applies  both  to  American  and  to  European 
exporters,  although  some  European  houses  are  more  liberal  tlian 
American  houses  in  giving  long-term  credit.  American  concerns  are 
cautious  in  taking  credit  risks,  whereas  European  houses  are  eager  to 
sell  to  all  firms.  American  credits  seldom  exceed  90  days,  but  Euro- 
pean firms  grant  longer  terms  when  necessary. 

PERSIA 

Vice  Consul  in  Charge  Hemy  8.  Villard,  Teheraa 

American  exporters  to  Persia  generally  require  payment  of  25  to 
50  per  cent  of  the  value  of  the  order  against  documents  at  the  port  of 
shipment,  the  balance  to  be  paid  upon  arrival  of  the  merchandise  at 
a  Persian  or  Iraq  port.     In  certain  cases,  where  the  firms  are  known 
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to  be  well  established,  advance  payment  may  not  be  required,  the 
usual  procedure  being  cash  against  documents  on  arrival.  British 
and  German  exporters  offer  more  liberal  credit  terms. 

The  few  general  importers  are  the  chief  source  of  supply  for  retailers, 
most  of  whom  maintain  small  shops  in  the  bazaars  and  stock  miscel- 
laneous wares,  though  some  of  these  small  merchants  import  on  their 
own  account.     There  is  only  a  small  number  of  wholesalers. 

PERU 

Commercial  Attacli6  Charles  H.  Cunningham,  Lima 


Commodity 


Agricultural  equipment 

Automotive  accessories 

Building  material 

Construction  machinery 

Druggists'  sundries.- 

Electrical  supplies 

Feedstufls 

Flour 

Footwear 

Fresh  fruits  and  vegetables 

Furniture _.. 

Groceries  and  provisions 

Hardware 

Hides  and  leather 

Industrial  chemicals. 

Industrial  machinery 

Jewelry 

Motor  vehicles 

Notions  and  novelties 

Office  equipment.- __. 

Packing-house  products 

Paint  and  varnish 

Plumbing  and  heating  equipment 

Printing  machinery  and  supplies.. 

Radio  apparatus 

Railway  material  and  supplies 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instruments 

Theater  equipment ._ 

Thread  and  yarn 

Tobacco.-- 

Wearing  apparel _ 


Terms 


60,  90,  and  120  days  after  sight,  documents  against  acceptance 

60  to  90  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

90  to  120  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 
Do. 
Do. 

Sight  draft,  documents  against  payment;  and  60  days  after  sight,  docu- 
mcnts  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

Letter  of  credit  (irrevocable  confirmed). 

60  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance;  rarely  90  days  aft«r 
sight. 

90  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

90  to  120  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

Irrevocable  confirmed  letter  of  credit. 

60  days  after  sight,  documents  against  acceptance. 

60  and  90  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  accertance. 

60  and  90  days  after  sight,  documents  iigainst  acceptance. 

60  days  after  sight,  documents  against  acceptance;  rarely  90  days  aitet 
sight. 

Supplies,  60  days  after  sight,  documents  against  acceptance;  machin- 
ery is  sold  on  long  terms,  varying  from  6  months  to  2  years. 

60  to  90  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment. 

60  to  90  days  after  sight,  documents  against  acceptance. 
Do. 

60  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment. 

60  days  after  sight,  documents  :^Ci.inst  acceptance. 


While  the  foregoing  terms  are  those  customarily  granted  by  Ameri- 
can exporters,  there  are  exceptions,  according  to  the  nature  of  the 
merchandise  sold  and  the  reliability  of  the  buyer.  For  instance, 
groceries  and  provisions  are  generally  sold  on  the  basis  of  60  to  90  days 
after  sight,  but  such  products  as  rice,  and  others  likely  to  suffer 
deterioration  in  transit  and  thus  give  source  to  collection  difficulties, 
are,  in  many  cases,  sold  on  a  letter-of-credit  or  cash  basis. 

Machinery,  especially  printing  machinery,  is  sold  on  longer  terms 
by  American  manufacturers. 

Terms  for  construction  and  industrial  machinery  vary  from  90  to 
120  days  after  sight,  but  printing  machinery  is  usually  sold  at  terms 
ranging  from  3  to  6  months  when  the  transaction  amounts  to  $2,000 
or  more,  and  from  1  to  2  years  when  the  sum  involved  is  from  $5,000 
to  $10,000. 

Credit  terms  in  Peru  vary  from  cash  in  advance,  or  letter  of  credit, 
to  150  days  after  sight,  according  to  the  merchandise  involved  and  the 
solvency  of  the  customer.  The  most  common  terms  are  60  to  90  days 
after  sight,  documents  against  acceptance. 
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The  large  wholesale  importing  houses  prefer  to  be  sold  on  an  open- 
account  or  cash  basis,  shipping  documents  to  be  sent  direct  to  them 
instead  of  through  local  banks.  In  addition  to  the  moral  aspect, 
which  is  a  consideration  of  great  weight  to  the  importers  in  this  case, 
this  method  is  alleged  to  prevent  delays  in  the  delivery  of  documents, 
thus  avoiding  storage  charges  and  sa\  ing  the  collection  fees.  The 
regular  discounts  granted  in  such  cases  are  also  expected  by  the  large 
importer  who  pays  in  this  form. 

Merchants  are  willing  to  pay  a  reasonable  rate  of  interest  on  ex- 
tensions, when  necessary. 

European  firms  sell  on  terms  of  90  to  120,  and  sometimes  150,  days 
after  sight,  without  interest,  the  majority  of  their  orders  being  placed 
at  90  and  120  days  after  sight. 

The  approximate  percentages  of  the  importing  done  under  the  vari- 
ous methods  of  payment  in  general  use  are  as  follows: 

Per  (;ent 

Open  account 2 

Cash,  including  cash  with  order  or  cash  at  time  of  shipment-.  5 

Sight  draft 10 

Time  draft "'  75 

Letter  of  credit 121  5 

Consignment '_"_  3 

PHILIPPINE  ISLANDS 

Trade  Commissioner  Harvey  V.  Rohrer,  Manila 


Commodity 


Agricultural  equipment.  _ 

Automotive  accessories 

Building  material 

Construction  machinery.. 

Druggists'  sundries 

Electrical  supplies 

Flour 

Footwear.. 

Fresh  fruits  and  vegetables... 

Furniture  (office) 

Groceries  and  provisions 

Hardware 

Hides  and  leather.. 

Industrial  chemicals 

Industrial  machinery. 

Jewelry 

Motor  vehicles. 

Notions  and  novelties 

Office  equipment 

Pack  ing-house  products 

Paint  and  varnish 

Piece  goods 

Petroleum  products,  _ 

Plumbing  and  heating  equipment.. 
Printing  machinery  and  supplies.  .. 

Radio  equipment... 

Railway  material  and  supplies: 

Light-weight 

Heavy-weight 

Sporting  goods.. 

Stationery,  books,  etc 

Surgical  and  physician  instruments 

Theater  equipment 

Thread  and  yam 

Tobacco  products. 

Wearing  apparel 


Terms 


60  to  90  days  after  sight,  documents  against  acceptance  or  docu- 
ments against  payment. 
60  to  90  days,  documents  against  payment. 

Do. 
90  days  after  sight,  also  long-time  contract. 
60  to  90  days,  documents  against  payment. 

Do. 

Do. 

Do. 
30  to  90  days,  documents  against  payment. 
60  to  90  days,  documents  against  payment. 

Do. 
60  days,  documents  against  payment. 
60  to  90  days,  documents  against  payment. 

Do. 
60  to  90  days  after  sight,  also  contract. 
60  to  90  days,  documents  against  payment. 
Letter  of  credit,  irrevocable. 
60  to  90  days,  documents  against  payment. 

Do. 

Do. 

Do. 

Do. 
60  to  90  days,  documents  against  payment  or  documents  against 

acceptance. 
60  to  90  days,  documents  against  payment. 

Do. 

Do. 

Do. 

3  to  5  months,  by  rontract. 

60  to  90  days,  documents  gainst  payment. 

Do. 

Do. 

Do. 

Do. 

Do. 

Do. 


Few  firms  are  warranted  in  demanding  more  favorable  terms  than 
documents  against  payment.  Where  the  local  firm  may  be  entitled 
to  better  terms  than  documents  against  payment,  local  financial 
institutions  will  in  all  probability  be  willing  to  offer  the  necessary 
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facilities.  Only  a  few  Chinese  firms  are  entitled  to  credit  when  deal- 
ing with  American  firms  direct.  The  only  exception  is,  of  course, 
where  purchases  are  made  through  local  indent  agents  who  are  in 
reality  handling  the  transaction  and  are  in  a  position  to  protect 
their  American  principals.  Small  firms  of  weak  financial  backing 
attempting  to  do  business  direct  are,  in  most  cases,  entitled  to  mer- 
chandise only  on  a  basis  of  cash  with  order  or  an  irrevocable  letter  of 
credit. 

Japanese  exporters  have  offered  very  lenient  terms  on  the  Philippine 
market.  This  is  especially  true  in  such  items  as  textiles,  where 
terms  of  documents  against  acceptance  are  at  times  offered.  The 
German  manufacturers  offer  terms  of  documents  against  payment  to 
most  local  firms  with  whom  they  do  business,  while  they  are  at  times 
willing  to  give  terms  of  documents  against  acceptance  when  the 
local  agent  feels  that  the  account  is  reasonably  reliable.  This  latter 
practice  may  also  be  stated  as  true  among  English  firms  doing  business 
in  this  area. 

The  following  estimates  indicate  the  relative  importance  of  the 
various  methods  of  payment: 

Per  cent 

Documents  against  payment 80 

Letters  of  credit 7 

Documents  against  acceptance 5 

Cash  with  order 5 

Consignment 2 

Open  account 1 

POLAND 

Assistant  Trade  Commissioner  Gilbert  Redfern,  Warsaw 


Commodity 


Agricultural  implements 

Automotive  accessories 

BuUding  material 

Construction  machinery. 

Druggists'  sundries 

Electrical  supplies 

Foodstuffs 

Fibers,  raw 

Footwear 

Fresh  fruits  and  vegetables 

Fuel,  ores,  etc... 

Groceries  and  provisions.— 

Hardware 

Hides  and  leather.. , 

Industrial  chemicals 

Industrial  machinery '. 

Jewelry 

Motor  vehicles.. 

Notions  and  novelties.  _ 

Office  equipment... 

Packing-house  products 

Paint  and  varnish 

Piece  goods 

Plumbing  and  heating  equipment 
Printing  machinery  and  supplies . . 

Radio  apparatus 

Railway  material  and  supplies 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instruments 

Theater  equipment _ , 

Thread  and  yarn _-.. , 

Tobacco 

Wearing  apparel , 


Terms 


4  to  9  months,  usually  on  open  account;  tractors,  up  to  2  years. 

90  to  180  days  after  sight,  dociunents  against  acceptance;  occasionally 

for  cash. 
6  to  12  months,  often  on  open  account. 
120  to  180  days  after  sight,  documents  against  acceptance. 
90  to  120  days  after  sight,  documt-nts  against  acceptance. 
120  to  180  days  after  sight,  documents  against  accei)tance;  mechanical 

refrigerators  up  to  2  years. 
Cash,  or  up  to  90  days  after  sight,  documents  against  acceptance. 
Up  to  120  days  after  sight,  documents  against  acceptance. 
Up  to  6  months. 
Cash. 

Up  to  3  months  for  ores;  no  fuel  imported. 

Cash,  or  up  to  90  days  after  sight,  documents  against  acceptance. 
120  to  180  days  after  sight,  documents  against  acceptance;  often  on 

open  account. 
Cash,  and  up  to  120  days  after  sight,  documents  against  acceptance. 
Up  to  180  days  after  sight,  documents  against  acceptance. 
Up  to  2  or  3  years,  on  open  account. 
Up  to  1  year. 
12  to  18  months  retail;  dealers  usually  finance  through  acceptance 

corporations. 
120  to  180  days  after  sight,  documents  against  acceptance. 
Up  to  1  year;  frequently  on  open  account. 

Cash,  and  up  to  90  days  after  siglit,  documents  against  acceptance. 
120  to  180  days  after  sight,  documents  against  acceptance. 
90  to  120  days  after  sight,  documents  against  acceptance. 
Up  to  9  months;  or  12  months  on  open  account  in  exceptional  cases. 
Up  to  12  months  on  open  accoimt;  longer  in  exceptional  cases. 
120  to  180  days  after  sight,  documents  against  acceptance. 
Government  only  buyer;  pays  cash  after  accounts  are  passed. 
Up  to  9  months,  frequently  on  oi»en  account. 
90  to  120  days  after  sight,  documents  against  acceptance. 
Up  to  1  year,  usually  on  open  account. 
Up  to  1  year. 
90  to  180  days  after  sight,  documents  against  acceptance;  raw  cotton 

mainly  on  6-month  open  account  to  important  spinners. 
Government  only  buyer. 
120  to  180  days  after  sight,  documents  against  acceptance. 
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Wholesale  importers,  therefore,  are  more  and  more  demanding 
consignment  stocks,  and  they  maintain  that  European  exporters 
are  not  averse  to  doing  business  on  such  a  basis  with  reputable  Pohsh 
houses,  the  shippers  even  paying  the  import  duty  and  all  handling 
charges.  There  are  also  a  few  instances  where  manufacturers  consign 
stocks  against  monthly  or  quarterly  settlements  to  their  long-estab- 
lished PoUsh  connections.  In  general,  however,  American  manufac- 
turers appear  much  more  reluctant  than  their  European  competitors 
to  ship  naerchandise  to  Poland  on  a  consignment  basis. 

There  is  very  little  uniformity  in  the  matter  of  credit  and  payment 
terms  in  the  Polish  market,  and  it  is  imj)ossible  to  submit  a  concise 
statement  under  a  commodity  classification  that  would  show  accu- 
rately and  authoritatively  what  terms  are  granted.  Credit  is  a 
primary  factor  in  Polish  business,  and  more  often  than  not  the  order 
goes  to  the  manufacturer  offering  the  easiest  terms  of  payment.  Cash, 
meaning  on  delivery  of  the  shipping  documents  by  the  bank,  is  paid 
only  for  indispensable  imports.  Local  manufacturers,  even  in  the 
*'cartelized"  industries,  do  practically  no  business  on  a  cash  basiw. 
Sales  against  90-day  drafts  are  the  best  they  hope  for.  Not  only  do 
credit  terms  vary  greatly  on  a  commodity  classification  basis,  but 
they  even  show  considerable  variation  on  individual  commodities, 
depending  to  a  large  extent  on  the  nationality  of  the  merchandise. 
For  instance,  an  American  manufacturer  of  woodworking  machinery 
might  be  willing  to  allow  6  months'  open  credit  to  a  reputable  Polish 
buyer,  while  a  German  manufacturer  of  a  competing  line  would  in 
all  probability  offer  similar  equipment  on  2  or  even  3  years'  open 
credit.  Similarly,  whereas  American  exporters  of  automotive  acces- 
sories are  now  generally  willing  to  accept  90-day  drafts  (after  receipt 
of  merchandise)  from  a  good  jobber,  the  same  importer  not  unlikely 
is  able  to  buy  from  French  or  Gennan  manufacturers  against  180-day 
bills. 

PORTO  RICO 

Assistant  Trade  Commissioner  Darwin  DeGoIia,  San  Juan 


Commodity 


Agricultural  equipment. 


Automotive  accessories.. 

Building  material 

Construction  machinery. 
Druggists'  sundries 


Electrical  supplies 

Feedstuflfs 

Flour 

Footwear 

Fresh  fruits  and  vegetables  . 


Furniture. 


Groceries  and  provisions. 
Hardware 

Hides  and  leather 

Industrial  chemicals 

Industrial  machinery 


Terms 


Jewelry 

Motor  vehicles. 


Notions  and  novelties. 

OflBce  equipment 

Packing-house  products...'. 
Paint  and  varnish .... 


Ordmarily  at  sight,  but  heavy  equipment  for  sugar  centrals  and  large 
buyers  is  sold  on  long  terms,  sometimes  up  to  2  years. 

90  days  after  sight,  docunnats  against  acceptanc*'.. 

Sight  draft,  documents  against  payment. 
Do. 

SO  days  after  sight,  documents  against  acceptance,  to  120  days  aft«r 
date,  documents  against  acceptance;  average  probably  76  days 
after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptanc«(. 

30  to  75  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  dcxjuments  against  acceptance. 

Sight  draft,  documents  against  payment,  to  30  days  after  sight,  docu- 
ments against  acceptance. 

90  days  after  date,  documents  against  acceptance,  to  120  days  aft«r 
sight,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  d(>(  uments  against  acceptance. 

60  to  90  days  after  sight,  do'iuments  against  acceptance. 

Usually  75  days  after  sight,  documents  against  acceptance. 

Shipments  are  usually  to  specific  order  and  on  terms  arranged  for 
each  sale;  long  terms  gen«Tally  prevail. 

15  to  30  days  after  sight,  documents  against  acceptance. 

Manufacturers  make  their  own  arrangements  with  their  local  distribu- 
tors. 

30  to  120  days  after  sight,  documents  against  acceptance. 

30  to  90  days  after  sight,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 
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Commodity 


Piece  goods 

Plumbing  and  heating  equipment 
Radio  apparatus 

Sporting  goods - 

stationery,  books,  etc 

Thread  and  yarn 

Tobacco 

Wearing  apparel 


Terms 


60  to  120  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment. 

90  days  after  sight,  documents  against  acceptance;  with  interest  at  6 
per  cent. 

Open  account;  also  30  to  60  days  after  sight,  documents  against  accept- 
ance. 

60  to  75  days  after  sight,  documents  against  acceptance. 

Open  account  for  retail  sale,  or  by  special  arrangement. 

American  cigarettes  usually  at  sight  or  30  days  after  sight,  documents 
against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 


There  is  a  very  small  importation  of  foreign  merchandise  into 
Porto  Rico,  over  90  per  cent  of  the  island's  consumption  being  goods 
of  American  origin. 

Approximate  percentages  of  sales  on  various  payment  methods 
are  given  below.  This  approximation  is  based  on  the  number  of 
sales  rather  than  volume  of  goods.  Four  or  five  very  large  and 
financially  solid  firms,  purchasing  on  open  account,  may  import  20 
per  cent  of  the  goods  sold  on  the  island,  but  on  the  basis  of  the  number 
of  sales  to  separate  houses,  less  than  5  per  cent  are  made  on  an  open- 
account  basis. 

Percent 

Open  account 5 

Cash Negligible. 

Sight  draft 35 

Time  draft 55 

Letter  of  credit 2 

Consignment 3 

PORTUGAL 

Consul  General  Samuel  T.  Lee,  Lisbon 


Commodity 


Terms 


Agricultural  implements 

Automobiles  and  accessories 

Chemicals 

Electrical  goods 

Foodstuffs: 

Wheat,  rice  and  com 

other 

Hardware .-. 

Iron,  steel,  and  other  metals 

Leather 

Machinery 


Paper,     office     equipment     and 
supplies. 


Rubber  goods. 


Textiles. 


30  to  120  days  after  sight,  documents  against  acceptance;  some  trans- 
actions on  open  accoimt. 

30  to  180  days  after  sight,  documents  against  acceptance.  In  some 
cases  sight  draft,  documents  against  payment,  and  in  others,  cash 
at  time  of  shipment. 

30  to  90  days  after  sight,  documents  against  acceptance;  some  business 
done  on  basis  of  sight  draft,  documents  against  payment. 

30  to  90  days  after  sight,  documents  against  acceptance;  some  business 
done  on  basis  of  cash  with  order  or  at  time  of  shipment,  and  some 
on  sight  draft,  documents  against  payment. 

Letter  of  credit;  some,  30  to  90  days  after  sight,  documents  against 
acceptance,  with  or  without  bank  guaranty. 

30  to  60  to  90  days  after  sight,  documents  against  acceptance. 
Do. 

30 10  60  to  90  days  after  sight,  documents  against  acceptance;  a  small 
amoimt  of  this  business  is  done  on  open  account;  and  some  with  sight 
draft,  documents  against  payment. 

80  to  90  days  after  sight,  documents  against  acceptance.  In  some  cases 
cash  at  time  of  shipment;  and  in  others,  sight  draft,  documents 
against  payment. 

30  to  180  days  after  sight,  documents  against  acceptance.  Some 
business  done  on  open  account;  some  on  sight  draft,  documents 
against  payment;  and  some  on  cash  with  order  or  at  time  of  ship- 
ment. 

30  to  90  days  after  sight,  documents  against  acceptance.  In  some 
cases  on  open  account;  some  on  sight  draft,  documents  against  pay- 
ment. 

30  to  60  or  90  days  sight,  documents  against  acceptance.  Some  busi- 
ness done  on  open  account;  some  on  sight  draft,  documents  against 
payment;  some  on  cash  with  order  or  at  time  of  shipment. 

30  to  90  days  after  sight,  documents  against  acceptance;  in  some  cases 
sight  draft,  documents  against  payment. 
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Terms  depend  more  upon  the  standing  of  the  unporting  finn  than 
upon  the  nature  of  the  merchandise  involved.  The  same  article 
might  be  imported  by  several  different  firms,  each  finn  receiving 
different  credit  terms.  Conditions  also  vary  in  the  same  commodities 
with  the  amount  of  business  involved  and  the  duration  (►f  the  business 
relationship  between  the  importer  and  the  exporter.  There  appear 
to  be  no  fixed  trade  practices  in  regard  to  credit  and  payment  terms 
for  individual  commodities. 

As  a  rule,  Portugese  exporters  expect  and  are  accustomed  to  long- 
term  credits  and  these  conditions  are  generally  granted  by  European 
exporters,  although  exceptions  are  known.  German  exporters  grant 
the  longest  terms,  and  in  some  exceptional  cases  allow  periods  ranging 
from  1  to  3  years  for  payment.  The  usual  terms  are  30,  00,  and  90  day 
sight  drafts,  with  documents  against  acceptance. 

The  approximate  percentages  of  importing  from  European  and 
American  firms  imder  the  various  terms  are  as  follows: 


Method  of  payment 


Open  account 

Cash,  including  cash  with  order  or  cash  at  time  of'shipment 

Sight  draft 

Time  draft. '.'.'.'.'.'.'. " ' 

Letter  of  credit IIIIIII 

Consignment -.."""" 


AiQPrican 
percentage 


European 
percenta^je 


« 
6 

10 
10 

ft 

6 


RUMANIA  . 

Commercial  Attach^  Sproull  Fouche,  Bucharest 


Commodity 


Agricultural  equipment. 
Automotive  accessories.. 
Building  material 


Construction  machinery. 
Druggists '  sundries 


Electrical  supplies. 


Fibers,  raw 

Footwear.. 

Fresh  fruits  and  vegetables. 

Fuel,  ores,  etc 

Furniture.. 

Groceries  and  provisions 


American  terms 


Hardware 

Hides  and  leather. 


Industrial  chemicals. 


Industrial  machinery. 

Jewelry 

Motor  vehicles , 


Notions  and  novelties. 
Office  equipment 


Packing-house  products. 

Paints  and  varnishes 

Piece  goods 


Plumbing  and  heating  equip- 
ment 


Cash  or  bank  guaranty 

Cash ..„ :.._■ 

Cash  against  documents;  imports 

negligible. 

3  to  6  months;  imports  negligible 

90    days    after    sight,    documents 

against  acceptance. 
Cash  against  documents;  or  tR)  days 

after    sight,    documents    against 

acceptance. 
None  from  United  States.. 

do._ 

do. 

do. '.."'.". 

Imports  negligible 

30  to  90  days  after  sight,  documents 

against  acceptance. 
90    days    after    sight,    documents 

against  acceptance. 
90    days    after    sight,    documents 

against  acceptance;  or  120  days 

after  date. 
90    days    after    sight,    documents 

against  acceptance. 

...do 

Imports  negligible 

Cash;  in  rare  instances  90  days  after 

light,  documents  against  accept- 
ance. 
90    days    after    sight,    documents 

against  acceptance. 
One-third  cash,  one-third  3  months, 

and  one-third  6  months. 

Cash 

60  days  from  arrival _ 

Cash  against  documents;  imports 

negligible. 
Cash,  or  90  days  after  sight,  docu- 
ments against  acceptance. 


European  terms 


6  to  9  months. 
30  to  60  days. 
6  to  9  months. 

9  to  12  months. 
3  to  6  months. 

Do. 

Do. 

Do. 

2  to  3  months. 
1  to  3  months. 
9  to  12  months. 

3  months. 

3  to  6  months. 

4  to  6  months. 

3  to  4  months. 

6  months. 

Cash  or  consignment. 
Generally  consignment;  others  8  to 
4  months. 

3  to  4  months. 

6  to  9  months. 

90  days. 
3  to  6  months. 
Do. 

9  to  12  months. 
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Commodity 


Printing  machinery  and  sup- 
plies. 
Radio  goods 


Railway  material  and  supplies. 

Sporting  goods 

Stationery,  books,  etc 


Surgical  and  precision  instru- 
ments. 
Theater  equipment  (cinema). 

Thread  and  yarn 


Tobacco. 


Toilet  articles... 
Wearing  apparel . 


American  terms 


12  months,  on  monthly  installments. 

Cash,  or  90  days  after  sight,  docu- 
ments against  acceptance. 

State  sole  purchaser,  under  sealed 
bidding  system. 

90  days  after  sight,  documents 
against  acceptance. 

do 


.do. 


Leased;  or  90  days  after  sight,  docu- 
ments against  acceptance. 
None  imported— 


Cigarettes  imported  by  the  Govern- 
ment only,  generally  cash  upon 
arrival. 

90  days  after  sight,  documents 
against  acceptance. 

Generally  cash  on  arrival;  occasion- 
ally 120  days  from  date  of  invoice 
or  90  days  from  arrival. 


European  terms 


9  to  18  months. 

6  to  12  months. 

Small  purchases,  generally  cash. 

3  to  6  months. 

Books  generally  on  consignment; 

stationery  6  months. 
6  to  12  months. 

3  to  12  months. 

Thread,  1  month.  Yams,  Eng- 
land, 3  months;  Germany,  Italy, 
and  Czechoslovakia,  6  months. 


6  months 
Do. 


Payment  terms  granted  Rumanian  importers  are  subject  to  wide 
variations,  depending  upon  the  character  of  goods  imported  and  the 
standing  of  the  importers.  As  a  rule,  German  and  Czechoslovak 
exporters  are  much  more  liberal  in  their  terms  than  exporters  in 
America,  England,  and  France. 

The  foregoing  table,  giving  the  usual  terms  extended  by  American 
and  European  exporters  to  Rumania,  has  been  prepared  after  con- 
sulting with  the  chamber  of  commerce  and  with  importers  of  all 
lines.  Much  longer  terms  than  those  shown  in  the  table  are  fre- 
quently granted  when  payment  is  guaranteed  by  some  reputable 
Rumanian  bank. 

SALVADOR 

Consul  A.  E.  Carleton.  San  Salvador 


Commodity 


Agricultural  equipment 

Automobile  accessories 

Building  material 

Construction  material 

Druggists'  sundries 

Electrical  supplies 

Foodstuffs 

Fibers,  raw 

Flour 

Fresh  fruit  (no  fresh  vegetables) 

Fumitmre 

Groceries  and  provisions.. 

Hardware 

Hides  and  leather. 

Industrial  chemicals 

Jewelry 

Motor  vehicles 

OflSce  equipment 

Packing-house  products 

Fertilizers... , 


Terms 


Cash  against  documents;  large  or<iers,  credit  given  up  to  3  years,  cov 
ered  by  acceptances,  interest  charges  up  to  8  per  cent  per  annum. 

Irrevocable  letter  or  credit,  or  cash  in  United  States  before  shipment; 
and  30  to  60  days  after  sight,  documents  against  acceptance. 

Cash  against  documents.  In  some  cases  irrevocable  letter  of  credit 
with  order. 

See  building  material. 

Up  to  120  days  after  sight,  documents  against  acceptance;  some  on 
open  account. 

Large  orders,  irrevocable  letter  of  credit.  Small  supplies,  cash  and 
sight  draft,  and  up  to  60  days  after  sight,  documents  against  accept- 
ance. 

Cash,  and  up  to  30  and  60  days  after  sight,  documents  against  accept- 
ance. 

International  agencies  handle  on  consignment  basis  with  agents  who 
distribute;  also  up  to  90  days. 

Cash  on  delivery. 

Cash  on  deUvery;  up  to  30  and  60  days  after  sight,  documents  against 
acceptance. 

Cash  on  deUvery;  also  60  days  after  sight,  documents  against  accept- 
ance. 

30  and  60  days  after  sight,  documents  against  acceptance. 
Do. 
Do. 
Do. 

Importations  limited. 

30,  GO,  and  90  days  after  sight,  documents  against  acceptance. 

Sight  draft,  documents  against  payment;  some  consignment. 

30  and  60  days  after  sight,  documents  against  acceptance. 

From  60  to  90  days,  to  a  year's  credit. 


iMm-i^ 
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Commodity 


Paint  and  varnish. 
Piece  goods.- 


Plumbing  and  heating  equipment. 


Printing  machinery  and  supplies. 


Radio  apparatus,  phonographs,  etc 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instruments. 

Theater  equipment.. 

Thread  and  yarn 

Tobacco - 

Wearing  apparel - 


Terms 


30  and  60  days  after  sight,  documents  against  acceptance. 

Cash  against  documents;  and  up  to  60  days  after  sight,  documents 
against  acceptance. 

30  and  60  days  after  sight,  documents  against  acoeptano*;  sight  draft 
against  documents  in  San  Salvador  and  plus  interest  on  draft  from 
date  of  draft. 

Large  orders  for  machinery  generally  subject  to  si»ecial  credit  arrange- 
ments; supplies,  30  and  60  days  after  sight,  documents  against  accept- 
ance. 

Cash  against  documents. 
Do. 

Cash  against  documents  accepted.  Germany  and  Spain  give  120  dnys 
and  6  months  at  times. 

Arrange  special  credit  terms;  cash  against  documents. 

Subject  of  special  contracts  between  parties. 

Up  to  90  days  after  sight,  documents  against  acceptance. 

Cash  against  documents,  and  30  and  60  days  after  sight,  documents 
against  acceptance. 

Cash  against  documents;  up  to  60  days  after  siglit,  documents  against 
acceptance. 


There  is  very  little  consignment  business;  the  general  average  of 
credits  appears  to  be  30  and  60  days  after  sight,  documents  delivered 
on  acceptance,  and  these  terms  are  geneially  adhered  to. 

AGREEMENT  OF  LOCAL  BANKS  IN  SALVADOR 

The  local  banks  have  agreed  in  respect  to  protests,  reacceptance  in 
blank  of  time  drafts,  and  responsibility  in  respect  to  merchandise  con- 
signed to  a  bank,  etc.,  as  follows: 

1.  The  banks  will  not  undertake  to  protest  drafts  received  for  collecti(»n, 
whether  instructed  to  do  so  or  not  by  remitters  and  will  not  assume  any  responsi- 
bility whatsoever  toward  drawers  and/or  indorsers  for  the  no n protest  of  such 
drafts.  Nevertheless,  the  individual  banks  retain  liberty  of  action  to  protest 
accepted  drafts  at  their  own  option. 

The  banks  will  endeavor  to  obtain  reacceptance  in  blank  of  time  drafts  not 
paid  at  maturity  date,  but  assume  no  responsibility  in  regard  to  this  disposition. 

2.  No  responsibility  will  be  assumed  in  respect  of  merchandise  consigned  to  t  he 
bank  or  covered  by  drafts  and/or  documents  received  for  collect i(»n.  The  banks 
will  not  undertake  to  store,  realize,  sell,  nor  insure  such  merchandise,  but  will 
arrange  reshipment  to  the  country  of  origin  only,  for  the  account  and  entire  risk  of 
remitters,  of  merchandise  lovered  by  documentary  drafts  in  their  possession  for 
collection,  refused  by  drawees.  This  applies  also  to  merchandise  shipped  to  this 
Republic  by  parcel  post. 

SCOTLAND 

Consulate  General  at  (Glasgow 

Credit  and  payment  terms  in  Scotland  are  more  or  less  identical 
with  those  in  England.  If  there  is  any  difference  at  all,  it  is  a  tendency 
toward  cash  against  documents,  and  shorter  terms,  provided  a  dis- 
count for  cash  is  given,  because  of  the  somewhat  more  conservative 
attitude  of  the  business  man  in  Scotland. 

Variations  in  terms  are  greater  as  between  different  firms  in  the 
same  commodity  than  between  different  commodities.  However,  l)y 
far  the  greater  share  of  business  is  done  on  a  30-day  basis,  and  such 
exceptions  as  occur  are  due  either  to  the  nature  of  the  commodity,  in 
which  case  terms  are  identical  with  those  in  the  same  line  in  England, 
or  to  special  arrangements  between  firms  as  a  result  of  confidence 
arising  frora  long-established  dealings. 
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Vice  Consul  Alan  S.  Rogers,  Bangkok 


Usual  terms  are  30  to  60  days  after  sight,  documents  against  pay- 
ment. American  firms  generally  do  business  on  the  basis  of  confirmed 
bank  credit,  usually  irrevocable.  British  exporters  operate  largely 
through  their  own  branches;  also,  when  selling  direct,  usually  draw 
bills  on  a  basis  of  documents  against  payment.  ,, German  exporters 
frequently  deal  on  a  basis  of  documents  against  acceptance  and 
allow  terms  up  to  90  days. 

Local  importers  in  turn  endeavor  to  confine  terms  to  their  customers 
in  Siam  to  a  period  of  not  more  than  90  days.  Installment  buying  is 
a  growing  practice,  and  it  is  seldom  that  a  wholesaler  obtains  cash 
from  a  local  retailer. 

In  general,  credit  terms  in  Siam  are  largely  an  individual  matter 
and  there  are  no  definite  or  precise  standards.  While  it  is  recognized 
that  confirmed  credits  result  in  some  loss  of  business,  this  practice  on 
the  part  of  American  exporters  is  regarded  as  quite  sound. 

SOCIETY  ISLANDS 

Consul  William  P.  Garrety,  Tahiti 

The  usual  credit  term,  applying  to  all  commodities  imported,  is 
from  28  to  90  days.  Most  of  the  business  is  done  through  American 
commission  houses.  Copra,  vanilla  beans,  pearl  shell,  and  coconuts 
are  consigned  to  the  American  commission  houses,  which  sell  the 
products  and  credit  the  proceeds  of  the  sales  to  the  Tahiti  merchants. 
They  then  purchase  for  the  account  of  the  Tahiti  merchants  such 
goods  as  they  may  have  ordered,  and  at  irregular  intervals  a  draft  is 
sent  for  the  balance  due  either  the  commission  house  or  the  merchant. 
This  method  applies  to  the  business  of  all  the  leading  firms  in  Tahiti. 
The  small  firms  order  through  local  representatives  of  American  or 
foreign  commission  agents. 

SPAIN 

Trade  Commissioner  Julian  C.  Greenup,  Madrid 


Commodity 


Agricultural  equipment 

Automotive  accessories 

Building  material 

Construction  machinery... 

Cotton. 

Druggists'  sundries ... 

Electrical  supplies 

Fibers,  raw 

Footwear... 

Fresh  fruits  and  vegetables 
Fuel,  ores,  etc 

Furniture ^ 

Groceries  and  provisions... 

Hardware... 

Hides  and  leather 

Industrial  chemicals 

Industrial  machinery 


Terms 


1  year  after  date;  European  terms  are  generally  longer,  with  the  ex- 
ceptions up  to  2  and  3  yoars. 

60  to  90  days  after  sight,  documents  against  acceptance.  A  few  of  the 
leading  dealers  demand  and  receive  180  days'  credit,  the  first  90  days 
without  interest. 

30  to  90  days  after  sight,  documents  against  acceptance. 

From  60  days  to  1  year  after  sight,  documents  against  acceptance. 

Open  letter  of  credit. 

90  days  after  sight,  documents  against  acceptance. 

30,  90,  and  120  days  after  sight,  documents  against  acceptance. 

From  the  Philippine  Islands,  90  to  120  days  after  sight,  documents 
against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

Cash  with  order. 

Petroleum  products  are  the  only  important  items  under  this  head. 
The  business  is  entirely  controlled  by  the  Compania  Arrendataria 
del  Monopolio  de  Petroleos,  S.  A.  Its  method  of  purchase  is  cash 
with  order.  Firms  handling  private  brands  of  lubricating  oils  and 
which  are  not  direct  factory  representatives  of  foreign  oil  firms,  sub- 
mit their  orders,  accompanied  by  cash,  to  "CAMPSA." 

90  to  120  days  after  date,  documents  against  acceptance. 

45  days  after  sight,  documents  against  acceptance;  and  90  days  aftet 
date,  documents  against  acceptance. 

90-days  after  date,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 
Do. 

120  days  after  sight,  documents  against  acceptance. 
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Commodity 


Jewelry 

Motor  vehicles 

Notions  and  novelties 

OflBce  equipment 

Packing-house  products 

Paint  and  varnish *. 

Piece  goods 

Plumbing  and  heating  equipment 


Printing  machinery  and  supplies  . 


Radio  apparatus 

Railway  material  and  supplies 

Sporting  goods 

Surgical  and  precision  instruments 

Theater  equipment 

Tobacco 

Wearing  apparel 


Terms 


120  days  after  date,  documents  against  acceptance". 

Sight  draft,  documents  aKainst  payment.  Motorcycles,  00  days  after 
sight,  documents  against  acceptance.  Finance  corporations,  2  to  5 
months. 

30  to  60  days  after  sight,  documents  against  acceptance. 

90  to  180  days  after  sight,  documents  against  acceptance. 

English  merchants  customarily  demand  payment  against  documents. 

Cash  against  documents 

60,  90,  and  120  days  after  sight,  documents  against  acceptance,  paying 
6,  6Vo,  and  5  per  cent  interest,  respectively. 

30  to  60  days  after  sight,  documents  against  payment.  Many  impor- 
tant importers  pay  cash  for  the  purpose  of  rea»lving  discounts  rang- 
ing from  2  to  5  per  cent. 

One-third  cash  with  order,  balance  in  accepted  monthly  drafts  extend- 
ing over  1  year;  5  per  cent  discoxmt  to  those  who  pay  cash  with  order. 
Printing  ink,  to  newspapers,  accepted  drafts  extending  over  peri<Kis 
up  to  180  days;  to  others,  60  and  120  days  afU'r  sight,  documents 
against  acceptance. 

Sight  drafts,  documents  against  payment. 

60  and  90  days  after  sight,  documents  against  accrptance. 

90  days  after  sight,  documents  against  acceptance,  with  interest. 

European  firms  grant  60  to  120  days  after  sight,  documents  against 
acceptance. 

90  and  120  days  after  sight,  documents  against  acceptance.  Longer 
terms  occasionally  with  interest. 

Sight  drafts  after  inspection  of  merchandise. 

40  days  after  date,  documents  against  acceptance;  and  60  days  after 
sight,  documents  against  acceptance. 


The  foregoing  terms  represent  the  best  estimate  of  the  average  for 
the  different  commodities  named,  as  practically  all  possible  variations 
of  terms  have  been  found  in  operation  in  most  classes  of  trade  (both 
as  concerns  Americans  and  their  competitors  in  the  Spanish  market), 
on  account  of  the  frequency  with  which  exporters  and  importers  enter 
into  special  arrangements  of  mutual  advantage  under  pie  vailing  trade 
practices. 

There  is  a  slight  tendency  on  the  part  of  American  exporters  to 
lengthen  their  terms  to  meet  the  conditions  offered  by  many  foreign 
competitors,  which  are  generally  more  advantageous.  European 
exporters  dealing  with  reputable  Spanish  firms  grant  open  accounts 
for  any  period  up  to  I  year  for  almost  all  classes  of  nonperishables, 
and  for  as  much  as  2  or  3  years  for  some  products — for  example, 
agricultural  and  certain  other  machinery.  These  terms  may  be  with 
or  without  bank  guaranties. 

Numerous  importers  consulted  stated  that  from  time  to  time  when 
their  accounts  were  in  proper  condition  they  exercised  the  option  of 
paying  cash,  in  order  to  receive  the  cash  discount,  which  is  usually  2 
per  cent  for  full  payment  upon  arrival  of  merchandise.  Discounts 
lor  payments  in  30  and  60  days  are  not  common. 

SURINAM 

Vice  Consul  Harold  E.  Riggs,  Georgetown 

Terms  for  all  commodites  are  30  to  60  days  after  sight,  documents 
against  acceptance.  American  firms  frequently  appoint  a  selling 
agent  in  Paramaribo  to  cover  the  entiie  colony.  Netherland  firms 
grant  credit  up  to  90  days,  but  owing  to  the  hmited  amount  of  trade 
with  this  area  it  is  not  advisable  for  American  firms  to  approximate 
these  terms. 

Initial  transactions  should  be  arranged  on  a  basis  of  cash  or  cash 
against  documents,  until  business  relations  warrant  otherwise. 
Before  granting  credit,  it  is  advisable  to  obtain  information  as  to  repu- 
tation and  standing  of  local  firms  through  the  usual  channels. 
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Commodity 


Agricultural  equipment 

Automotive  accessories 

Tires 

Building  material 

Construction  machinery 

Druggists'  sundries... 

Electrical  suppl  es. 

Foodstuffs-- 

Fibers,  raw 

Flour 

Footwear 

Fresh  fruits  and  vegetables 

Furniture 

Groceries  and  provisions 

Hardware 

Hides  and  leather 

Industrial  chemi'sils- 

Industrial  machinery 

Motor  vehicles 

Notions  and  novelties. 

OflBce  equipment 

Packing-house  products 

Paint  and  varnish 

Plumbing  and  heating  equipment 
Printing  machinery  and  suppl  es. 

Radio  apparatus 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instrun:ents 

Textile  piece  goods 

Theater  equipment... 

Threads  and  yarns... 

Tobacco 

Wearing  apparel 


Terms 


90  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

90  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

60  or  90  days  after  sight,  documents  against  acceptance. 

30  to  60  days  after  sight,  documents  against  acceptance. 

60  days  after  sight,  documents  against  acceptance. 

30  days  after  sight,  documents  against  acceptance. 

90  days  after  sight,  documents  against  acceptance. 

Usually  cash  against  documents;  occasionally  90  days  after  sight, 

documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 
Letter  of  credit  in  United  States;  or  cash  against  documents. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
30  days  after  date,  with  2  per  cent  discount;  or  60  to  90  days  after  sight, 

documents  against  acceptance. 
30  up  to  120  days  after  sight,  documents  against  acceptance;  ordinarily 

5  per  cent  discount  for  cash. 
30  to  60  days  after  sight,  documents  arainst  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 
Cash  against  documents,  or  letter  of  credit. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
Cash  against  documents;  or  30  days  after  sight,  documents  against 

acceptance. 
30  to  120  days  after  sight,  documents  against  acceptance;  some  cash 

against  documents. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
30  days  after  sight,  documents  against  acceptance;  some  open  account. 
30  to  90  days  after  sight,  documents  against  acceptance;  some  open 

account. 
Cash  against  documents. 

30  days  after  sight,  documents  against  acceptance. 
60  days  after  sight,  documents  against  acceptance. 
Cash  against  documents. 

30  to  60  days  after  sight,  documents  against  acceptance. 
Manufactured  tobacco,  30  to  60  days  after  sight,  documents  against 

acceptance;  raw  tobacco,  Government  monopoly. 
30  to  90  days  after  sight,  docum.eiits  j.^ainst  acceptance. 


The  general  opinion  in  Sweden  seems  to  be  that  American  firms 
have  greatly  liberahzed  their  credit  terms,  and  many  Swedish  firms 
state  that  American  terms  are  more  favorable  than  those  obtained 
from  our  European  competitors.  However,  it  seems  that  German 
and  English  exporters,  particularly  the  former,  are  willing  to  extend 
the  terms  originally  granted,  provided  the  buyer  is  worthy  of  credit. 

SWITZERLAND 

Assistant  Conurercial  Attach^  Henry  E.  Stebbins.  Berne 


Commodity 


Agricultural  equipment. 

■    Spare  parts 

Automobile  accessories.. 

Building  material.. 

Construction  machinery 

Druggists'  sundries 

Electrical  supplies 

Foodstuffs 

60888°— 31- 


Terms 


60  days  after  shipment  from  factory;  also  sight  draft,  documents 

against  payment. 
90  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance.    Longer 

terms— sometimes  120, 150,  or  180  days— are  granted  on  certain  lines, 

batteries  often  on  consignment. 
60  to  90  day  sight  draft,  documents  against  acceptance. 
Cash  against  documents,  to  120  days  after  sight,  documents  against 

acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance,  less  3  per  cen 

cash,  or  90  days  net. 
Cash  against  documents  on  arrival  of  goods;  and  30  to  60  days  after 

sight,  documents  against  acceptance. 
Cash;  credit  opened  in  New  York  in  dollars  through  the  buyer  by  « 

Swiss  bank. 


■Aasf. 


t. 
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Commodity 


Footwear.. 

Furniture 

Groceries  and  provisions... 

Hides  and  leather 

Industrial  chemirals. 

Industrial  machinery.. 

Motor  vehicles 

Notions  and  novelties 

Office  equipment 

Paint  and  varnish 

Piece  goods 

Plumbing  and  heating 

Printing  machinery. 

Radio  apparatus. 

Sporting  goods 

Stationery 

Surgical  and  precision  instruments 

Tobacco 

Wearing  apparel 


Terms 


30  to  60  days  after  sight,  documents  against  accejjtance. 
Do. 

Cash;  30  to  60  days  after  sight,  documents  against  acceptance  some- 
times allowed. 

Cash  against  documents;  revolving  letter  of  credit  in  New  York. 

30,  60,  and  90  days  after  sight,  documents  against  acceptance. 

14  to  60  to  90  days  after  sigiit ,  documents  against  acceptance. 

Irrevocable  letter  of  credit  in  United  States. 

30  to  60  days  after  sight,  documents  against  acceptance. 

30  to  90  days  after  sight,  documents  against  acceptance. 

60  to  90  days  after  sight,  documents  against  acce|)tance. 

30  days  less  2  per  cent,  or  60  days  net,  sight  draft,  documents  againgt 
acceptance. 

60  to  90  days  after  sight,  documents  against  acceptance. 

Cash  against  documents,  to  60  days  after  sight,  documents  against 
acceptance. 
Do. 

Cash  against  documents.    Only  a  few  firms  import  direct,  and  some 
are  granted  60  days. 

30  days  after  sight,  documents  against  acceptance. 

Very  little  imported  from  the  United  States,  which  is  mostly  cash. 
Long-term  credit  is  granted  by  German  firms. 

60  days  from  date  of  invoue. 

30   days   less   2   per   cent;   or   60    days    after    date,    documents 
against  acceptance. 


It  will  be  noted  that  the  credit  on  many  of  the  commodities  in  the 
preceding  list  is  given  as  cash  in  one  form  or  another,  but  it  must  he 
remembered  that  the  major  portion  of  American  goods  sold  on  this 
market  are  quality  goods,  and  the  importers  can  afford  to  pay  cash 
for  quality.  A  new  product  on  this  market  or  a  commodity  which 
must  face  severe  competition  will  invariably  have  to  wait  to  be  paid 
for.  Therefore,  as  a  general  rule,  American  exporters  seeking  outlets 
in  this  market  give  at  least  30  and  often  *)0  days. 

Transaction  on  a  basis  of  cash  or  cash  against  documents  can  be 
considered  on  this  market  only  when  the  commodity  in  question  is 
of  the  very  highest  quality  and  in  great  demand. 

Discounts  as  a  rule  are  2  per  cent  for  payment  within  30  days,  net 
60  or  90  days;  in  some  instances  3  or  5  per  cent  for  cash  on  arrival 
of  merchandise.  German  exporters  usually  allow  a  larger  discount 
for  cash,  as  well  as  longer  terms. 

It  is  impossible  to  give  an  accurate  estimate  of  the  percentage  of 
the  importing  done  into  Switzerland  on  the  various  bases  of  payments; 
by  far  the  larger  portion  is  doubtless  done  on  time  drafts. 

SYRIA 

Vice  Consul  D.  F.  McGonigal,  Beirut 

The  principal  imports  into  Syria  from  the  United  States  are  motor 
vehicles,  automotive  accessories,  flour  (in  years  of  crop  failure), 
wearing  apparel  (mostly  second-hand  clothing),  kerosene,  and  hides 
and  leather.  The  terms  granted  by  foreign  and  American  exporters 
shipping  these  products  to  Syria  are  discussed  separately  in  the 
following  paragraphs : 

Motor  vehicles. — American  credit  terms  and  the  approximatf;  percentage  of 
business  done  on  each  basis  are  as  follows:  Sight  draft,  35  per  c«nt;  Time  draft 
(90  days'  credit  is  granted  by  American  acceptance  agencies  which  pay  American 
manufacturers  on  delivery  of  documents),  45  per  cent;  letter  of  credit,  20  per 
cent. 

An  Italian  branch  in  Beirut  is  shipped  on  open  account,  and  a  French  firm 
ships  to  its  Syrian  agent  on  consignment;  sales  of  other  foreign  makes  are  negli- 
gible.    The  terms  granted  by  foreign  manufacturers  and  the  approximate  per- 
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centage  relation  of  the  various  methods  are  as  follows:  Open  account,  60  per 
cent;  cash,  1  per  cent;  sight  draft,  10  per  cent;  consignment,  39  per  cent. 

Automobile  spare  parts  and  accessories. — Terms  granted  by  American  manu- 
facturers and  approximate  percentages  of  each  are  as  follows:  Sight  draft,  70 
per  cent;  time  draft  (drafts  at  60  days  20  per  cent  and  drafts  at  90  days  10  per 
cent),  30  per  cent.  European  exporters  grant  the  following  terms  in  the  percent- 
ages given:  Sight  draft,  50  per  cent;  time  draft  (drafts  at  60  days  30  per  cent 
and  drafts  at  90  days  10  per  cent),  40  per  cent;  consignment,  10  p>er  cent. 

Flour. — Foreign  flour  is  usually  purchased  from  commission  houses  in  Alex- 
andria, Egypt;  terms  in  a  year  of  large  flour  imports  are  as  follows: 


American :  Per  cent 

Letter  of  credit 75 

Sight  draft 25 


Foreign:  Percent 

Sight  draft _  25 

Time  draft  (30  days) 75 


When  imports  of  flour  are  small,  the  terms  (both  American  and  foreign)  are 
as  follows:  Sight  draft,  75  per  cent;  and  letter  of  credit,  25  per  cent. 

Automobile  tires. — American  shipments  are  on  the  basis  of  time  drafts;  it  has 
not  been  possible  to  indicate  the  number  of  days  granted.  The  terms  grant-ed 
by  European  tire  manufacturers  and  the  approximate  proportions  are  as  follows: 
Open  account,  80  per  cent;  consignment,  20  per  cent. 

Agricultural  equipment. — American  terms  and  the  approximate  percentage 
on  each  basis  are  as  follows:  Cash  (33  per  cent  of  the  order  cash  and  the  balance 
against  time  drafts  running  from  4  to  9  months),  55  per  cent;  time  draft  (60 
days),  45  per  cent. 

Terms  granted  by  foreign  manufacturers  of  agricultural  equipment  and  the 
percentage  relation  of  the  various  methods  are  as  follows:  Cash,  10  per  cent; 
sight  draft,  40  per  cent;  time  draft  (60  days  20  per  cent  and  90  days  10  per  cent), 
30  per  cent;  consignment,  20  per  cent. 

Wearing  apparel. — The  greater  part  of  the  wearing  apparel  inrported  into 
Syria  from  the  United  States  consists  of  second-hand  clothing.  For  wearing 
apparel  in  general  the  following  terms  are  granted  in  the  approximate  percent- 
ages given: 


American :  Per  cent 

Sight  draft _-.  75 

Time  draft  (60  days) 25 


Foreign:  Percent 

Sight  draft 50 

Time    draft    (from    60    to    90 

days) 40 

Letter  of  credit 10 


and  leather. — American  leather  is  shipped  tj)  Syria  on  the  basis  of  pay- 
ainst  sight  draft,  with  interest  at  4%  per  cent  from  date  of  shipment  to 


Hides 
ment  against 
the  arrival  of  funds  in  United  States. 

Foreign  terms  and  the  approximate  percentage  on  each  basis  are  as  follows: 
Sight  draft,  30  per  cent;  time  draft  (from  60  to  90  days),  70  per  cent. 


TRINIDAD 

Vice  Consul  Alfredo  L.  Demorest,  Trinidad 

The  usual  range  of  time  granted  to  firms  of  good  reputation  with 
whom  American  exporters  have  had  successful  business  relations 
over  a  period  of  time  are  usually  30  to  60  days  after  sight,  documents 
against  acceptance.  It  is  understood  that  American  exporters  very 
often  grant  longer  terms,  but  the  drawees  have  to  pay  interest  for 
the  extended  periods.  All  others  are  sold  on  a  cash  basis,  either  cash 
in  New  York  or  drafts  drawn  at  sight  collected  through  Trinidad 
banks  before  delivery  of  shipping  documents  to  consignees. 

Discounts  (ranging  from  2  to  2)^  per  cent)  for  cash  on  arrival  of 
merchandise  are  usually  taken  advantage  of. 

Time  drafts  are  usually  as  follows:  15  days  on  drafts  covering  provi- 
sions, 90  days  on  shipments  of  hardware,  30  to  60  days  on  shipments  of 
dry  goods,  and  120  days  on  shipments  of  jewelry. 
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TUNISIA 


Consul  Leland  L.  Smith,  Tunis 

The  usual  credit  and  payment  terms  in  Tunisia  for  the  leading 

groups  of  commodities  are  as  follows: 

Agricultural  machinery  and  parts. — For  light  equipment,  American  firms  are 
generally  paid  against  documents  New  York  or  Tunis  (o)  at  90  days  from  date 
of  invoice;  (6)  at  90  days  from  acceptance  of  the  document  at  Tunis;  (c)  at  180 
days  from  date  of  invoice;  id)  at  180  days  from  the  acceptance  of  the  documents 
at  Tunis. 

Dealers,  on  the  other  hand,  have  to  grant  long-term  credits  to  tlieir  cuHtomers 
on  the  basis  of  one-third  down,  one-third  the  following  year,  and  one-third  the 
year  after. 

For  heavier  equipment,  such  as  tractors  and  reaper-binders,  manufacturers 
usually  allow  special  t€rms — for  example,  machines  not  sold  in  one  season  need 
not  be  paid  until  their  eventual  sale  the  next.  This  encourages  dealers  to  order 
in  excess  of  normal  requirements  and  enables  them  to  meet  sudden  demands. 

Petroleum  products. — The  bulk  of  the  importation  of  petroleum  i)roducts  from 
the  United  States  is  done  by  direct  branches  or  representatives  of  the  American 
companies.  Other  brands  are  imported  on  terms  which  vary  from  cash  at  time 
of  shipment  or  delivery  to  documents  against  acceptance. 

Automobiles. — Terms  vary  from  cash  at  time  of  shipment  to  documents  against 
acceptance.  The  time  is  90  days,  and  the  dealer  pays  all  bonded  warehouse 
interest  and  other  incidental  charges  when  delivery  is  taken.  French  car  manu- 
facturers allow  their  local  dealers  about  90  days,  although  theoretically  French 
cars  are  payable  on  arrival  at  Tunis. 

Tobacco. — All  raw  tobacco  is  purchased  through  the  French  monopoly.  Terms 
for  cigarettes  and  cigars  are  cash  at  time  of  shipment  up  to  30  days  after  arrival 
of  merchandise. 

Manufactures  of  metal. — Under  this  heading  come  automobile  accessories, 
electrical  appliances,  typewriters  and  calculating  machines,  locks,  and  hardware 
in  general.  American  firms  usually  insist  upon  the  opening  of  an  irrevocable 
confirmed  letter  of  credit  on  a  New  York  bank.  Few  examples  of  credit  are  to 
be  found. 

Competition  between  France,  Germany,  Italy,  Sweden,  and  England  is  intense, 
and  credit  or  consignment  terms  are  extended  the  Tunisian  dealer  of  importance. 
Standard  terms  allowed  by  French  manufactures  are  30  days,  end  of  the  month. 
Consignments  are  made  to  responsible  firms  by  all  countries,  and  this  method  is 
being  especially  pushed  by  Germany  and  Italy  to  gain  the  market. 

Rubber. — French  terms  are  30  to  90  days.  Belgian  and  Italian  dealers  not 
only  meet  these  terms  but  also  make  consignments  to  reputable  houses. 

Groceries  and  provisions. — Several  of  the  packers  of  corned  beef  work  on  a 
consignment  basis  with  their  local  agents.  General  terms,  however,  on  rice, 
canned  goods,  and  foodstuffs  are  time  draft,  3  days  after  sight  on  arrival  of  goods. 
Standard  terms  are  cash  against  documents.  Leading  foreign  competitors, 
particularly  French,  grant  standard  terms  of  30  to  60  days.  A  consignment 
basis  is  generally  used  for  well-established  lines  for  which  a  good  demand  exists, 
especially  when  handled  by  a  reliable  firm. 

TURKEY 

Commercial  Attach^  Julian  E.  Gillespie,  Istanbul 


Commodity 


Agricultural  implements: 
Small  agricultural  ma- 
chinery and  imple- 
ments. 
Tractors  and  other 
large  agricultural 
machinery. 


Automotive  accessories. 


American  terms 


4  to  6  months  after  sight,  docu- 
ments against  acceptance. 

Up  to  12  months,  part  of  the  bills 
usually  bearing  an  interest 
charge. 


60  to  120  days  after  sight,  docu- 
ments against  acceptance 


European  terms 


ft  to  8  months  after  sight,  documents  against 
acceptance. 

12  to  18  months'  credit,  on  the  basis  of  15  to 
25  per  cent,  documents  against  payment, 
the  balance  being  included  In  two  or 
several  bills  whose  maturity  usually 
coincides  with  the  crop  seasons. 
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Commodity 


Building  material: 

Cement,  bricks,  iron, 
and  steel  construc- 
tion shapes,  black 
and  galvanized  iron 
sheets. 

Glazed  tiles 


American  terms 


Druggists'  sundries. 
Electrical  supplies.. 


Foodstuffs. 


Coal 

Groceries  and  provisions. 

Hardware.- 


Hides  and  leather: 
Hides 


Leather. 


Industrial  chemicals. 


SO  days  after  sight,  documents 
against  acceptance. 


Letter  of  credit;  or  sight  draft, 
documents  against  payment; 
some  60  days  after  sight,  docu- 
ments against  acceptance. 


Up  to  90  days  after  sight,  docu- 
ments against  acceptance. 


90  to  120  days  after  sight,  docu- 
ments against  acceptance, 
with  interest. 


Industrial  machinery. 


Jewelry 

Motor  vehicles. 


Notions  and  novelties. 

OflBce  equipment 

Paint  and  varnish . 


Cotton  piece  goods.. 


Plumbing     and     heating 

equipment. 
Printing  machinery 

Radio  apparatus 


Sporting  goods. 


Stationery,  books,  etc. 
Stationery 


Books. 


90  to  180  days  after  sight,  docu- 
ments against  acceptance, 
with  interest  for  entire  credit 
period. 


American  standard  cash  pay- 
ment. Finance  corporations 
grant  90  days  sight,  docu- 
ments against  payment  and 
documents  against  acceptance. 

90  days  after  .sight,  documents 
against  acceptance. 

Up  to  60  days  sight,  documents 
against  acceptance. 


Irrevocable  letter  of  credit  in 
America,  prior  to  shipment. 
A  few  extend  60  to  90  days  after 
sight,  documents  against 
acceptance,  without  interest. 


Similar  to  terms  for  industrial 
machinery. 


90  days  after  sight,  documents 
ayainst  acceptance,  without 
interest. 


European  terms 


^0  days  after  sight,   documents  against 
acceptance. 


Up  to  6  months,  documents  against  accept- 
ance. 

90  to  120  days  after  sight,  documents  against 
acceptance. 

120  to  180  days  after  sight,  documents 
against  acceptance.  Some  open  account 
by  German  manufacturers. 

60  to  <J0  (lays  after  sight,  documents  against 
acceptance. 

Sight  draft,  documents  against  payment. 

Sight  draft,  documents  iigainst  payment; 
some  letter  of  credit. 

90  to  120  days  after  sight,  documents  against 
acceptance;  some  open  account,  settle- 
ment within  6  to  8  months. 

Sight  draft,  documents  against  payment, 
with  3  per  cent  discount;  some  90  days 
after  sight,  documents  against  acceptance; 
some  90-uay  terms  again.st  a  bank  credit. 

90  to  120  days  after  sight,  documents  against 
acceptance,  with  interest. 

Sight  draft,  documents  against  pajTnent; 
some  00  days  sight,  documents  against 
acceptance,  with  8  per  cent  interest. 
Lelgiau,  90  days  after  sight,  documents 
against  acceptance,  with  interest;  or 
50  per  cent  of  the  invoice  value  on  a  basis 
of  documents  against  payment  and  50  per 
cent  documents  against  acceptance. 

6  to  18  months,  documents  against  accept- 
ance, covered  by  a  number  of  bills,  each 
maturing  at  intervals  of  90  to  180  days, 
with  interest.  At  times,  from  15  to  25 
per  cent  of  the  invoice  value  is  paid  by 
local  importers  on  a  basis  of  documents 
against  payment. 

6  to  18  months  after  sight,  documents 
against  acceptance,  payment  quarterly 
or  semiannually,  free  of  interast. 

Some  1  to  2  years,  documents  against  accept- 
ance, with  interest;  others,  sight  draft, 
documents  against  payment. 


90  to  150  days  after  sight,  documents  against 
acceptance. 

90  to  180  days  after  sight,  documents  against 
acceptance,  without  interest. 

120  to  180  days  after  sight,  documents 
against  acceptance,  without  interest. 
Netherlands,  linseed  oil  on  120  to  150  days 
after  sight,  documents  against  acceptance 
without  interest. 

90  to  120  days  after  sight,  documents  against 
acceptance,  without  interest;  some  180 
days  after  sight,  documents  against 
acceptance.  Japanese  firms  demand 
letter  of  credit  or  documents  against  pay- 
ment on  leading  staple  goods,  terms  often 
being  accepted  in  view  of  their  low  prices. 

90  to  180  days  after  sight,  documents  against 
acceptance,  without  interest. 

Similar  to  terms  for  industrial  machinery. 

Open  account,  or  120  to  180  days  after  sight, 
documents  against  acceptance,  without 
interest, 

90  days  after  sight,  documents  against 
acceptance,  without  interest. 


90  to  120  days  after  sight,  documents  against 

acceptance,  without  interest. 
French,  90 days  on  open  account.    English- 

and  German,  60  days  on  open  account, 

and  some  cash  with  order. 
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Commodity 

American  terms 

European  terms 

Surgical     and     precision 

Open  account  upon  clearance  of  goods;  some 
60  to  90  days  after  sight,   document 
against  acceptance,  without  interest. 

90  to  120  days  after  sight,  «locuments  against 
acceptance. 

120  to  150  days  after  sight,   documents 
against    acceptance,    without    interest; 
some  lines,  documents  tigainst  payment. 

Italian,  90  days  after  sight,   documents 
against  acceptance,  less  3  per  cent  cash 
discount  without  interest,  or  180  days 
after  sight,  documents  against  acceptance 
without  interest  and  without  discount 

instruments. 
Thread  and  yarn... 

Cotton  thread 

Cotton  yarn 

The  payment  terms  granted  and  governed  by  local  usage  are 
commonly  requested  by  local  importers  and  are  usually  readily 
extended  by  European  suppliers  of  cotton  piece  goods,  hosiery,  hard- 
ware, construction  materials,  foodstuffs,  leather,  druggists'  sundries, 
a  number  of  heavy  chemicals,  and  autoni()tiv3  accessories  and  spare 
parts.  The  payment  terms  usually  granted  in  the  foregoing  lines 
provide  for  90  days,  documents  against  acceptance,  the  acceptance 
being  given  by  consignees  according  to  local  usage,  beginning  from  the 
date  of  arrival  of  the  steamer  carrying  the  respective  merchandise. 

In  a  number  of  trade  lines,  such  as  agricultural  implements  and 
industrial  machinery,  long  credit  terms — from  3  to  12  months,  docu- 
ments against  acceptance  (date  of  arrival  of  goods) — are  generally 
extended  by  European  manufacturers,  settlement  being  made  on  the 
basis  of  monthly,  quarterly,  or  semiannual  bills,  accepted  from  the 
date  of  arrival  of  goods. 

In  respect  to  the  credit  terms  extended  to  local  consignees,  it 
should  be  noted  that  except  for  most  raw  materials,  colonial  goods, 
and  industrial  machinery,  which  latter  involves  very  long  credit 
extensions,  local  consignees  are  not  charged  any  interest  for  the  more 
frequent  terms  of  90  or  120  days,  documents  against  acceptance 
Also,  in  a  large  number  of  cases  where  prolongations  are  accorded,  no 
interest  charges  are  paid  by  local  drawees. 

Another  characteristic  feature  of  payment  methods  followed  on 
this  market,  and  freely  offered  by  Eun^pean  manufacturers  and 
exporters  to  local  consignees,  occurs  in  connection  with  cash  discounts 
Such  discounts  are  not  only  requested  by  local  importers,  but  are 
actually  extended  by  numerous  European  firms,  even  in  instance> 
when  payment  is  made  on  a  basis  of  60  days,  documents  against 
acceptance.  On  the  other  hand,  occasionally  a  number  of  leading 
(financially  strong)  firms  decline  the  usual  credit  terms  and  offer  in 
turn  to  effect  payment  on  a  basis  of  documents  against  payment  ot 
sight  draft,  but  claim  an  exceptional  discount  of  from  3  to  5  per  cent 
according  to  the  commodity. 

Finally,  a  number  of  leading  importers  in  the  wholesale  hardware 
hosiery,  and  a  few  other  lines,  operate  only  on  an  open-account 
basis,  demanding  that  shipping  documents  be  turned  over  to  them 
free  of  charge;  and  upon  receipt  of  such  documents  they  either  offer 
a  90  or  120  day  draft,  or  payment  less  a  cash  discount. 

Letter-of-credit  terms  are  given  only  in  instances  where  local  con 
cerns  find  it  impossible  to  secure  the  desired  goods  elsewhere  at  berte- 
terms. 
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As  to  the  credit  policy  followed  by  European  firms  on  this  market, 
these  concerns  are  not  guided  merely  by  bank  reports  which  they 
obtain  from  credit  sources  in  their  own  country  or  from  local  financial 
institutions,  but  also,  and  to  a  large  extent,  by  the  advice  which  they 
receive  from  their  local  representative  commission  agents. 

The  selection  of  a  thoroughly  reliable  and  expert  representative 
plays  a  very  important  part  in  connection  with  the  successful  develop- 
ment of  business  on  this  market,  and  it  is  necessary  for  foreign 
manufacturers  to  be  extremely  careful  in  the  selection  of  their  agent, 
rather  than  of  their  local  customers. 

UNION  OF  SOUTH  AFRICA 

As8i.stant  Commercial  Attach^  Edward  B.  Lawson,  Johannesburg 


Commodity 


Agricultural  implements 

Automotive  accessories 

Building  material. - 

Construction  machinery .-. 

Druggists'  sundries -. 

Electrical  supplies 

Footwear 

Groceries  and  provisions. -.. 

Hardware - -- 

Industrial  chemicals.. 

Industrial  machinery 

Jewelry 

Motor  vehicles 

Notion  and  novelties.. 

OfPce  equipment 

Paint  and  varnish 

Piece  goods 

Plumbing  and  heating  equipment... 

Printing  machinery  and  supplies 

Radio  apparatus... 

Railway  materials  and  supplies 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instruments .  _ 

Thread  and  yarn 

Tobacco 

Wearing  apparel 


Terms 


120  to  180  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 
30  to  120  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 

Do. 

Do. 
60  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
30  to  60  days  after  sight,  documents  against  acceptance. 
30  to  120  days  after  sight,  documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 
90  to  120  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance 
30  to  60  days  after  sight,  documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance 
30  to  120  days  after  sight,  documents  against  acceptance. 
30  to  90  days  after  sight,  documents  against  acceptance. 

Do. 
90  to  120  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 

Do. 

Do. 
30  to  90  days  after  sight,  documents  against  acceptance. 
60  to  90  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 


Inasmuch  as  South  Africa  is,  to  a  very  large  degree,  what  may  be 

known  as  an  ** agency"  market,  the  extension  of  credit  to  purchasers 

is  usually  supervised  by  the  sales  representative  of  the  manufacturer, 

who  is  in  a  position  to  investigate  and  determine  the  quantity  of 

credit  which  any  one  purchaser  deserves.     Cash  against  documents  is 

the  most  common  method  of  payment,  excepting  in  those  instances 

when  orders  are  settled  by  shippers  in  New  York,  confirming  houses 

in  Tendon,  or  old,  established  firms  in  which  unquestioned  confidence 

has  been  developed. 

UNITED  KINGDOM 

Trade  Commissioner  James  Somerville,  Jr.,  London 


Commodity 


Agricultural  equipment. 
Automotive  accessories.. 
Building  material 

Construction  machinery 

Druggists'  sundries 

Electrical  supplies - 

Feedstuffs... 


Terms 


From  30  to  90  days  after  sight,  documents  against  acceptance. 

60  days  after  sitrht,  documents  against  acceptance. 

Generally,  cre<lit  terms  seem  to  be  short.    Cash  against  documents  ia 

frequent;  some  30  or  60  days  after  sight,  documents  against  acceptance. 
See  "Industrial  machinery." 
30  davs  alter  sight,  documents  against  acceptance. 
30  days  after  sight,  documents  against    acceptance;  some    cash    against 

document;   discount  for  cash  payment. 
30  days  ,  with  2  per  cent  discount  for  cash. 
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Commodity 


1^,  4- 


Fuel,  oils,  etc. 


Groceries  and  provisions. 
Canned  goods.* 


Confectionery. 


Dried  fruits 

Honey 

Rice— -. 

Hardware 

Industrial  chemicals 


Industrial  machinery . 


Jewelry. 
Metals.. 


v'i 


Motor  vehicles 

Notions  and  novelties 

Office  furniture 

Office  equipment 

Packing-house  products 

Paint  and  varnish 

Piece  goods 

Printing  machinery  and  sup- 
plies. 

Radio  apparatus 

Sporting  goods 

Surgical  and  precision  instru- 
ments. 


Fibers,  raw 

Flour 

Fresh  fruit  and  vegetables 


This  relates  primarily  to  cotton,  which  is  sold  in  Englan<l  almost  entirely 
through  brokeis,  and  at  the  recognized  Exchange  iLiverpool).  The 
broker  makes  payment  only  when  the  deliveries  hnve  been  sold  and 
pjiid  for.    Exporters  have  banks  finance  their  shipments. 

30  days  after  sight,  documents  against  acceptance;  discount  of  'i  per  cent 
for  cash. 

Frequently  consignment,  in  which  case  the  shippers  have  to  rely  upon  the 
banks  for  finance  until  the  consignee  makes  a  sale,  when  the  latter 
releases  the  goods  from  the  warehouse  by  payment  of  the  profiortionate 
amount  of  the  advance,  remitting  the  balance  on  monthly  account. 
Direct  busing  is  on  a  prompt  cash  basis.  In  some  instances  an  irre- 
vocable credit  is  opened  in  America,  against  which  the  shipi)er  draws 
on  presentation  of  documents;  in  other  instances  payment  Is  made 
aramst  docimients  on  the  arrival  of  the  shipment  in  Kngland. 

Irrevocable  letter  of  credit  in  America,  against  which  the  shipper  can 
driiw  against  documents  to  the  extent  of  75  to  80  per  cent.  The  balance 
of  20  to  25  per  cent  is  payablo  (mly  upon  the  discharge  of  the  cargo  and 
tlie  issue  of  a  recoirnized  certificate  of  quantity.  Most  of  this  trade  is 
subject  to  sales  under  standardized  contract. 

From  30  to  90  days  after  sight,  documents  against  af'ceptance;  many 
variations. 

For  business  that  is  done  through  brokers,  sales  are  usually  made  on  a 
c.  i.  f.  basis,  3-day  sight  draft.  In  the  last  few  years  there  has  been  more 
and  more  of  the  canned-fruii  business  from  the  United  States  done 
through  agencies  controlled  by  or  acting  exclusively  for  the  packer,  in 
which  case  terms  of  sale  arc  matters  for  internal  arrangement.  In 
such  cases  goods  are  generally  kept  in  warehouses  by  the  agent  of  the 
shipper,  and  sales  are  made  to  buyers  on  the  basis  of  1  i»er  cent  discount 
in  5  days,  or  30  days  net;  sm-h  contracts  often  call  also  for  extended 
delivery  over  a  period  of  time. 

The  usual  method  is  by  30-day  acceptances.  Bills  nre  drawn  by  the 
American  shipper  at  30  days  from  date,  and  are  accei)tt'd  by  the  British 
importing  house  as  soon  as  they  are  presented  by  the  i>ank.  The  differ- 
ence between  this  and  the  si^ht  drafts,  customary  in  respect  to  other 
commodities,  should  be  noted.  It  is  customary  to  allow  a  discount  of 
2  per  cent. 

The  terms  are  generally  similar  to  those  for  canned  fruits,  but  a  much 
larger  proportion  of  the  business  is  done  through  brokers.  Even  as 
regards  packers  with  exclusive  agents,  sales  are  generally  made  before 
shipment. 

3-dhy  sight  draft,  or  cash  against  documents. 

Cfish  against  documents,  London.  Should  the  documents  arrive  before 
the  shipment,  it  is  customary  for  the  bank  througli  which  they  are 
transmitted  to  hold  them  pending  arrival  of  the  consignment. 

From  cash  against  documents  English  port,  up  to  30  days  after  sight, 
documents  against  acceptance. 

Frequently  irrevocable  credits  in  New  York,  against  which  the  shipper 
diaws;  in  some  instances,  cash  against  documents  English  port.  Occa- 
sionally 30  days  after  sight,  documents  against  accepttmce. 

For  machines  which  are  shipped  ready  a.ssembled  (such  as  textile,  wood- 
working, metal  working,  and  similar),  from  30  to  120  days  after  sight, 
documents  against  acceptance.  For  plant  which  has  to  be  elected  and 
assembled  in  Great  Britain,  ttie  terms  sometimes  provide  for  a  percent- 
aj  e  to  be  paid  with  order,  a  further  percentage  payable  generully  on 
a<mpletion  of  erection,  while  the  balance  is  frequently  payable  over  a 
period.  In  other  cases  payment  of  70  to  75  per  cent  is  made  on  delivery, 
t^e  balance  being  paid  on  conijdetion  of  final  tests. 

Ct.sh  on  delivery  to  90  days  after  sight,  documents  against  acceptance. 

Metals  are  mostly  sold  on  the  London  Metal  Exchange,  and  are  subject 
to  the  standard  contracts  applying  to  tin,  copper,  and  lead,  smelted. 
Sales  are  conducted  by  brokers  and  dealers,  and  generally  the  exporters 
hr.ve  banks  finance  until  consignments  are  sold,  when  the  bank  releases 
tt.e  .c'oods  held  under  lien,  against  proportionate  payments;  and  prompt 
remittance  of  the  balance,  less  brokerage,  is  made  by  the  broker. 

Practically  all  the  motor  vehicles  imported  into  Great  Britain  by  Ameri- 
can manufacturers  are  sold  through  the  London  offices  of  the  manufac- 
turers. 

30  to  6J  days  after  sight,  documents  against  acceptance. 

From  cash  against  docimients,  English  port,  to  60  days  after  sight,  docu- 
ments against  acceptance.    A  discount  sometimes  is  given  for  cash. 

30  to  6J  days  after  sight,  documents  against  acceptance 

Cash  against  documents  to  30  days  after  sight,  docimients  against  accept- 
ance. 

Cas^i  against  documents,  English  port;  sometimes  3a day  sight  draft  is 
^iven.    Some  cash  against  den  .jinents  American  ports. 

From  cash  against  documents,  i-.nglish  port,  to  30  day.s  after  sight,  docu- 
ments against  acceptance. 

Sorre  shipped  cash  against  documents,  New  York;  others  up  to  60  days 
siitht,  documents  against  acceptance. 

Cash  against  documents  New  York. 

Up  to  60  days  after  sight,  dociuuents  against  acceptantje.  Discount  is 
often  allowed  for  cash. 

From  cash  against  documents,  English  port,  to  60  days  after  sight,  docu- 
ments against  acceptance. 
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Commodity 

Terms 

Theater  equipment 

Special  equipment  is  sold  part  payment  with  order,  part  payment  on 
delivery,  and  the  balance  within  30  days;  other,  30  days  after  sight, 
documents  against  acceptance. 

Generally  handled  by  recognized  brokeis,  in  which  case  shipments  are 
financed  by  bankers,  who  are  reimbursed  by  brokers  upon  sale,  the 
balance  then  being  transmitted  to  the  shipper;  otherwise  cash  against 
documents. 

Up  to  30  days  after  sight,  documents  against  acceptance. 

Tobacco 

Wearing  apparel 

^ 


'^ 


URUGUAY 

Commercial  Attach^  Clarence  C.  Brooks,  Montevideo 


Commodity 


Agricultural  equipment 

Automotive  accessories 

Building  material 

Construction  machinery., 

Druggists'  sundries 

Electrical  supplies. 

Footwear 

Fresh  fnoits  and  vegetables 

Fuels 

Groceries  and  provisions 

Hardware 

Leather 

Lumber 

Industrial  chemicals. 

Industrial  machinery 

Jewelry 

Motor  vehicles 

Notions  and  novelties 

Oflice  equipment 

Packing-house  products.- 

Paint  and  varnish 

Paper  and  paper  products 

Piece  goods.. 

Plumbing  and  heating 

Printing  machinery  and  supplies.  _. 

Radio  apparatus 

Rubber  tires. 

Sporting  goods 

Surgical  and  precision  instruments  _ 

Theater  equipment 

Thread  and  yarn 

Tobacco 

Wearing  apparel ..- 


Terms 


SO  to  180  days  after  sight,  documents  against  acceptance. 
GO  to  90  days  after  sight,  documents  against  acceptance. 
GO  days  after  sight,  documents  against  acceptance. 
90  days  after  sight,  documents  against  acceptance. 
(iO  to  90  days  after  sight,  documents  against  acceptance. 
CO  days  after  sight,  documents  against  acceptance. 

Do. 
Sight  draft,  documents  against  payment. 
Consignment. 

30  to  120  days  after  sight,  documents  against  acceptance. 
to  days  after  sight,  documents  against  acceptance. 
CO  to  90  days  after  sight,  documents  against  acceptance. 
Sight  draft,  documents  against  payment;  large  orders  30  to  00 

days  after  sight,  documents  against  acceptance. 
CO  to  90  days  after  sight,  documents  against  acceptance. 
90  days  after  sight,  documents  against  acceptance. 

Do. 
Letter  of  credit. 

to  to  90  days  after  sight,  documents  against  acceptance. 
90  days  after  sight,  documents  against  acceptance. 
30  days  after  sight,  documents  against  acceptance. 

Do. 
90  days  after  sight,  documents  against  acceptance. 
()0  days  after  sight,  documents  against  acceptance. 
30  to  60  days  after  sight,  documents  against  acceptance. 

Do. 
60  to  90  days  after  sight,  documents  against  acceptance. 
Consignment. 

Sight  draft,  documents  against  payment. 
CO  to  90  days  after  sight,  documents  against  acceptance. 
30  days  after  sight,  documents  against  acceptance. 
CO  to  90  days  after  sight,  documents  against  acceptance. 
Sight  draft,  documents  against  payment. 
CO  days  after  sight,  documents  against  acceptance. 
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When  no  credit  is  asked  or  granted,  business  is  done  on  a  basis  of 
cash  against  documents  through  Montevideo  banks.  Many  Ameri- 
can firms  ship  on  basis  of  cash  against  deUvery  of  documents  at  port 
of  shipment,  or  cash  against  documents  through  Montevideo  banks, 
when  deaUng  with  new  customers,  until  such  time  as  the  latter  can 
establish  a  credit  rating.  A  number  of  the  large  importing  houses 
prefer  cash  arrangements  when  these  result  in  lower  invoice  prices. 
Excepting  tires,  fuels,  and  motor  vehicles,  however,  it  is  estimated 
that  80  per  cent  of  the  merchandise  imported  into  Uruguay  is  covered 
by  30  to  90  day  sight  drafts. 

British  and  French  exporters,  particularly  the  latter,  appear  to  be 
granting  more  liberal  terms  than  American  firms,  but  other  foreign 
competitors  are,  for  the  most  part,  selling  on  30  to  90  day  sight  drafts. 
British  shippers  of  provisions,  foodstuffs,  and  packing-house  products 
sell  on  long  terms  or  open  account,  while  in  many  other  lines  they 
are  giving  terms  of  90  days  after  sight.  French  exporters  sell  on 
terms  of  60  to  120  days  after  sight  and  freely  grant  extensions. 
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Prices  quoted  to  firms  should  be  c.  i.  f.  Montevideo.  When  this 
is  impracticable,  quotations  should  be  f.  o.  b.  vessel,  port  of  shipment, 
for  firms  in  Uruguay  have  no  means  of  readily  ascertaining  inland 
freight  charges,  loading  and  transfer  fees,  and  other  expenses  involTed. 

VENEZUELA 

Assistant  Trade  Commissioner  Roliand  Welch,  Caracas 


Commodity 


Agricultural  equipment  . 
Automotive  accessories . 
Building  material 


Construction  machinery. 


Druggists'  sundries. 
Electrical  supplies. . 
Foodstuffs.- 


Fibers,  raw. 
Flour 


Footwear- 


Fresh  fruits  and  vegetables. 


Fuels,  ores,  etc. 
Furniture 


Terms 


Groceries  and  provisions. 

Hardware 

Hides  and  leather .  - 

Industrial  chemicals 

Industrial  machinery 

Jewelry 

Motor  vehicles 


Notions  and  novelties - 

Office  6(4 uipment 

Packing-house  products 

Paint  and  varnish. 

Piece  goods 

Plumbing 

Printing  machinery  and  suppLes. . 

Radio  apparatus. 

Railway  material  and  supplies 

Sporting  goods 

Stationery,  books,  etc 

Surgical  and  precision  instruments  . 

Theater  equipment 

Thread  and  yam 

Tobacco 

Wearing  apparel — 


Some  30,  more  60  to  90  days  after  sight. 

Do. 
Some  30,  more  60  to  90  days,  and  sometimes  on  heavy  material, 

large  orders,  or  preferr«!d  clients,  even  longer. 
Some  30,  more  60  to  90.  and  on  heavier  machinery,  large  orders, 

or  to  reliable  customi-r,  120  days  or  longer. 
30.  60,  and  90  days  after  sight. 

Do. 
Cash  with  order  on  son>e  perishables  where  attractive  discounts 

are  asked  for  such  payment,  sight  draft  for  similar  products  and 

for  like  reasons,  30  and  60  days  on  other  foodstuffs. 
30  and  GO  days  after  sisht. 
Some  mills  are  selling  cash  with  order  or  cash  in  New  York  at 

time  of  shipment,  by  offering  discount  of  25  cents  a  bag;  also 

sight  draft,  with  discounts  of  about  15  cents  a  bag;  some,  30 

days. 
Very  little  imported  because  of  high  duties;  sight,  30  and  60  days 

aftpr  sicht 

Sight.    One  firm  during  good  business  here  in  fresh  fruit  sells  on 

open  account  to  stable  and  approved  firms.    It  thus  saves 

collection  charges  and  believes  its  losses  are  less.    This  company 

gets  cash  on  delivery  whenever  it  can,  however. 

Sight,  and  30  and  60  days  after  sight. 

Practically  none  sold  here  because  of  high  duties;  30  to  60  dayi 

after  sight. 
30  days,  usually;  some,  nO  days  after  sight. 
60  to  90  days  after  sight 

Some  30,  more  60,  and  some  90  days  after  sight. 
60  and  90  days  after  sight. 
90  to  120  days  after  sight. 
30  to  60  days  after  sight 
On  installment  sales  to  local  buyers,  from  factory  to  local  dealers 

or  distributors  on  special  arrangements. 
Some  sight  draft,  usually  30  days;  sometimes  60  days  after  sight. 
30,  CO,  and  90  days  after  sight. 
Sight  draft,  30  days;  so  trie  (,0  days  after  sight. 
3U  and  60  days  after  sight. 

Do. 
30,  60,  and  90  days  after  sight. 

Do. 
30  and  60  days  after  sight. 
60,  90,  and  120  days  after  sight. 
30  and  60  days  after  sight. 

Do. 

Do. 
Sight  draft,  30  and  60  days;  some,  90  days  after  sight. 
30  and  60  days  after  sight. 

Do. 
Rarely  imported;  30  and  60  days  after  sight. 


Credit  terms  do  not  vary  greatly  according  to  different  (commodities, 
but  they  do  vary  greatly  as  between  different  exporters. 

Little  merchandise  is  sold  cash  with  order,  cash  at  time  of  shipment, 
or  with  letters  of  credit.  Local  importers  want  terms  and  will  pay 
cash  with  order,  cash  at  time  of  shipment,  or  through  the  use  of  letters 
of  credit,  only  when  considerable  concessions  are  made  as  to  discounts. 

More  goods  probably  are  shipped  on  time  draft  than  on  sight  draft. 
Importers  paying  at  sight  usually  do  so  to  take  advantage  of  some 
special  discount  offered  for  such  paj^ment. 

Time  drafts  run  30,  60,  and  90  days  -sometimes  a  little  longer. 
Drafts  drawn  " days  date "  are  seldom  used.  Also,  drafts  drawn  ''days 
sight"  are  interpreted  to  mean  "days  after  acceptance"  or  after  the 
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receipt  of  merchandise  by  consignee.  Drafts  should  not  be  sent  with 
documents  against  acceptance,  since  the  goods  can  be  got  without 
original  documents,  merely  by  paying  a  fine  which  wall  be  charged 
back  against  shipper.  The  exception  is  in  consigning  merchandise 
to  a  customs  broker. 

Manufacturers  and  exporters  frequently  find  themselves  in  diffi- 
culty in  trying  to  protect  their  interests  and  insure  the  collection  of 
drafts,  erring  in  the  matter  of  consignment  of  merchandise  and  the 
forwarding  of  documents. 

Under  the  Venezuelan  law  the  buyer  or  consignee  is  owner  of  the 
goods,  regardless  of  whether  he  has  paid  for  them  or  not.  Importers 
have  the  right  to  obtain  the  goods  before  they  accept  the  drafts. 
Shippers'  order,  bills  of  lading,  and  documents  sent  with  drafts  against 
acceptance  are  of  little  avail.  The  consignee  does  not  have  to  have 
the  original  bill  of  lading  and  export  declaration  in  order  to  get  the 
goods.  The  law  provides  that  documents  must  be  presented  to  the 
customhouse  within  3  days  after  the  arrival  of  the  merchandise. 
Fines  are  charged  for  delay  in  doing  this.  The  fine  amounts  to  25 
bolivars,  plus  5  bolivars  for  every  days'  delay.  If  the  consignee  has 
not  the  original  documents  in  that  length  of  time,  the  law^  provides  that 
he  can  have  copies  made  from  the  customhouse  documents  and  that  he 
can  obtain  the  goods  on  these  copies.  He  is  charged  15  bohvars  for 
having  the  copies  made,  but  this  is  returned  to  him  if  he  later  presents 
the  originals.  If  documents  are  sent  to  banks  with  drafts,  the  con- 
signee usually  goes  to  the  customs  authorities,  has  the  necessary  copies 
made,  pays  for  them,  obtains  the  goods,  and  then  charges  the  exporter 
or  manufacturer  for  the  additional  expense.  Merchandise  can  not 
be  consigned  to  local  banks. 

When  the  banks  receive  drafts  they  call  upon  the  consignee  for 
acceptance.  He  frequently  replies  that  he  has  not  yet  received  and 
checked  the  goods.  It  takes  from  8  to  15  days — frequently  longer — 
for  him  to  clear  the  goods  after  arrival.  All  the  assistance  the  exporter 
or  manufacturer  can  lend  to  have  the  goods  cleared  promptly  is  to  see 
that  his  documents  and  export  declarations  are  sent  down  promptly 

and  correctly. 

In  many  lines  foreign  competitors  offer  better  terms  and  larger 
discounts  than  American  manufacturers  offer.  ^This  is  done  to  com- 
pensate in  a  measure  for  the  longer  time  required  in  filling  orders  and 
making  deliveries.  It  has  little  influence,  however,  on  buyers.  In 
Venezuela  most  importers  will  pay  a  little  more,  and  meet  more  strin- 
gent payment  requirements,  in*^  order  to  insure  quick  receipt  of 
merchandise. 

The  speed  wdth  which  American  manufacturers  can  fill  orders  and 
get  the  goods  to  Venezuela  is  one  of  the  strongest  selling  points  for 
their  merchandise,  and  American  concerns  should  bear  this  in  mind. 
There  are  very  few  importing  distributors  in  tliis  country,  and  most 
merchandise  is  shipped  direct  from  the  factory  to  the  wholesaler  or 

the  retailer. 

Most  of  the  large  concerns  importing  on  their  own  account  sell 
wholesale  as  well  as  retail,  and  frequently  employ  traveling  salesmen 
who  tour  the  entire  country  selling  for  American  manufacturers  merely 
as  agents  on  commission. 

On  the  other  hand,  there  are  numerous  sales  agents,  carrying  no 
stock  at  all,  with  Umited  capital,  who  sell  for  American  manufacturers 
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solely  on  cominission.  These  agents  usually  own  autoinobiles  and 
employ  other  salesmen  to  cover  the  entire  country.  Many  of  these 
agents  also  employ  subagents  in  other  trade  centers  of  the  country. 
The  latter  sell  for  a  part  of  the  commissions  paid. 

Business  practices  and  laws  in  Venezuela  differ  considerably  from 
those  of  other  countries.  American  manufacturers  and  exj)orters 
doubtless  would  save  themselves  considerable  trouble  and  money  by 
familiarizing  themselves  with  conditions  in  general  before  they 
endeavor  to  enter  this  market. 

YUGOSLAVIA 

Ck»nsul  Stewart  E.  McMillin,  Belgrade 


Commodity 


Agricultural  machinery  and  equipment 

Automotive  accessories 

Building  material 

Construction  machinery 

Truggists'  sundries - 

Electrical  supplies 

Feedstuffs - 

Fibers,  raw 

Flour. -- 

Footwear 

Fruit  and  vegetables. 

Furniture 

Fuel  and  ores 

Groceries  and  provisions 

Hardware 

Hides  and  leather 

Industrial  chemicals.- 

Jewelry 

Kotions  and  novelties — 

Office  equipment 

Packing-house  products 

Plumbing  and  heating  equipment 

Piece  goods 

Printing  machinery 

Radio  apparatus 

Sporting  goods 

Surgical  and  precision  instruments 

Thread  and  yarn 

Tobacco - 


Terms 


Protected  credits  up  to  3  years. 

!'0  to  180  days;  Italian  firms  ofEer  consignment. 

120  days. 

I'sually  Government  business. 

00  to  120  days. 

1)0  to  180  days. 

180  days. 

120  to  180  days. 

14  to  60  day  acceptances. 

Usually  90  to  180  days. 

30  days. 

Consignment,  or  up  to  340  days  on  open  account. 

30  to  90  days. 

Up  to  180  days. 

90  to  120  days. 

Do. 

Do. 
Cash,  or  long-term  payments. 
180  days. 

Do. 
120  days. 
eO  to  90  days. 
120  to  180  days. 
1-year  acceptance. 

Bulk  of  radio  is  sold  by  branches  of  manufacturers. 
180  days. 
120  to  180  days. 
60  to  120  days. 
Government  monopoly. 


Probably  80  per  cent  of  the  shipments  coming  from  the  United 
States  are  being  paid  against  time  drafts.  For  imports  from  all 
sources  probably  40  ftpr  cent  of  the  terms  of  payment  are  met  in  this 
way.  Most  time  drafts  are  on  the  basis  of  documents  against  accept- 
ance, the  term  of  credit  in  such  cases  ranging  from  120  to  180  days. 
Letters  of  credit  account  for  about  10  per  cent. 

An  open  account  in  Yugoslavia  does  not  mean  that  goods  are 
shipped  without  any  agreement  as  to  time.  An  agreement  is  made 
wdth  the  lapse  of  time  for  credit  indicated.     For  instance,  an  open 

account  payable days  after  date  of  invoice  is  possible.     In 

open-account  cases  the  seller,  when  the  term  indicated  in  the  arrange- 
ment expires  and  the  purchaser  has  not  settled  his  obligation,  may 
either  extend  his  time  limit  or  sue  the  purchaser.  In  case  the  matter 
reaches  court,  the  seller  may  have  to  wait  a  year  or  a  year  and  a  half, 
or  more,  and  may  then  get  only  a  part  of  his  money.  **  0])en  account " 
is  granted,  then,  only  after  very  careful  investigation  of  the  standing 
of  the  purchaser,  usually  large  firms  with  firmly  estabhshed  reputa- 
tion. It  is  reported  that  German  firms  do  about  70  per  cent  of  their 
business  with  Yugoslavia  on  an  open-account  basis. 
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On  open  account  the  time  of  the  credit  is  always  shorter  than  in  the 
case  of  ''acceptance."  The  former  runs  from  30  to  90  days,  while 
acceptance  often  covers  90  or  120  to  180  days.  But  firms  often 
prefer  to  wait  4  to  6  months,  or  more,  if  sure  to  be  paid  in  time,  than 
to  wait  for  only  1  month  with  a  risk  of  having  payment  delayed  and 
having  to  wait  in  the  end  for  months  or  years.  If,  in  case  of  accept- 
ance, payment  is  not  made  in  time,  it  is  possible  to  sue  and  to  obtain 
payment  within  30  to  40  days  as  compared  with  1  or  2  years  in  the 
case  of  open  account. 

Another  factor  to  be  considered  is  that  business  done  in  easily  and 
quickly  salable  goods  is  nearly  always  handled  with  acceptances, 
while  merchandise  which  requires  continued  effort  to  be  sold,  or 
where  competition  is  great  and  the  demand  irregular  or  dull,  is 
offered  for  sale  on  open  account.  Probably  50  to  55  per  cent  of 
all  business  is  done  under  terms  of  open  account,  while  some  4  per 
cent  is  done  for  "cash"  and  som.e  40  per  cent  under  time  draft  with 
acceptance. 
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